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DEXTER LOCK COMPANY 


GRAND RAPIDS «+ Mi IGAN 

A SUBSIDIARY OF NATIONAL BRASS COMPANY 

in Cenada: Dexter Lock Canada Lid., ph, Onterio 

in Mexico: Dexter Locks, Plate Elegante, 5. A. de C. V., Monterrey, Nuevo Leon 
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DOUBLE -HUNG 


R-O-W window styles cover 
the full architectural 

span from Cape Cod 

to Contemporary. 
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GUDING AWNING 


R*°O-W HIGH-LITE windows For a view plus full 

are also available ventilation, no finer 

in many sizes and awning unit is made than the 
residential designs. R-O-W SURE-LOK window. 


Each of the three R-O-W window types is 
outstanding in its own field. Each is available 
in a variety of sizes and harmonizing styles. 
Two of the three R-O-W window types 

are entirely removable for cleaning 
or painting, inside the house. 


Your customers deserve the best 
R.O.W. SALES CO. 1342-68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 


R’*O-'W is the registered trade mark of the R.O.W. Sales Co, 
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UNITED ANNOUNCES... 
The Greatest Achievement In 


FULLY CONTOURED 


Kitchen Cabinet Tops 1Y 





=THE ONLY 
FULLY-CONTOURED 
FORMICA AND STEEL 

CABINET TOP! 


Now, see United LIFETIME! For the first 
time, steel and Formica are bonded and 


contour-formed for life in one piece from 





rounded front to swing-up backsplash. 
Only United could do it! 


Bonded steel and Formica eliminate metal 
seams from front to back, eliminate all 
the disadvantages of plastic and wood 


surfaces. LIFETIME cannot warp, can- Efficient, seam-free LIFETIME 
not absorb odors, cannot stain, buckle, costs less to buy, less to install. Big, 
crack or separate. Liquids and grease open work areas are all one piece 
cannot seep in anywhere because United up to ten feet long. Corner units in 
LIFETIME. fe: , flecti L-shapes and U-shapes make pos- 
sa: gga 0 eatures the most elective sible any kitchen style. Versatile, 
end-capping ever! Ends and edges are economical LIFETIME can be 
sealed by an exclusive, patented process. blanked to receive sinks and fit- 
Stainless steel keeps out dirt, dust, water tings, and with United's exclusive 
—for a LIFETIME! end-capping, you can enlarge 


assemblies after installation. 
{ 


Ak Cred 06 it Lonke 
Gad Aothing Looks Lele, 
LIFETIME matches any decor, 
too, with four standard and 20 
decorator colors, selected for 


popularity by a panel of Amer- 
ica’s foremost color consultants, 
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THERE ARE STILL A FEW LOCAL FRANCHISES AVAILABLE TO QUALIFIED DISTRIBUTORS. WRITE TODAY TO, UNITED METAL BOX COMPANY 


168 SEVENTH STREET 
BROOKLYN 15, NEW YORK 
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FINEST 
PLYWOODS 


GREATER 

ECONOMY ---rely on KOCHTON PLYWOOD 
for all your plywood needs in 
large or small quantities 


We can ship immediately from any one of our 14 conveniently located Complete Stocks of HARDWOOD PLYWOODS; FIR PLY- 
KOCHTON warehouses. Also, our huge purchasing power enables us WOODS; ALL SPECIES OF DOORS IN HOLLOW AND 
to buy at the lowest market price; in turn we pass these savings on to SOLID CORE; CUPBOARD DOORSTOCK; HARDBOARDS, 
you in lower prices. We can supply what you need, when you need TEMPERED AND UNTEMPERED; PERFORATED HARD- 
it and still save you money. Remember that KOCHTON products are BOARDS; NEVAMAR PLASTIC LAMINATES; REGLUING 
“as near as your telephone”! STOCK; PLY-VENEER; HOMASOTE PRODUCTS. 








write immediately to be included on our mailing list. 
Specializing in direct 


mill shipments % == @ Fort Worth, Texas 
en = rn ‘a : WAREHOUSES Vinewood 2878 
Ce abe = > Indianapolis, Indiana @ South Bend, Indiana 
—3 Melrose 6-3485 Phone 7-7715 
-_ Minneapolis, Minnesota @ Los Angeles, California 
Granville 2444 Raymond 3-3651 


Milwaukee, Wisconsin @ Columbus, Ohio 
Orchard 2-6730 Klondike 3507 

Detroit, Michigan @ Saginaw, Michigan 
Tyler 8-2000 Phone 3-5493 

Decatur, Illinois @ Grand Rapids, Michigan 
Phone 3-9741 Glendale 6-5466 
Cincinnati, Qhio @ Green Bay, Wisconsin 
Capital 1259 Hemlock 2-4879 


PLYWOOD ANI VENEER CO. INC. GENERAL OFFICES & WAREHOUSE 


Phone Taylor 9-0800, 509 W. Roosevelt Road, Chicago 7, Illinois 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


MORE MOMENTUM FOR HOUSING. The building boom, if anything, seems to be picking 
up speed. After early estimates that indicated anticipated declines, 
building has forged ahead to set new records. 

HOME OWNERSHIP INCREASING. A recent survey by the United States Savings and 
Loan League places non-farm homeowners in 1953 at 22,800,000 families. 
This means that 57% of the nation's families now own their own homes. 
In 1947 only 52% owned homes. 

EXPECT WARRANTY ENFORCEMENT. Government offices can be expected to be very 
strict about enforcing the warranty and appraisal provisions of the 
modified housing act. The regulations effect commitments issued after 
October l. 

LOW COST HOUSING RULES. Minimum requirements for homes built under FHA special 
low cost housing program are now available at field offices. 

ARE YOU "“OPEN-ENDING" REMODELING JOBS? Dealers have a golden opportunity to sell 
substantial home improvements under new VA and FHA regulations. FHA 
now permits insurable advances in excess of the original face amount 
of the mortgage. VA can now guarantee up to $7,500 where the home loan 
entitlement has not been used up. 

SERVICEMEN HELPED, TOO. A new slant to FHA operations permits the insurance 
of mortgages up to 95% of value up to a maximum mortgage amount of 
$17,100 for both officers and men on active duty. Dealers near perma- 
nent military establishments have a chance for this business; many 
"regulars" can be sold homes for ultimate retirement. 

THE IMPORTANCE OF HOME BUILDING. A recent report shows that three million 
workers are involved in the overall housing industry. About 1,488,000 
are directly employed = plumbers, painters, carpenters, and the like. 
A whopping 655,000 are in secondary industries - the lumbering, 
manufacture of paint, building materials. The remainder are in the 
home furnishing industries. 

DEALER BUSINESS ROUNDUP. The New England report is just fair with limited 
advance buying...New York is relieved over the prompt ending of the 
dock strike, business is improved...Great Lakes is fairly quiet... 
Midwest generally is good and improving...South and Gulf have lots of 
home building but strong price cutting...Pacific Coast business is 
tapering a bit. 

WEST COAST LUMBER ACTIVE. It's the usual battle between buyer and mill. The 
West Coast Lumbermen's Asscciation ba:ometer for October 2 showed 
production of 126,725,247 feet and orders were 113,720,608 feet. 


Orders were 10.3% under the cut. Those are figures to be carefully 
studied. 


PLYWOOD ORDERS REACH PEAK. Order files are terrific on fir plywood with prices 
only moderately changed. About $85 for 1/4" A=-D is universal. Sheath- 
ing is at $90 but a few mills have asked $92. Production is near 
capacity but the order file continues to grow. It's generally agreed 
that jobber stocks when the strike ended were much lower than under- 
stood in the trade. 

(continued on page 9) 
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BEAUTY that attracts customers 
QUALITY that holds customers 
INSTALLATIONS that add customers 


TODAY’S GREATEST PROFIT OPPORTUNITY 


DO MORE JOBS - SELL MORE JOBS...EASIER, FASTER 


ALL PATENTS APPLIED FOR 


Barclay-Squiare 


16” x 16” MELAMINE-SILICONE’ PLASTICOATED PANELS 


Amazingly Easy to Apply - New Method 


BARCLAY-SQUARE is NEW—Use it on your next job and discover new profit 
in its four way economy—cuts delays, reduces labor, ends waste, 
adds value. Its beauty makes it a surface finishing your customers will buy 
on sight. An added plus-feature is the exclusive Melamine-silicone* mar- 
proof finish that won't shatter, split or crack. Satisfy your old customers. Get 
new ones. Specify BARCLAY-SQUARE. * PATENTED 








: " ty-bl - j —— j 
pay Bet . el ae ene é aie takes T H E s E Cc R E T ! 
. . 


single color and pattern to carton with necessary lock-strips 


Specially designed divider-lock-strip 
provides AUTOMATIC SPACING, 

: : ; : UNIFORM SMOOTHNESS OF SURFACE, 
MR DEALER: Inquire Today about X-tra High Profit Special Introductory Plan mh gyre yd 


SEALING BASE FOR WATERPROOFING 


Ask your distributor or write us for his name Precision grooved on all four edges to 


BARCLAY MANUFACTURING CO., INC. ne Glee O Go. 
Dept. AL-1, BARCLAY BUILDING, NEW YORK 51, N. Y. Vath inch thickness and exclusive 
In Coneda: PRIMCO LTD., 15 Fournier Bivd., Hull Quebec ee 


guarantee sturdy durability and 
25 YEARS EXPERIENCE MANUFACTURING HIGH QUALITY BUILDING MATERIALS 


long-life application. 
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September Building 8% Above 1953 


The construction industry con- 
tinued to chalk up new records in 
September, according to the Com- 
merce and Labor departments. 

The two agencies reported pub- 
lic and private outlays for new 
construction of all kinds in Sep- 
tember amounted to $3.6 billion 
—unchanged from the previous 
month but a hefty 8% above a year 
earlier. 

For the first nine months of 
this year, construction spending 
reached a new high of $27.4 billion 
—up 4% over the previous high 
set in the like 1953 months. 

The joint report on the value of 
new construction put in place 
made it plain that the private sec- 
tor of the economy is responsible 
for the new records. Spending by 
Federal, state and local govern- 
ments so far this year has stayed 
at just about the same level as last 
year. 

In September, for example, pri- 
vate outlays accounted for $2.4 
billion of the $3.6 billion total. 
This private spending for new 
construction was 11% more than 
in the like 1953 month. 


3% Above August 
September Starts 


Builders of non-farm housing 
continued to work at a near-record 
pace in September as they started 
3% more units than in August, the 
Labor Department reported. 

Home starts usually drop be- 
tween the two months. The 114,000 
September total not only topped 
August’s 111,000 starts but soared 
above the 92,000 starts in Septem- 
ber, 1953. Only 1950 had a better 
September, when the nation start- 
ed 120,600 units, the departmenit 
reported. 

The department reported 111,900 
of the September starts were pri- 
vate. That compares with 109,- 
800 in August and 89,000 a year 
earlier. At an adjusted rate, which 
is supposed to account for seasonal 
factors, the department figured 
annual starts at 1,232,000. This 
annual rate was the greatest for 
any month since January, 1951, 
the department said. 

Public starts, at an estimated 
2,100 in September, compared with 
1,200 in August and with 3,000 for 
September, 1953. 


Fee Appraisers Ok'd 
To Break FHA Backlog 


FHA Commissioner Norman P. 


Mason has announced that the 
Federal Housing Administration 
will use fee appraisers engaged in 
private business in order to break 
the mounting backlog of home 
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Builders Warned Not to Use 
“FHA” to Mislead Public 


The Federal Housing Adminis- 
tration warned that if builders use 
the letters “FHA” in their advertis- 
ing to “mislead” the public, inno- 
cently or otherwise, they may have 
to pay a fine or go to jail. 

The housing agency emphasized: 
“The fact that the property has 
been appraised and inspected by 
FHA does not authorize advertising 
statements such as “FHA subdi- 
vision,” “FHA approved,” or “FHA 
accepted.” 


The same caution, it said, must 
be applied to the rest of the hous- 
ing agency abbreviations: PHA 
(Public Housing Administration), 
HHFA (Housing and Home Finance 
Agency), and FNMA (Federal Na- 
tional Mortgage Association). 











buyers’ applications for mortgage 
insurance being filed under the 
administration’s new housing law. 

In order to obtain qualified fee 
appraisers in the shortest possible 
time, Mason pointed out, the Vet- 
erans Administration panel of 
presently qualified fee appraisers 
will be used by FHA field offices. 
This list may be augmented later 
with ranking appraisers in locali- 
ties where their services are 
needed. 

Mason stressed the temporary 
and restricted use of FHA’s new 
fee appraiser plan. He said that 
fee appraisers will be used only in 
obtaining valuations on existing 
properties that are at least one 
year old. Furthermore, authoriza- 
tion to use fee appraisers will be 
made at the local level by the FHA 
director after he has determined 
that the volume of applications for 
mortgage insurance covering ex- 
isting construction is more than 
the FHA personnel can handle in 
a normal manner and if there is at 
least a 15 day backlog. 


September Contracts 
53°% Above Last Year 


The nation’s booming construc- 
tion industry continues to show no 
sigr-s of slackening its pace. 

Contracts for future construc- 
tion awarded in September and 
tabulated by F. W. Dodge Corp., 
construction news and marketing 
specialist, climbed to more than 
$1.8 billion, up 15% over August, 
1954, and 4% ahead of September, 
1953. 

By far the biggest jump in the 
month’s contract volume was noted 
in the residential category. Awards 
in this group, according to Dodge, 
amounted to $777,332,000, or 12% 


over August this year and a tower- 
ing 53% above September, 1953. A 
company spokesman characterized 
the year-end month as an average 
September for residential contract 
volume. 

George C. Smith, Dodge econ- 
omist, believed the sharp rise in 
homebuilding contracts is due in 
part to the new housing act which 
provides easier mortgage terms. A 
large part of the increase came in 
contracts for speculative, one-fam- 
ily housing, he said. 

Dodge Corp., which reports con- 
struction contracts awarded in the 
37 states east of the Rockies, de- 
clared overall September totals 
were a record for the month. 

Thomas §S. Holden, vice chair- 
man of Dodge, said, “This brings 
almost mathematical assurance 
that new high yearly records will 
be set in 1954 both by Dodge totals 
and by Government estimates of 
construction put in place. We are 
approaching the time when opinion 
on this score will be replaced by 
fact. Already the 1954 total has 
gained more than a full month 
over last year at the 1953 monthly 
rate,” he concluded. 


Clay Brown Elected 
New M&M President 


One of the 
nation’s largest 
plywood manu- 
facturers— 
M&M Wood- 
working will 
seat Clay Brown 
of Portland, 
Ore., as its 
fourth presi- 
dent Nov. 1. 


Clay B 
lay Brows A former sales 


manager for M&M after start- 
ing his career with Long-Bell 
Lumber Co., Brown became vice- 
president and plywood division 
manager of Smith Wood Products 
and in 1943 became assistant to the 
president of U.S. Plywood. He now 
is board chairman of Fortuna Saw- 
mills which have offices in Port- 
land and California. 

Brown is the first M&M presi- 
dent who is not a member of or re- 
lated to the Malarkey family. He 
was unanimously “lected by the 
nine-man board, which includes 
four family members. 

The company, which has the 
largest plywood production capac- 
ity in the nation was founded in 
1918 by the late James A. Malar- 
key, succeeded as president by his 
son, Herbert, in 1946, and in 1950 
by Herbert’s cousin, Thomas Ma- 
larkey who resigned in 1953. 

Eberly Thompson, also a family 
member has been chief executive 
in the interim while a new presi- 
dent was being selected. 
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New SKIL Sales-Boosting 


SKIL SAW and 
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NEW SKIL PORTABLE SAW MODEL 526... $49.50—Iimproved 6” 
SKIL Saw. Unmatched in benefits at the price. Oversize motor. Ball 
and anti-friction bearings. Built-in bevel and depth adjustment. Tele- 
scopic safety guard. Trigger-type switch. Sturdy die-cast aluminum 
housing. Many more SKil-featured firsts! 


21 Rapid-Selling SKIL Power Tools 
Keep You Well Ahead of the 
Home Shop Market Demand! 
With no other brand of power tools do you get such line 
completeness as in SKIL. No other provides 21 such powerful 
ways to make sales and profits. With SKIL, _ have a tool 


for eVery prospect—a complete range of mox 
meet every need 


els and sizes to 


CASH IN ON THIS ACROSS-THE-COUNTRY 
SKIL BRAND NAME ACCEPTANCE! 
GIVE SKIL TOOLS UP-FRONT DISPLAY! 


(To obtain more data on advertised products see page 112) November 1, 





SKIL Home Shop 4” Drill 
$24.95 with hex-key chuck 
$26.95 with geared chuck 


eS 
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SKIL Home Shop Belt Sander 
2%" size... $79.50 


SKIL Home Shop 
6” Sander-Polisher 
$43.95 
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ome-Shop Combination! 





KIL SAW TABL 


Only *8945 retail for both portable 
and stationary saw combination 


The “Do-It-Yourself” market is ripe for a combina- 
tion like this! SKIL's great Portable Saw and Saw 
Table Combination to sell both types of buyers: 
your portable users... your bench saw customers. 
A sure-fire sales-getting pair, with all of the advan- 
tages of stationary equipment, yet with none of the 


HERE’S HOW THE SKIL STORY 
REACHES YOUR COMMUNITY! 


Millions and millions of SKIL prospects . 


your community 
well-included 


are hit by this powerful SKIL winter adver- 
tising support! They'll be completely filled-in on SKIL facts 
in SATURDAY EVENING POST, ARGOSY, OUTDOOR LIFE, POPULAR 
MECHANICS, MECHANIX ILLUSTRATED, FAMILY HANDYMAN, 
POPULAR SCIENCE as well as by Ad Mats, Radio Scripts, 
Envelope Stuffers, Miniature Catalogs all FREE to you! 











limitations. Here are much-demanded tools that 
combine HIGH unit sales with BIG profit margins 
for you. Here are known quality and value . . . at 
prices well within any home shop worker's budget: 
$49.50 for Saw . . . $39.95 for Table—or $89.45 for 
the versatile, all-purpose Combination! 





NEW SKIL SAW TABLE MODEL 506... $39.95 — Combine it with 
the New Model 526 SKIL Saw (total price, $89.45)... and it's an 
accurate tilting arbor bench saw! Answers every sawing requirement: 
Portable saw for on-the-job building or remodeling ... bench saw 
for high quality, precision furniture or cabinet work! 


(4s 
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| SKIL Corporation, Dept. AL-114 | 
| 5033 Elston Avenue, Chicago 30, Illinois | 
| Please send me complete information on SKIL Home Shop Tools and the New | 
| Free Displays | 
Name 
| Address | 
| | 
| City State | 
Dc cee cate cars eee cane cD Gam ED GE ED GD ED ED ED GD Euanancnanmmaseras 4d 


Made only by SKIL Corporation, formerly SKILSAW, Inc., 5033 Elston Ave., Chicago 30, Illinois, 3601 Dundas St. West, Toronto 9, Ontario. Factory Branches in All Leading Cities 
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Malone Elected New NRLDA President 


Watson Malone III, Watson Ma- 
lone & Sons, Philadelphia, was 
elected president of the National 
Retail Lumber Dealers Associa- 
tion, at the annual meeting of the 
board of directors held at Hotel 
Commodore at the same time as 
NRLDA’s first national exposition. 
He succeeds Henry J. Munnerlyn, 
H. J. Munnerlyn, Inc., Bennetts- 
ville, 8S. C. 

Other new officers elected were: 
R. A. Schaub, Northern Indiana 
Lumber & Coal Co., Whiting, Ind.; 
Paul Ely, Ely-Hoppe Lumber Co., 
North Platte, Nebr. Officers re- 
elected were: H. W. Blackstock, 
Seattle, treasurer; H. R. (Cotton) 
Northup, executive vice-president, 
and E. H. Libbey, secretary. 

NRLDA officers announced that 
plans for 1955 would include a re- 
vision of the Merchandising Calen- 
dar; new chapters for the Dealer 
Operating Guide; a new sound- 
slide film for employe training; a 
report of bonus and profit-sharing 
plans in use by dealers. 


Roof Framing, Lu-Re-Co 
Planned for Short Course 


Performance of eight different 
types of roof framing, including 
a newly developed glue-nailed 
truss, will be reported at the tenth 
annual short course in residential 
construction, Jan. 13-14, 1955, at 
the University of Illinois. 

Adaption of Lu-Re-Co wall panels 
for exterior walls of split-level 
and two-story houses will be an- 
other highlight of the two-day 
program. 

The Lu-Re-Co presentation re- 
sults from a continuation of a de- 
sign and construction study, in 
which a pre-assembled wall panel 
was developed a year ago for use 
in one-story houses of almost any 
design. Several houses have been 
designed to illustrate use of these 
panels in two-story and staggered- 
level houses. The study has been 
financed by the Lumber Dealers 
Research Council. Pointers’ in 
architectural design will be dis- 
cussed as part of the wali-panel 
presentation. 

Registrations for the _ short 
course are being accepted now by 
the Division of University Exten- 
sion which is cooperating in pre- 
senting the two-day session. The 
$15 registration fee will include 
the annual dinner, the field trip to 
housing research activities, and 
the publications to be distributed 
to registrants. 

Additional information regard- 
ing registration can be obtained 
from R. K. Newton, supervisor of 
engineering extension, 725 S&S. 
Wright St., Champaign, II. 
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NEW NRLDA OFFICERS: Watson Malone III, center, president; 
Paul Ely, right, second vice-president. 


left, first vice-president; 


R. A. Schaub, 


AMERICAN LUMBERMAN’S display at the NRLDA exposition at New York also 
featured HOME Maintenance & Improvement, a magazine distributed by dealers 


to their customers. 


Three exclusive AL services to retailers—ADservice, a do-it- 


yourself dealer merchandising kit and management workshops originated and 


moderated by Art Hood were promoted. 


The Dykes Lumber Co., New York City, 


manned a table at the front of the display and answered repair and remodeling 


questions submitted by consumers. 





Detroit Do-it-Yourself Show to Aid Charities 


The Detroit Lumbermen’s Asso- 
ciation, Hoo-Hoo Clubs, the Detroit 
Free Press and the Michigan Re- 
tail Hardware Association have 
combined their efforts to raise 
funds to send several hundred De- 
troit children to summer camps 
next year by jointly sponsoring a 
Do-It-Yourself Show at the Michi- 
gan State Fair Grounds, Nov. 6-14. 

Already the show is assuming 
exposition importance as more ex- 
hibitors are signing up. In addi- 
tion to the lumber and hardware 
fields, the show will have displays 
covering such diversified fields as 


November 


gardening, sewing, upholstering, 
and other do-it-yourself hobbies. 

This is, the first time that a unit 
of the Concatenated order of Hoo- 
Hoo has sponsored a show of this 
kind. 

Harry Smith, co-chairman of the 
Detroit Hoo-Hoo show committee, 
predicted that this will be the 
largest show of its type ever pre- 
sented in Michigan. Smith, who 
operates one of the largest chains 
of lumber yards in the Detroit 
area, Mohawk Lumber & Supply 
Co., has applied for 20 exhibit 
spaces in the show. 
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No more 
of this 
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Here’s the secret! 

The sun’s heat seals the tabs automatically 
because of this strip of special petroleun. resin 
cement on the underside of each shingle. 











ANNOUNCING 
Johns-Manville 
Seal-O-Matic 
Asphalt Shingles! 





They hold tight when it blows 
because they are self-sealing! 


THIS NEW PATENTED exclusive Johns-Manville 
Seal-O- Matic shingle is a revolutionary development 
in asphalt roofing. It provides a roof of traditional 
shingle design that eliminates fear of wind damage. 
It has been tested and proved in the high wind areas 
of the Middle West. 

J-M research has developed a special petroleum 
resin cement with extraordinary bonding qualities. 
A ribbon of this cement is factory applied on the 
underside of each strip along the entire butt edge. 
The sun’s heat causes the cement strip to grip the 
underlying shingle with bulldog tenacity. Every tab 
is securely cemented. Wind and rain simply can’t 
drive up under the shingles! : 

Johns-Manville Seal-O-Matic Asphalt Shingles 
are available in the popular thick butt style in many 
attractive colors and blends. For complete informa- 
tion write Johns-Manville, Dept. AL, Box 111, 
New York 16, New York. 


M Johns-Manville 
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Pittsburgh offers you the simplest, 


= Mipestio 


300 modern decorator hues in 
finishes from one set of tubes and 





You offer all 300 colors in each of these 3 popular paints 


WALLHIDE Rubberized Satin New WALLHIDE Flat Wall Paint SATINHIDE ENAMEL—for interior 
] Finish Wall Paint—easy to apply —alkyd type, requires no primer, and exterior trim, also for walls 
® with brush er roller, practically ® covers theroughly with one coat, @ where low, semi-gless sheen 
odorless, dries in less than half practically odorless, can be desired. P 
an hour, extremely washable. washed repeatedly. readily 





> @ Pittsburgh MAESTRO TUBE COLORS 
rubberized and alkyd-type bases. This 
and reduces possibility of error in 


You get all tg = fe yh prema 
easily from one 


set of MAESTRO 


TUBE COLORS 
~ PAINTS *¢ GLASS +© CHEMICALS + BRUSHES 


ite ER Se i) ae: ce ee Poe 7m Fs - .. - woe 
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most practical Tube Color System 


Colo! ® 


3 famous interior wall 
only two tinting bases! tats 








Here’s a tube system that’s easier to 
stock ... easier to sell! 


@ Pittsburgh announces the most important advance 
in paint selling in years—new MAESTRO COLORS—the 
simplest and most practical tube color system ... one that 
offers many unusual and exclusive advantages to paint 
dealers and retail customers. 


This new MAESTRO COLORS system gives you 300 smart, 
up-to-the-minute decorator hues in three standard Pitts- 
burgh interior wall and trim paints, including rubberized 
and alkyd-type finishes. All bear the famous Pittsburgh 
label, your assurance of finest quality, easy application and 
lasting beauty. 





Two tinting bases are provided for each finish in gallon 
and quart sizes—white for pastels and neutral for deep Attractive 
tones. You can produce all 300 colors in any of these COLOR SELECTOR 
finishes from one set of tube colors—quickly and easily. 


Makes Sales Faster and Easier 
This modern MAESTRO COLORS system will help you ” 


; ; . @ This simple and convenient 
make more sales with a smaller inventory and with less MAESTRO COLORS SELEC- 
selling effort. Your turnover will be faster ... your profits TOR aids dealers to sell this wide 
greater. If you are interested in seiling paints this modern, — - hues more ae. The 
trasticl colors are attracti layed 
business-building way, send the coupon below—today! p say hentar ination. Take-} 
chips are available for customers. 





Pittsburgh 


Plate Giass Company, 
Paint Division, Dept. AL-114, Pittsburgh, Pa. 
Gentlemen: I am interested in further details of your new MAESTRO 
COLOR SYSTEM. 
Name 


PLASTICS e FIBER GLASS 


City County State 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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How to Reduce 


CONDENSATION! 


Prevent Damage to Wood, 
Plaster, Paint, etc. 


As air becomes colder, it can hold less vapor in 
suspension. The degree of saturation increases until 
a dew-point is reached and condensation occurs. 





Heat flows from warm to cold by conduction. A 
material which is in contact with air colder than 
itself on one side and air warmer than itself on the 
other side, will continuously extract heat from the ae paca 
warmer air by conduction and lose it to the colder __ air is reduced below dew- 
air. As the contacting warmer air becomes cooler °°" *Y © cold surface. 
by this action, the amount of vapor it can hold in sig 


suspension without condensing becomes smaller. Condensation forms 

pe 8 . when the capacity of an 

The denser and bulkier the material, the more  ° *P®¢* 9 ¢ given tem- 

. er perature is too small for 

heat it can extract before attaining room temper- the emount of veper 

ature, if it ever does. The scientific construction of present. ——)> 
multiple layers of accordion aluminum, fiber and air 


spaces minimizes condensation formation on or within this type of insulation, when installed in building spaces. 
THE REASON CONDENSATION IS MINIMIZED 


Since the sheet of aluminum adjacent to the warm, inner air of a building weighs only about % oz. per 
sq. ft., it does not need to extract much heat from that air to attain and remain at room temperature. Since the 
emissivity of the aluminum surface is only 3%, little heat is lost by radiation and this further enables the 
aluminum to remain at about room temperature and not extract much heat from that warmer air. 




















Since the other sheets of aluminum and fiber retard heat flow by inner as well as outer convection, and 
since conduction is slight through the preponderant low density air spaces, the sheet’s other surface faces a 
space which is only a little colder than the aluminum itself. But because warmth flows to cold in conduction, 
the aluminum will give off a slight amount of heat to the colder space, thereby slightly increasing the vapor 
retaining capacity of that space. The successive reflective spaces and sheets of aluminum and fiber behave 
similarly. Since each aluminum surface is slightly warmer than the air it faces on its cold side, there is no 
extraction of heat (The reverse is true.) 


CONTINUOUS, IMPERVIOUS VAPOR BARRIER 


When multiple accordion aluminum is used, fortuitous vapor and water (like rain) which intrude into 
building spaces will, as the vapor pressure develops therein, gradually flow out as vapor through exterior 
walls and roofs because vapor flows from areas of greater to less density. Since the vapor cannot back up 
through the continuous, almost impervious aluminum, it will flow out because exterior walls and roofs have 
substantial permeability in comparison with the aluminum, far greater than the required 5:1 ratio. 


Of great importance is the use of a continuous metallic vapor barrier of zero water vapor permeability, 
without “breaks” every few feet, to retard the outward flow of vapor which originates inside the house. 
Infiltration under the flat stapled flanges of multiple accordion aluminum is slight. 


To obtain MAXIMUM, wuniform-depth protection against heat loss and condensation formation, it is nec- 
essary to use the new edge-to-edge multiple aluminum’, each sheet of which stretches from joist to joist, and 
also all through the flanges for further vapor protection as well as permanent attachment of each sheet. 


The U.S. Bureau of Standards has prepared a helpful and informative pooklet, “Moisture Condensa- 


tion in Building Walls,” which discusses causes and cures. Use the coupon to get a free copy from us. 
*Parent applied for 


reer te ee ee we ee oe oe oe oe oe oe oe 


| Infra Insulation, Inc., 525 Broadway, N. Y., N. Y., Dept. U-11 


COST OF EDGE-TO-EDGE INFRA © Please send FREE U. S. Bureau of Standards Booklet, BMS63 


Multiple Aluminum Insulation ; 
installed in new construction between | 
wood joists, material and labor " 

| 

| 

| 


Name 





Type 6-S under 9'2¢ sq. ft. 
Type 4-S under 72¢ sq. ft. 


Firm___ 





Address__ 


ee ee ee ES SS SS SS SD GS SS Ge ee ee ee ae ee 





INFRA INSULATION, INC., 525 Bway., New York, N. Y. 
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Report from 


October 30 


As always happens in a political 
year, business and politics have 
been stepping on each other’s 
corns. 

First, something about the busi- 
ness of farming. 

The fairly square corner turned 
by the Department of Agriculture 
in regard to cross-compliance in 
acreage control, apparently on or- 
ders from the White House, seems 
to have taken much of the farm 
fire out of the campaign. We can 
second-guess that one early in No- 
vember. 

Farmers didn’t raise much hell 
over the flexible price support pol- 
icy. They didn’t like it; and they 
couldn’t care for the comments of 
certain people and publications 
about the supposed greediness of 
agriculture in shoving up the re- 
tail price of food by grabbing for 
subsidies. 

Farmers generally were willing 
to try the reduced price supports. 
They were not happy about it; for 
farm production costs, which they 
couldn’t control, are steadily ris- 
ing. Here’s a good place to men- 
tion that farm-income report is- 
sued a little time ago by the 
Department of Agriculture. Ac- 
cording to this official report, the 
farmer’s net income is 30% lower 
now than it was in 1947. Since 
June, 1953, the farmer’s income 
has dropped 7%; while during the 
same year the retail price of food 
advanced. 

It seemed pretty cynical to the 
farmer to set up a policy that 
would further decrease his income 
without assuring a corresponding 
decline in his costs and without 
assuring a decline in retail food 
costs. But they were willing to 
take it with such patience as they 
could muster. 


Enter Mr. Benson 


Then the secretary of Agricul- 
ture weighed in with his cross- 
compliance rules. This was the 
same secretary who assured farm- 
ers it was his purpose to lift the 
hampering federal regulaticns 
from agriculture. Sure enough, he 
didn’t say when. Mr. Benson an- 
nounced acreage limitation on 
basic crops; rules that would have 
taken from cultivation from thirty 
to forty million acres of tillable 
land. About 10% of the nation’s 
arable land. But that wasn’t all. 
In furthering this campaign to 
free the farmer from oppressive 
rules, the secretary announced 
that none of this withdrawn land 
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could be used to produce anything 
save pasture or hay. If it were 
used in any other way, then the 
government would refuse to pay 
support prices on any crop raised 
on that farmer’s land. 

About this time quite a number 
of publications announced com- 
fortably that farming was the only 
national industry facing a grim 
and gloomy future; then added 
that this was nothing to worry 
about, since compared with the 
total income of the country farm- 
ing after all wasn’t so important! 


Problem Backfires 


Things began to happen. In the 
first place, after the acreage re- 
strictions were announced, Inter- 
national Harvester was startled to 
find that farmers were buying few 
tractors or other machines. The 
big corporation began laying off 
men. Even the city papers began 
warning the Department of Agri- 
culture that a business that rather 
directly supported 35,000,000 
Americans could hardly be called 
unimportant; also that in most 
instances since the Civil War the 
big depressions started in agricul- 
ture; likewise that calling the 
surplus-producing rigid price sup- 
ports “bankrupt” and “indefens- 
ible” didn’t solve a problem that 
touched all people. 

It was acreage controls and their 
cross-compliance gadgets that tore 
the political fabric. 

Farmers don’t hold Mr. Benson 
or the administration responsible 
for advancing food prices, while 
the cash income at the farm gate 
has been sliding down. Transpor- 
tation and labor costs of process- 
ing and distribution have ad- 
vanced, and the buyers of food at 
retail have been demanding more 
service. In fact, until that cross- 
compliance thing came up, farmers 
respected Mr. Benson and rather 
liked him. 

They thought it a little queer 
that he was so hell-bent on further 
diminishing farm incomes that 
had been declining for seven years, 
doing it in the name of “economy” 
without noticing that both farm 
production costs and food store 
prices had been rising all the 
while. 

A few weeks ago the Department 
of Agriculture reported that last 
June the farmer’s share of the con- 
sumer’s retail food dollar declined 
to 42¢; the lowest point since 1947. 
It takes about 30¢ of this income 
to pay the costs of production; 
and this 30¢ doesn’t pay the cost 
of taxes and interest. Those items 
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must be paid out of that remaining 
12¢; and then if anything is left 
from this handsome 12¢ margin, 
the farmer can get himself a new 
pair of overalls! No, they were 
not complaining. They got along 
pretty well; but on a continuously 
declining scale. 

But about that vast and bur- 
glarious farm-price subsidy that 
in and of itself is impoverishing 
Uncle Sam. Here’s a comparative 
list: 

Farm subsidy, year end- 

ing July 1, 54 $ 420,000,000 
Mail subsidy 581,000,000 
Highway subsidy, aid to 

EE Ee 1,400,000,000 
Veterans subsidies 3,300,000,000 
Foreign aid, year ending 

July 1, 54 4,700,000,000 

These are not all the big sub- 
sidies; but if we take this list 
along, it appears that the farm 
nick is four and four-tenths per- 
cent of the other five. 


Farm Crisis? 


No one thinks we’re within the 
shooting distance of a real farm 
crisis. Too many people remember 
the old days; although not all 
people do. It was when the USDA 
pulled the one about taking arable 
land out of production, save for 
pasture and meadow, that the 
farmers lost their patience and 
dusted off their political shootin’ 
irons. 

It was at this point that the sec- 
retary slung ’er into high right 
off the starter, shoved the accelera- 
tor through the floor, pitched the 
cross-compliance baby to the pur- 
suing pack, and took to the tall 
timber. He did an incredibly naive 
job, explaining that it wasn’t the 
result of political pressure. In 
any event he did cut and run; and 
this action seems to have taken 
much of the partisan heat out of 
the agrarian revolt. 

Now that the order has been re- 
versed, farmers seem to feel it was 
just a bad dream. Whether they 
were shaken enough to do things 
at the polls isn’t yet clear. There’ll 
be some punitive votes cast; prob- 
ably not so many. We'll have to 
wait and see. But I think that 
without this reversal the last end 
of the campaign, in the middle west 
and probably in the New York 
milk shed, might have been loud 
and hot. I wonder if the secretary 
knows how nearly he came to 
handing the New York Governor- 
ship to the Democrats on a milk 


can lid. 
R. Y. Kerr 
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VIRGIL PARTCH 


"EUERYTHING HINGES ON HAGER /" 


es 
FREE! If you enjoyed laughing at Virgil Partch’s mirth-making cartoon this 
month, send for Hager's new book contoining 28 fu'l-size popular ‘‘Everything 
Hinges on Hager" cartoons! It's FREE! Just address 











C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + $1. Lovis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience a 
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PLAN AHEAD... 
BE AHEAD with 
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WAWILS wees 


All-Purpose 
WINDOW MATERIALS 
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THE LINE THAT KEEPS GROWING 


TO MEET Growing Demand / 


Top-quality products, consumer advertising and FREE 
dealer sales aids keep adding thousands of new customers 
for R-V-LITE and VIMLITE. New items. . . new types 


. .. hew, more convenient sizes—constantly creating wider 
appeal and bigger demand! 


ORDER NOW for the big selling season ahead! 


Available through leading wholesalers in the U. S. and Canada 
Exclusive Manufacturers of R-V-LITE and VIMLITE 


ARVEYe CORPORATION 
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MAgOWOOD ; 
FLOORING 
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Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods 


“Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. 


Mill: Lake Linden, Mich. Mirs. Hardwoods. L.C.L. ts kilo 
dried hardwoods from stock at Thiensville 


Cadillac-Soo Lumber Co. 
Northern Hardwoods, Hard 
Modern Dry Kilins. Pacili 


“Abbott Fox Lumber Co. . . . . tron Mountain, Mich. 


Manufacturers and Concentrators of Hardwoods, Hemlock and White 


*THolt Hardwood Md Go, . eek eels) + OR W. 


Maple, Birch, Flooring. ssembled Block. 
Herringbone, oan oe all types ey Duty Flooring. 


*T), W. Wells Lumber ee » + « « » Menominee, Mich, 


a, § A Upper grades aden Tiard Maple and Birch lumber 


Edward Hines Lumber Co. . . . «. « Chicago, Ill. 
Sales Ottice—77_W., Washi ~ by rT 


Hardwoods, Hemlock and White Pine Pine "Planing Sill aed Dry Kilns 


tMember Maple Flooring Mfrs. Assn. 


“Michigan Pole & Tie Co. . . «. ~. Newberry, Mich. 


Northern Hardwood Lumber, _ Faithful Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mil- 
working Facilities. 


“Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 
Roddis Lumber & Veneer Co. of Ironwood. Mich. 
Roddis Lbr. & Veneer Co., Ltd.. 

Complete stock N. Hdwds., Hemlock, 
Birch, Fig. Hdwd. Ven’r'd Doors. Plywd. Medere Dry Kiln facili 


. Cedar Prod., Ma 


*rAhonen LumberCo. . . . . » « « [ronwood, Mich, 
Northern ~~ Hemlock, White Pine, Spruce. Planing Mill 


—Modern Dry “AAA” brand lardwood Flooring. 
Hardwood and Softwood Pallets. 


“Copeland Lumber Co. . =. . . Chicago, Ill. 


Mills — Marquette and 
Sales Office — CHI wate and Cusina, Michigan 
Hérdweods. White Pine and Hemlock 


"C. M. Christiansen Co. . =. =. =. =.) . Phelps, Wis. 


An outstanding Wisconsin !umb facturer — Hardwood, White 
Pine, Hemlock and Cedar Products. 





“Wm. Bonifas Lumber Co. ( 4.,ctits Kaien, ) Same, Neenah, Wis. 


Northern Hardwoods, White Pine. 
Modern Dry Kiins. Expert Millwork. 


“Goodman Lumber Company . . . tt. 


Goodman, Wis. 
Northern Hardwoods, Hemlock, White Pine, Basswood, 
Dimension. Planing Mi Mill, Dry Kilns. Rotary Cut Veneers. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 


AT Hn Bi Th Bs Ts Bs ha nh DH fs ss an Bh Bb Tn hs bn BB ne a he be bs be bs be Be bn 
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Even though Mayfair's 
warehouse is larger 
than the average lum- 
ber yard’s, this big 
Chicago firm still relies 
on wholesalers to stock 
most of its specialty 
items. Most of the 
warehouse is used for 


BULLDING 


standard, fast-movi 
pecs. also suppli 
y wholesalers. 


““A big yard like ours needs 
wholesaler service’”’ 


. « » says Mr. Robert K. Koenen, Vice-President-Treasurer, 
Mayfair Lumber Company, Chicago, Illinois 


“We may be bigger than most lumber yards, but we need 
our wholesalers just as much as the small yards, maybe 
more,” says Mr. Koenen. “The bulk of our business is 
To keep them supplied, we 
give over most of our warehouse space to products they 
use in quantity—products with a rapid turnover. This 
means we have little space left for the slow-moving 
specialty items. 


with big project builders. 


But since builders expect quick service 
on these, too, our only practical answer is to let our 
wholesaler stock these items for us.” 

Capital is kept fluid, and Mayfair is free to concentrate on 
fast-moving. big-profit items. Too much capital would 
be tied up and more warehouse space required if Mayfair 
attempted to stock every size, shape, ard color of every 
product. The nearness of the wholesalers warehouse, 
offering delivery within a few hours, if necessary, elimi- 
nates this problem. 

“Wholesalers help with our fast-moving lines, too,” con- 
tinues Mr. Koenen. “Sometimes there’s a ‘run’ on a 
heavily stocked item, and a shortage threatens. We 
could lose valuable business if we didn’t have our whole- 
saler to turn to. As soon as we see a shortage in the mak- 
ing, we phone rush orders to our wholesaler, and leave 
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the rest to him. He pushes the order through with all 
possible speed and we have our material when we need 
it. In case of an extra rush, he'll send a truck with a 
‘fill-in’ to tide us over until the carloads arrive. 

“Sure, we could get discounts and bypass the wholesaler. 
But we'd rather keep that close control over our supply 
lines . . . as well as a close business friend . . . both 
of which mean a lot to our organization.” 

Wholesalers also practically eliminate costly obsoles- 
cence and provide merchandising assistance, ready 
credit, management aid, up-to-the-minute information, 
and sales training. 

It has long been the belief of the Armstrong Cork 
Company that the present needs and future growth of 
lumber dealers are best served by wholesalers. That's 
why you'll find the distribution of Armstrong 
Building Materials solely in the hands of these 
well-managed, experienced firms. 


ARMSTRONG CORK COMPANY 
3711 Rieker Avenue, Lancaster, Pa. 


Makers of Temicok® *¢ M-67® Monowall® *¢ 
Insulating Wool * Hardboards * 


Cushiontone® 
Counter-top Cement 
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the only fence line 


RED BRAND Defender 
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that selis on sight... 


here’s why: 


Only RED BRAND fence is clearly identified: The new galvannealed red barb; the red top wire 
on woven wire; and RED TOP Steel Posts. Nobody else proudly and positively identifies their 
fence line. That’s a good reason why RED BRAND sells on sight. 


Exacting quality control. Constant testing and checking at every step of manufacture assures 
top quality: The correct copper content. The exclusive Galvannealing process. Accurate wire size. 
Precision manufacture to assure highest quality. It’s proved through generations. Year after year 


... generation after generation ... RED BRAND quality has been proved. That’s another 
reason why it sells on sight. 


Advertised through the years. From the beginning Keystone has advertised its products. 
First in magazines. Later, by radio, too. Month after month. Year after year. Generation after 
generation. No wonder everybody knows Red Brand. Still another reason why it sells on sight. 


Promotion that draws farmers to you. Red Brand believes a strong farm economy is vital for the 
security and welfare of our country. With the Practical Land Use Program, we’ve helped 
improve the quality of farms... helped farmers realize greater profits . . . increased their 
security and showed them the way to better living. Here’s another reason 

why RED BRAND sells on sight. 


EE 


> Se ee 





If you haven’t seen the magic that RED BRAND can work on 
. your sales, ask us for proof. We'll be glad to show you the facts. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


Makers of ..RED BRAND FENCE + RED BRAND BARBED WIRE - RED TOP STEEL POST - GATES » POULTRY NETTING - NON-CLIMBABLE 
FENCE - ORNAMENTAL FENCE - BALE TIES - NAILS - KEYMESH - KEYCORNER + KEYBEAD 
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PALCO 


Architectural 
(Quality 
Redwood 





A FINISHED PRODUCT WITH FULL RANGE OF DESIGN FLEXIBILITY 
-+. for interior or exterior application 





Far more than just a raw material, redwood is a finished product 
with rare flexibility. Inherent richness of color and grain suit it 
for use in its natural form to accent or blend with a wide range 
of materials and backgrounds — high degree of paint retention 
allows full choice of finishes — workability, weather resistance, 


PALCO Redwood is tops 
in ALL these qualities 


¥Y High Dimensional Stability 


freedom from shrinkage or swelling, and maximum dimensional i teetenpeeme 
stability give redwood complete versatility in functional and design W Finest Paint Retention 
application. Palco Architectural Quality Redwood offers the extra 
value of highest uniformity of grade — yet you pay no higher 
premiura. For design flexibility at its best — specify Palco Y/’ Glue-holding Ability 
Architectural Quality Redwood. 


Y Greatest Durability 


W Good Workability 





yl THE PACIFIC LUMBER COMPANY 


The best in Redwood—Since 1869 
Mills at Scotia, California 
100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 +» 2185 Huntington Drive, San Marino 9, Calif. 





MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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wow» Suan! | Make TOP PROFITS 


‘ues: | in Do-It-Yourself Rentals 


~ pAMERICAN! @.. 


Big Hit for 
Rental Profits! 


Millions of families today are dry- 
cleaning their own rugs—as shown 
by soaring national sales of rug 
cleaner materials! Now—you can 
cash in on this trend in a big way by 
renting the easy-to-use American 
ALM-13 Polisher with exclusive 
new Float-Action Whirling Brush— 
to take the work out of rug dry clean- 
ing! No more scrubbing on hands 
and knees. No need to send rugs to 
high-priced specialist and have 
bare floors for a week. Cleans 
rug in 1/10 time with professional 
results! As easy to use as vacuum 
cleaner. Also, rent ALM-13 with 
attachments for five more household 


& 
jobs of cleaning floors—scrubbing, Professional Results, Lowest Maintenance 


polishing, steel wooling, waxing, 

buffing—any floor! Send today for e 

details and Free Demonstration. with AM E Me { Cc A N Ss A N D £ R 5 

More and more today—in big city, small town and rural communities— 
home owners everywhere are refinishing their floors with AMERICAN 

RENTAL PROFITS Rental Sanders! Folks like these easy-to-use American Machines that pro- 


. duce professional-type results . .. so simple for anyone to make old floors 
HIGH with like new! You'll find that goodwill and profits keep growing when you 


AMERICAN SANDERS feature American Rental Equipment! 


: . , These extra rugged machines assure more hours of profitable renting and 
lead prot parade for deslers—as minimum upkeep. Nothing to worry about with the popular Little Ameri- 
shown by these typical reports: can... it’s practically tamper-proof... no brushes, no fan belt, no fan bear- 
Washington, D.C... . F.F.S. Company ings, no windings in the armature. With its compact, sturdy construction 
reports an annual income on sander 


rentals from $5,000-$7,000. per year and fully guaranteed motor, Little American is today’s top choice 
with another $4,000-$5,000 in allied 


wae species FEPO-UF.SR0 op atmos to produce best results for your Do-It-Yourself customers . . . and 
tals increase paint sales 20% to a profits for you! 
volume of $6,000 per year for R. and 





AS. Co. In addition—sanders ring up 


* 
$3,000 in rental fees alone! Water- Amazing 


town, S. D. . Sander rentals step up 
paint sales “15% for D.W.P. Co. TRADE-IN OFFER! 
Springfield, Mo... . Sander rentals in- 
crease sales 40% for F.G.J. Co. Miami, New, American sanders for home- 
Florida ... “Paint business up 15 owner use attract more customers and 
because of sander rentals,” says F.P.G. boost your profits in today’s fast 
Company. Gettysburg, Penna, .. . 20 growing rental market! If you have an 
more paint sales due to sander rentals old floor machine of any make or age, 
for G.N.Z. Company. Sidney, Nebraghe get our Free appraisal at once! Great- 
.. Sander rentals and supplies bring est trade-in offer in history of this $1- 
in $4,896 per year for $.G.P. Com- year company now being made. Ideal 
pany. Johnstown, Penna. . . . makes time to ceplans with new, modern 
$2,100 per year renting floor sanders. American sanders, edgers and pol- 
ishers—designed for economical long 
life operation under all conditions! 
Write today for your no-obligation 
trade-in appraisal! 


MERICAN 


PERFORMANCE PROVED WWackiénes. 


NATION-WIDE SERVICE City 
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The American Floor Surfacing Machine Co. 
$21 So. St. Clair St., Toledo 3, Ohio. 


0) Send iy ay free booklet showing me how to make 
money in the © sander rental business. 


Send latest catalog on the following: 


* ps 


os. eee a Li ta 
ae ee 9 women 














Your Name 


Store 


Street 
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es Announcing the MEW- 


ie ANE KING SIZE 


FLOOR-TO-CEILING “K-D” STEEL 


SLIDING CLOSET DOOR AND FRAME UNIT 


Now you can offer your customers AMWELD 
Sliding Closet Doors and Frames in 8-foot high 
units. They are the same sturdy all-steel con- 
struction and attractive design — that has made 
AMWELD standard units so popular with resi- 
dential builders everywhere. Easy and economical 
to install — and high on the list of features which 
home buyers demand — they are items builders 
will want to feature next year. The new 8-footers 
like other Amweld door and frame assemblies 
are shipped in cartons and are easy to stock and 
handle. You make a comfortable profit margin 
on every door sold. 


For complete information about the AMWELD 


line of building products — write for literature 
today. 


aaa 











LOOK AT THESE SALES FEATURES 


® SMOOTH, QUIET OPERATION PRIME FINISH 


@® BAKED-ON GREY PRIME COAT OPENING NO. PANELS FLOOR TO CEILING 
READY FOR FINISH COAT 4'0" wi sane ee 
wide 8'0"* high 


2 
@ SNAP-IN NYLON HARDWARE cont aon . a ta 
AND FINGER PULLS 
@ LONG-LIFE NYLON ROLLERS Amweld Building Products Division 
@ FITS CEILINGS 8 FEET THE AMERICAN WELDING & MANUFACTURING CO. 


OR HIGHER 320 DIETZ ROAD + WARREN, OHIO 
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-A COMPLETE COUNTER-TOP PACKAGE 
THAT'S EASY TO STOCK AND SELL 


New MICARTA® Unitop gives you a complete and 
practical counter top package for the “do-it-yourself” 
customer. With Unitop’s three standard lengths, 
corner sections and accessories (end caps, edge 
moldings, joint fasteners and sink rims) you can 
provide complete materials for any kitchen or 
bathroom counter installation. And Unitop’s 
“easy installation” features make it a natural sales 
item. Top and backsplash are combined in one 


unbroken piece —without joints or molding — 
and the gleaming MICARTA surface is factory 
bonded to plywood. It’s virtually a saw and screw 
driver operation. 

For full information on this unusual sales oppor- 
tunity —and all the sales tools that go with it— 
contact your nearest United States Plywood 
Corporation representative. Or simply use the 


coupon below. J-06586 


Westing house United States Plywood Corporation 


55 West 44th Street, New York 36, N. Y. 


Please send full information on your MICARTA Unitop plan. 
@® Mm ( 7 f q a a q 7 


distributed by | UNITED STATES PLYWOOD CORPORATION Address 
largest plywood organization in the world 
and U.S.—-MENGEL PLYWOODS- INC 


City State 


AL-II- 1.54 
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GET A LOAD 
OF THIS.. 


Ceco Aluminum Resi 


dential Window 


Diamond Mesh 


/n construction products 
Ceco ENGINEERING 


makes the big difference 








Ceco Aluminum Resi Ceco Combination | Ceco Steel Residence 


dence Casement | Storm Window & 


Screen 


Casement 




















Ceco Flat Rib Plaster 


Arch Form Corner Bead - Ceco Expanded Corner 
Saving Lath 


Bead No.1-A 


CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in princi- 
pal cities « General Offices: 5601 W. 26th Street 
Chicago 50, Illinois 








..«FOR BIGGER PROFITS 


SAVE MONEY WITH CECO’s 1-SOURCE SERVICE PLAN 


It's easy to make more money if you follow the Ceco 1-Source Service Plan because 
you save on buying and bookkeeping costs. You cut buying time with one purchase : 
order made up from the widest line in the U.S.A.—the Ceco Line. You lower book- 
keeping costs because you check, enter and pay one invoice. Cash in on winter buying. 
Be sure you have what your customers want in steel and aluminum windows, storm 
windows and screens, metal lath and other building materials. So get a load of Ceco 


caco 
Products ... you will be money ahead if you do (sre “) 


Ceconomy Basement 
Window 


K' Gutter 


| 
| 
2 Galvanized Sheets 


aa Fa eiige:: aa siiinin~smagiiniisianliies 


il 


Double Drain Roofing & Conductor Pipe Roof Edging Copper Sheets & R 


Trimmings 


re nr nm nn Tr SO ee 


‘ 


yI Valley 


: . f 


Ceco Steel Products Corporation 


6601 West 26th Street, Chicago 50, Ill. 
Please send me the following free Ceco 
Catalogs: 
GET THESE (0 Metal Lath Catalog 5004-D 
0 Building Materials and Supplies Catalog 
FREE CATALOGS 7005-D 


TODAY 





(1) Window and Screen Catalog 1049-B; MTD: 
Name 


Address 








A big contractor calls VALSPAR VELVET... 


inest alky 
or Tas American 
marke et today” 


Outstanding performance inspired 
this letter from one of the largest 
general contractors in Southwest 
Louisiana... the kind of perform- 
ance only Valspar Velvet alkyd 
flat enamel can give. For Velvet 
is unequalled for ease of appli- 
cation, coverage, durability and 
all-around satisfaction. 


The new Mount Carmel High School 
Abbeville, Louisiana 


Va [spe ar PM ge 
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EDITORIAL: 


The Show Must Go On! 





The first of two editorials about the National Exposition 
at the Kingsbridge Armory, New York. 


The first National Exposition and Forum of the 
National Retail Lumber Association is now history. 

The objectives of the exposition as originally con- 
ceived by the NRLDA committee were as follows: 


1. To obtain additional funds for NRLDA. 


2. To acquaint the public with the wide variety of 
indispensable services performed by retail lumber 
and building materials dealers. 


3. To persuade the public to see their retail lum- 
ber dealer first whenever they plan to build anything. 

4. To stimulate a broader demand for new homes 
and home improvement. 
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5. To show retail lumber dealers how to make bet- 
ter profits. 


These objectives were realized only in part. 

Dealers generally were enthusiastic; exhibitors 
less so. Mistakes were made; the planning and organ- 
izing time was too short; some arrangements were 
faulty; some operations confused; some promises 
unkept. 

On the positive side the show demonstrated the 
latest and most efficient methods of store arrange- 
ment, departmentalization, floor and window displays, 
counter design, organization for self service and 
selection, consumer traffic control and the most effec- 
tive use of color and lighting in the store. 

The show demonstrated that the best way to exhibit 
a manufacturer’s product to dealers as well as con- 
sumers is in the form the consumer uses it; with its 
consumer benefits apparent. And the exhibitor gets 
the most for his dollar. 

Most important, a worthy and productive start was 
made by manufacturers and dealers jointly (the deal- 
ers’ investment in the show exceeded that of the ex- 
hibitors’) in convincing the public that the home 
building and improvement industry has a creative 
sales headquarters in the showroom of the lumber 
and building products retailer. 

The sound and indisputable logic of this premise 
makes it imperative that the program be continued; 
be improved; be expanded. 

In this process, some of the lessons learned from 
this first show by both distributors and producers can 
be turned to great mutual advantage. 

Out of the whole of this effort has come the follow- 
ing principles which appear to stand up in the light 
of both experience and reason: 


Basic Principles 


The consumer is the prime customer — buyer of 
both the products of the manufacturers and the serv- 
ices of the distributors. 

Sales of manufacturers to wholesalers, of whole- 
salers to dealers and dealers to contractors have no 
real significance unless and until the consumer buys 
and consumes or uses the product. 

The consumer doesn’t buy materials—he buys what 
the materials will do for him—the end-use package 
which he puts to use. There are over 100 types of 
home and home improvement packages that sell to 
the consumer for $100 or more. The total consumer 
volume in this field approaches $16 billions per year. 

The only place in the industry where these 100 
packages as a group can be merchandised to the con- 
sumer is at a dealer’s establishment. 

A vital creative selling job must be done by manu- 
facturers and distributors to fully capitalize on the 
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enormous untapped potentialities in the home bet- 
terment market. 


Doing the Job 


This job involves adequate consumer advertising 
and promotion; trained retail sales management, 
properly motivated, coached and supervised retail 
sales persons and the exposure of consumers to ex- 
hibits of the products of the industry in the package 
form in which he uses them. 

These exhibits should be had (a) in the dealer’s 
store; (b) in regional exhibits and in (c) an Homes 
Show. (Put on as a cooperative structure by NRLDA 
and one of the different regional associations each 
year. The national show would take the place of one 
regional show each year.) 

One type of end-use package exhibit may be de- 
veloped by the manufacturer to serve all three pur- 
poses. 

The exhibit may be first shown at the national show 
followed by the same exhibit at regional shows and 
adapted for final year-around use in the dealer’s dis- 
play room. 


Regional Associations 


One regional association at a time could play host 
to the annual national show and over a period of 
years local consumers everywhere would get the bene- 
fit of national as well as local and regional shows. 

The do-it-yourself shows have demonstrated that 
the public will flock by the tens of thousands to 
properly set up better homes exhibits. 

The regional dealer convention exhibits, which 
have been over-subscribed for several years, have 
demonstrated that dealers will come by the hundreds 
and thousands to exhibits which are coordinated with 
a well planned informative and educational conven- 
tion program. 

Because the dealer inevitably buys the product he 
sells, and because he sells end-use packages to con- 
sumers, consumer and dealer exhibits may be com- 
bined profitably by manufacturers in a single unit. 


The Best Display 


This end-use type of exhibit by manufacturers does 
many other jobs in addition to selling the use of 
manufacturers’ products to consumers: 


1. It demonstrates to retail sales management the 
best way to promote increased local consumer sales. 


2. It educates retail salesmen on the consumer 
benefits of the manufacturers product and how to 
achieve maximum selling efficiency at the point of 
purchase. 

3. Manufacturers’ and distributors’ promotional 
investments may be coordinated to eliminate much 
existing waste in unused dealer helps. 


4. Where manufacturers succeed ir. selling with 
distributors the problem of selling to them is auto- 
matically solved. 

5. The national show would serve as a model for 
regional association shows. 


The establishment of these principles is the joint 
responsibility of the investment factors of the indus- 
try—the manufacturers—their warehousing whole- 
salers and their dealers. 

Strategies, tactics and methods which might imple- 
ment these principles will be the subject of a second 
editorial. 


Art Hood 
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CONSUMERS CROWD EXHIBITS especially during the evening. Modern Living 


Exposition, sponsored by the National Retail Lumber Dealers Association, raised 
the prestige of the industry. 


NRLDA Exposition 


First National Show Draws Favorable Comment 


Both dealers and consumers pick up valuable tips during 


10-day exposition in New York City. 








Exhibitor Comments About NRLDA Show 


A survey of ins of the major exhibitors of building materials at the 
show by American Lumberman brought out a number of comments sum- 
marized as follows: 

"Magnificient job for the first time"; “surprised by the number of 
good leads”; “dealer reaction good"; “everyone who came was 
interested,” 

Many of the criticisms can be expected in any first show, but all com- 
ments call for careful analysis to improve a second exposition. Here 
are some of them: 

1. Show too long; should not run more than one week end. Took too 
many of our people away from their regular jobs for too long. 

2. Should set up separate attendance hours for dealers and consum- 
ers; difficult to talk to both types of customers at the same time. 

3. Dealers and exhibitors should wear identification cards. 

4. Should not hold clinics when exhibit booths are open. 

5. Need closer tie-in between exhibits and dealer activities. 

6. Need more showmanship, more advance publicity to excite con- 
sumer trade. 


7. Small dealer attendance; we meet more dealers at state and re- 
gional shows. 


8. Show should be held in the midwest or perhaps moved annually 
to a different city. 

9. Exhibitors need more complimentary tickets; would help entire show 
as well as individual manufacturer's booth. 

10. Poor —s several valuable samples stolen. 


11. Exhorbitant labor charges exceeded anything experienced else- 
where. 


12. Technical clinic sessions too general. 








Before the curtain came down on 
the final day of the lumber dealers’ 
first national show at the Kings- 
bridge Armory, New York City, 
October 10, dealers, exhibitors and 
the public were asking the same 
question: 

“Will there be another?” 


The answer to that question had 
not been officially announced as 
American Lumberman went to 
press. The results of last month’s 
10-day exposition sponsored by the 
National Retail Lumber Dealers 
Association, will be carefully eval- 
uated before a decision is reached. 
(See editorial on page 31.) 

Regardless of this decision, the 
dealer committees who planned the 
events on relatively short notice 
were widely complimented for giv- 
ing the industry valuable pub- 
licity, which will continue through 
the pages of consumer magazines, 
which sponsored model rooms, for 


‘many months. 


The major disappointment was 
the low dealer attendance. There 
is no accurate total dealer attend- 
ance figure, since many dealers, 
it is believed, entered Kingsbridge 
Armory by paying the $1 general 
admission fee. Dealer attendance 
estimates ran from 1,500 to 3,500. 

Dealers who attended the expo- 
sition from every section of the 


(continued on page 35) 
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= 9 beauty by WESLOCK 





Write for further informatie 





WESTERN LOCK —Wre= 


Manufacturers of Weslock Residential Locksets and Builders Hardware 





GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. © FACTORY: HUNTINGTON PARK, CALIF, 
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Biggest Display Program Yet! 


Sparks Seasonal Sales for B&D Authorized Dealers 


And here’s the rest of B&D’s 
4-to-Go Promotion! 


Advertising! 


Over 54,000,000 impressionswith 
Black & Decker’s greatest adver- 
tising program in Hardware his- 
tory. This program will sell pros- 
pects in your own town... in 
your own store! 


christmas Special 


fy —. 


B&D's new Electric Tool Chest, 
planned and priced for you and 
your customers! Colorful Christ- 
mas wrapper makes it an ideal 
holiday item. Regular retail val- 
ue $34.25. Your cus- 


tomers save $4.30! For 499% 


Christmas only . 


Black & Decker’s tested, new 
display starts impulse sales... 
builds store traffic all year round 
. .. lots of room for related do-it- 
yourself items. We furnish com- 
plete plans free! 


If you’re an authorized Black & Decker 
dealer, you’re lucky! Because when you 
put in either of the two B&D merchan- 
disers at right, you're in line for the most 
complete display program in the Do-It- 
Yourself field! There’s the 3-piece Christ- 
mas merchandise display that converts 
to a year-round display after Christmas. 
There are new B&D seasonal display 
combinations—counter piece and stream- 
er. There are other displays and self- 
merchandisers. They’re all designed for 
your needs—colorful selling eye catchers 
that are part of Black & Decker’s power- 
ful continuing merchandising to help you 
sell Black & Decker Tools! For rnore in- 
formation, see your local B& D wholesaler 
or write: THE Brack & Decker Mra. 
Co., Dept. H311, Towson 4, Maryland. 


LEADING WHOLESALERS EVERYWHERE SELL 


) Blacks. Decker 


PORTABLE ELECTRIC TOOLS 








important 
audienc 





SIGN IS RIGHT, youth is important 
audience, but most of this costly manu- 
facturer’s literature collected by this 
boy at the exposition will be wasted. 
Exhibitors seek better control of this 
type audience 





NRLDA CONVENTION 


(begins on page 32) 





country were enthusiastic about 
the clinic programs on materials 
handling, retail store merchandis- 
ing and Lu-Re-Co house construc- 
tion. The paid registration and 
attendance at these clinics exceed- 
ed earlier expectations. Take-away 
text books and verbatim speech 
reports will give these sessions 
continuous value to dealers in at- 
tendance. 

Active participation of some ex- 
hibitors, particularly the manufac- 
turers of materials handling equip- 
ment, resulted in good sales leads 
and these exhibitors were enthu- 
siastic over the show. 

“We talked with the people who 
really count. We would like to see 
more of them,” observed one ex- 


hibitor. 
The thousands of consumers 
who attended the show found 


plenty to interest them. Besides 
the manufacturers’ exhibits, many 
planned especially for this show, 
the model rooms entered by the 
various consumer magazines at- 
tracted wide attention. The full- 
size Lu-Re-Co home was another 
popular exhibit. 

Detailed stories in the New York 
City press publicized the goods and 
services offered by the lumber 
dealer more widely than any other 
dealer-sponsored event in the in- 
dustry’s history. Two live TV 
broadcasts from the exposition 
floor gave the show national pub- 
licity. 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 














than any other publication in the field. 








First and Foremost 


Being a subscriber to American Lumberman, gives you the 
— latest developments in the dealer field before any other 
national publication. For example, you are reading in this issue 
about Sawyer’s Home Shopping Center in Worcester, Mass., 
which just opened the middle of October. No other publication 
can give you this story before American Lumberman (page 54). 

Be sure and see the new products shown for the first time 
at last month's NRLDA national show in New York City. These 
oo are being shown in American Lumberman first. (Page 
48). 

Dealers recognize that American Lumberman is first, ac- 
curate and timely in its news and feature coverage; those are 
three reasons why more dealers read American Lumberman 
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today. This superior old-growth timber, carefully manu- 
factured in new, modern plants, is available in Doug- 
las Fir, Hemlock, Ponderosa and Sugar Pine in all 
standard building items. Also quality-produced Ply- 
wood in a type, size and 
grade for every construction 
need, including the exciting, 
new Roseburg-brand Texture 
One-Eleven. 


ORDER FROM YOUR NEAREST 
ROSEBURG WHOLESALER 


(if you dan’t heve his name and 
address handy, just clip and mail us 
the coupon below.) 


EBURG 


BRAND 


LUMBER 


AND 


PLYWOOD 


For the best lumber products you 
can sell, specify Roseburg 
brand. Source of our lumber and 
plywood is Douglas County, 
Oregon, which has the largest 









stand of virgin timber in the U.S. 








OR JOBBER 








ROSEBURG LUMBER CO., ROSEBURG, OREGON 
[] Please send us name of the nearest ROSEBURG Lumber Wholesaler or Jobber. 
(] Please send us name of the nearest ROSEBURG Plywood Wholesaler or Jobber, 





Firm 


By 
Street 


City 





State 
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NRLDA Exposition MATERIALS HANDLING 


MECHANICAL HANDLING SCHOOLROOM was presided over by T. Merritt Ludwig, 


Merritt Lumber Yards, Inc., 


Wo Yard's “Joo Small for 
Modern Materials Handling 


No yard is too small to benefit 
financially from modern materials 
handling methods. 

This general conclusion was the 
end result of the mechanical han- 
dling clinics and demonstrations 
which attracted about 550 dealers 
at the NRLDA Exposition in New 
York City. In addition to valuable 
background and general informa- 
tion, dealers carried away an im- 
posing list of materials handling 
“trade secrets” which are sum- 
marized below. 

J. Francis Carle, director of edu- 
cation and training, Lincoln Ex- 
tension Institutes, Cleveland, Ohio, 
struck a summary keynote for the 
clinie sessions when he said: 
“Only since 1947 has the science 
of materials handling been put to 
work in lumberyards and the 
savings in money have been fan- 
tastic. Modern materials handling 
cuts handling costs, speeds cus- 
tomer service, augments safety and 
bolsters personnel morale. How 
can any dealer fail to take advan- 
tage of this science in his yard?” 


Four Distribution Phases 

Another main speaker, John 
Moeling, president, Sterling Lum- 
ber & Supply Co., Chicago, IIl., 
pointed the way toward improve- 
ments in the industry when he 
said: “We have been operating on 
a hit-or-miss basis and daily are 
getting into more troubled eco- 
nomic waters. Profits are shrink- 
ing. We are not spending for 
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research. We are constantly com- 
peting in a diminishing market,” 
he declared. 

“We can improve our situation 
as an industry only by study of 
these four phases of distribution: 
1. lowering competitive mill prices 
on a constantly improving prod- 
uct, 2. transporting to lumber- 
yards in suitable units for the most 
efficient handling and carrying in 
equipment designed for the job, 3. 
cooperating between shipper and 
retailer to set standards for unit 
handling, and 4. individual yard 
analysis to mechanize and cut 
costs,” said Moeling. 

Dealers, jobbers and manufac- 
turers listed the following trade 
secrets and materials handling 
developments: 

W. K. Barr, W. B. Barr Lumber 
Co., Denver, Colo.—We have de- 
veloped a system of seven bundles 
of materials for individual tract 
houses. The bundles, pre-assem- 
bled at our convenience, are 
strapped and delivered with the 
help of fork trucks in sequence as 
the contractor requests them. 

John Veach, president, Veach- 
May-Wilson, Inc., Asheville, N. C. 
—We now have a 500-square-foot 
flooring package which is strapped 
for easier handling. Each unit 
package has six tally sheets at- 
tached. The tally sheets tell ex- 
actly what is in the bundle and 
help simplify accurate record 
keeping at all handling points. 

Arthur 8S. Tinker, Cross, Austin 


Reading, Penna., while dealer-students examined the com- 
prehensive materials handling textbooks distributed for the course. 


and Ireland Lumber Co., Brooklyn, 
N. Y.—Two men in one day can 
unload a gondola car of timbers by 
using cables attached to the forks 
of a lift truck. 

Eliot I. Snider, Portland Spar 
and Lumber Co., Cambridge, Mass. 
—We find that proper product 
placement in the yard—taking into 
consideration product sizes, use 
frequency, proximity to need, etc. 
—pays off with lower handling 
costs. 

J. D. May, customer service 
project engineer, U. S. Gypsum 
Co., Chicago, Il1l.—Paved yards cut 
down considerably on truck re- 
pairs—especially clutch repairs in 
fork lifts. One dealer has a wooden 
ramp for unloading rail cars. The 
ramp can be moved around with 
the fork truck. Dealers and sup- 
pliers may request specific loading 
procedures from manufacturers 
and many will comply. 

L. B. Clayten, L. B. Clayton 
Lumber Co., Oklahoma City, Okla. 

We developed a conveyor which 
allows delivery of 4 x 8 sheet 
stock from our truck beds into the 
windows of houses under con- 
struction. 

Wilbur Miltimore, superintend- 
ent of planning, Johns-Manville 
Co., Waukegan, Ill.— One of the 
biggest needs is standardization of 
unit loads. We've tried to accom- 
plish this in the development of 
our lock-unit for asphalt shingles 

(continued on page 40) 
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NRLDA Exposition 
MATERIALS HANDLING 





MAGNESIUM RAMP proves worth as dealers watch 


FLOORING UNIT is picked up inside “box car.” 


Materials Handling Demonstrations in Pictures 


The materials handling demon- 
stration schoolyard, located out-of- 
doors behind the Kingsbridge Ar- 
mory, afforded dealer-students the 
opportunity to see handling ma- 
chines and methods in action. 

Dealers saw unloading of pre- 
positioned, unit packages of mate- 
rials from a mock rail car. The 
“car” was divided into two parts 
4 a double-door box car and \% a 
flat car with an end bulkhead. 

Methods of transporting mate- 
rials from sorting areas to the 
yard, in-yard storage and delivery 
to the home site were also enacted. 
The accompanying American Lum- 
berman photographs give you a 
graphic picture of the actual dem- 
onstrations. 

In charge of the schoolyard pro- 
gram were: John Moeling, chair- 
man, Sterling Lumber & Supply 
Co., Chicago, Ill., and Gordon J. 
Lawler, managing editor, Ameri- 
can Lumberman and _ Building 
Products Merchandiser, Chicago, 
Ill. 


ATTACHMENT MAKES a tractor CHRISTMAS TREE LUMBER RACK 
a fork lift truck. attracted interest. 





“ERECTOR SET” STORAGE RACKS also were 


hown 


END LOADER ATTACHMENT takes a bite of lumber. 
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Wrelele- this door- 
no strudele at all ! 


























Ge APOR 


LOWE Ne Hote -"4 STRAND 
by den tetol/ 


A lot of people bate their garage doors 
—and the men who sold ’em to 'em. 
The doors are hard to open and hard 
to close. 


But owners of STRAND All Steel 
doors find it a joy forever to operate 
them, As a result, the owner shuts his 
STRAND Door every time, and it 
makes his house more beautiful. 
(1. Because it hides the open garage 
from the street or neighbors; 2. be- 
cause of STRAND’S modern hori- 
zontal-line styling.) 


You'll stay IN GOOD with your 
customers if you sell the STRAND 
Door, because it STAYS easy to oper- 





ate. Its bridge-like, welded rear brac- 
ing and its strong, oven-baked galv- 
annealed armor against rust give it 
lifelong endurance. It will never rot, 
sag, warp, shrink, swell or splinter. 


$$$ INBUILT PROFITS $$$ 
FOR YOU 


The one-piece door and the factory- 
assembled hardware enable you to 
install your customer’s STRAND 
Door in a prepared opening in 
minutes! 


Your customers will like the low 
first cost of the STRAND—due to 
standardized large-scale production 
in the largest home-garage-door fac- 
tory on earth. 


ARIKTLING WITH 
SELLING POINTS 


You can sell the STRAND against 
any garage door on the market—low 
cost, lifetime smoothness, beauty, etc. 
It beats other steel doors on installed 
price and in many other ways. It will 
not warp, swell, rot, shrink or splinter 
like wood, or dent like aluminum. 


BRACED LIKE A BRIDGE 


Take ’em behind the scenes. Show 
‘em the strong diagonal braces welded 
to the staunch frame. Mention the 
thick, galvannealed armor coat for 
lasting rust protection. (No prime 
paint coat necessary.) 





di 


FOR TODAY'S WIDE CARS 


For only $5.50 more (factory list) you 
can give ’em a 9’ receding or canopy 
STRAND Door—which is a good 
idea when possible. (8’ also available 
in canopy or receding type, and 16’ 
double door in receding type only.) 


WIDE NATIONAL DISTRIBUTION 


STRAND Doors are easy to 
hurry through 150 national 
tors and thousands of dealers. 


etina 
istribu- 


BE A GARAGE “EXPERT” 


This 32-page book will give you a lot 
of quick and easy garage “know- 
how.” Contains 12 smart designs and 
sensible floor plans, how-to-build in- 
structions, material 

lists, driveway 

ketches, etc. 





ON THE OPPOSITE PAGE > 


GARAGE DOORS - 


FOR SINGLE AND DOUBLE GARAGES 
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One-Der Frame Corp. 


Underwood Builders Supply Co. 
MONTGOMERY 
Building Products, Inc. 


ARIZONA 


Arizona Sash, Door & Glass Company 
TUCSON 
Arizona Sash, Door & Giass Company 
ARKANSAS 
UTTLE R 
Fischer Lime & Cement 


CALIFORNIA 
FRESNO 


Building Material Distributors, Inc. 

Kendall-Addington Company 

Pacific Coast Aggregates, inc. 
ELMHURST 

Pacific Coast Aggregates, Inc. 
OAKLAND 

Pacific Coast Aggregates, Inc 

Wholesale Building Supply 
SACRAMENTO 

Pacific Coast Aggregates, Inc 
SAN FRANCISCO 

Pacific Coast Aggregates, Inc. 
SAN JOSE 

Building Material Distributors, 

Pacific Coast Aggregates, Inc. 
STOCKTON 

Building Material Distributors, 

Pacific Coast Aggregates, Inc. 

COLORADO 

DENVER 

C. A. Crosta, Inc. 
GRAND JUNCTION 

The Biggs-Kurtz Company 

CONNECTICUT 
Contact Detroit Stee! Products Company 
District Office & Warehouse, New York 
DELAWARE 

DOVER 

Layton & Co. 

DISTRICT OF COLUMBIA 

WASHINGTON 

Central Building Supply, Inc. 


FLORIDA 


4ACKSONVILLE 
Huttig Sash & Door Company, inc. 


AMI 
Huttig Sash & Door Company, inc. 
GEORGIA 


ATLANTA 
Addison-Rudesal Company 
MACON 





& 
McNair ‘Lumber & ms be Company 
SAVANNAH 
Neal-Blun Company 


IDAHO 


Morrison-Merrill & Company 
POCATELLO 

Morrison-Merrill & Company 
TWIN FALLS 
Morrison-Merrill & Company 


ILLINOIS 
CHICAGO 
General Garage Door Co. of Illi, 
Reserve Supply Coop. Corp. of Chicago 
DANVILLE 
Material & Fuel Co. 
E. ST. LOUIS 
Cahokia Lumbermens Supply 
PEORIA 
Lucas Sales Division 
SPRINGFIELD 
Material Supply Co. 
INDIANA 
EVANSVILLE 
indiana Wholesalers, | nc. 


STRAND GARAGE DOOR DIVISION 2 


DETROIT STEEL PRODUCTS CO . 


STRAND JOBBER List 


FORT WAYNE 
international Lumber & Supply Co. 
INDIANAPOLIS 
Building Materials Service Division of 
Capital Paper Company 
AMMOND 


Standard Equipment & Supply Corp. 
BEND 
E. R. Newland Company, inc. 


lOWA 
CEDAR RAPIDS 
Harper—Mcintire 
OTTUMWA 
Harper-Mcintire 


V.ANSAS 
WICHITA 
Wichita Building Material Co., Inc, 


KENTUCKY 
LEXINGTON 
Midseuvth Supply Co. 
LOUISVILLE 
Huttig Sash & Door Company, Inc. 
PADUCAH 
Paducah Sash & Door Comapny 


LOUISIANA 

ALEXANDRIA 

Davidson Sash & Door Company 
LAFAYETTE 

Davidson Sash & Door Company 
LAKE CHARLES 

Davidson Sash & Door Company 
MONROE 

Allen Millwork Manufacturing Company 
NEW ORLEANS 

Cole Manufacturing Company 


New Orieens Sash & Door Company, inc. 


SHREVEPORT 
Allen Millwork Manufacturing Company 


MAINE 


Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


MARYLAND 
BALTIMORE 
Central Building Supply, inc. 
MASSACHUSETTS 


Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


MICHIGAN 

DETROIT 

Semmier Wholesale Co. 

Wimsatt Brothers 
GRAND RAPIDS 

Porter-Hadley Company 
KALAMAZOO 

Miller Sash & Deor Company 
SAGINAW 

Saginaw Sash & Door Co. 


MINNESOTA 
ST. PAUL 
Stott Bidg. Supply 


MISSISSIPPI 
JACKSON 
Allen Builders’ Supply Company 
Jackson Sash & Door Company, inc. 


MISSOURI 


Southwestern Sesh & Door Co. 
KANSAS CITY 

Martin Material Company 
ST. LOUIS 

Bidg. Products Supply 
SPRINGFIELD 

Farm & Home Supply Company 


MONTANA 


BILLINGS 
Building Specialties Company 


NEBRASKA 
HASTINGS 
Hansen Building Specialties, inc. 


2250 E 


Grand Bivd 


NEVADA 
RENO 
Flanagan Warehouse Company 


NEW HAMPSHIRE 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


NEW JERSEY 
ELIZABETH 
Bildisco 


NEW MEXICO 
ALBUQUERQUE 
New Mexico Company 


NEW YORK 
BROOKIYN 


Herb Helmus Hardware Corp. 
BUFFALO 
Door Engineering Company 
LONG ISLAND 
Empire Millwork Corporation, Northern & 
Willet Bt. Bivds, Corona 
Queen Door Co., Sevth Ozone Park 


NORTH CAROLINA 
FAYETTEVALLE 
Binswanger & Company, Inc. 
GREENSBORO 
Binswanger & Company, Inc. 


NORTH DAKOTA 


Contact Detroit Stee! Products Co. 
District Office, Chicago 


OHIO 

CINCINNATI 

Acme Sash & Door Company 
CLEVELAND 

District «kgs Cleveland 
COLUMBU 

Huttig fon & Door Company, Inc. 

Morris Deor Company 
DAYTON 

Dayton Sash & Door Co. 
MUNROE FALLS 

Cueni Construction Company 
WARREN 

Ohio Glass & Sales Company 


OKLAHOMA 
ENID 
Long-Bell Lumber Company 
A CITY 


Long-Bell Lumber Company 
TULSA 
General Sash and Door Co. 


OREGON 
PORTLAND 
C. E. Sand Plywood Company 


PENNSYLVANIA 


BRADFORD 
A. Miller & Sons Lumber Co 
PHILADELPHIA 
Contact Detroit Steel Products Company 
District Office & Warehouse, Philadelphia 
PITTSBURGH 
Contact Detroit Steel Products Company 
District Office & Warehouse, Pittsburgh 
SHEFFIELD 
McMillen Builders Supply Co. 


RHODE ISLAND 


Contact Detroit Stee! Products Co, 
District Office, Boston, Mass. 


SOUTH CAROLINA 


COLUMBIA 

Binswanger & Company, Inc. 
FLORENCE 

Binswanger & Company, Inc. 
GREENVILLE 

Dealers Supply Co. 


SOUTH DAKOTA 


Contact Detroit Stee! Products Co., Dis- 
trict Office & Warehouse, St. Lovis, Mo. 


TENNESSEE 
KNOXVILLE 


Huttig Sash & Door Company, inc. 

Wilson- W eesner- Wilkinson Company 
MEMPHIS 

Fischer Lime & Cement Company 
NASHVILLE 

Huttig Sash & Door Company, inc. 

Nashville Sash & Door Company 


TEXAS 
AMAR 


LO 

Long-Bell Lumber Company 
AUSTIN 

Davidson Sash & Door Company 
CANADIAN 

Santa Fe Sash & Door Company 
DALLAS 

Huttig Sash & Door Company, inc. 
&. PASO 

Booker-Walker Supply Company 
FORT WORTH 

Texas Sash & Door Company 
HOUSTON 

Houston Sash & Door Company 

George C. Vaughan & Sons 


UBBOCK 
Lubbock Sash & Door Company 
NEDERLAND 
George C. Vaughan & Sons 

SAN ANTONIO 

George C. Vaughan & Sons 
SWEETWATER 

Sweetwater Sash & Door Company 
waco 

Stevens Sash & Door Company 


UTAH 
SALT LAKE CITY 
Morrison-Merrill & Company 
VERMONT 


Contact Detroit Steel Products Company 
District Office & Warehouse, Bos)~n 


VIRGINIA 
BRISTOL 


Bristol Steel & Iron Works 
DANVILLE 
Binswanger & Company 
FOLK 


l 


Eico Lumber Company, Inc. 
RICHMOND 


Binswanger & Company, Inc. 
ROANOAKE 
Binswanger & Co. 


WASHINGTON 
SEATTLE 
Paimer G. Lewis Co. 
SPOKANE 


Lumbermen's Supply Corporation 
WENATCHEE 

E. T. Pybus Company 
YAKIMA 

Aves Millwork Company, inc. 


WEST VIRGINIA 


CHARLESTON 
Oscar F. Henry Co. 
PARKERSBURG 
Parkersburg ice & Fuel 


E 
H. L. Seabright Co, 
WISCONSIN 
MILWAUKEE 
Jackson & Foster 
WYOMING 


Contact Strand Jobber in Denver, Colo- 
rado; Salt Lake City, Utah; or Billings 
Montana 


CANADA 


LONDON 

George H. Belton Lumber Co., Ltd. 
SARNIA 

Belton Lumber Company, Ltd, 
TORCNTO 

Ontario Lumber & Suppl’ 


Walter Wray, Lid. 


Strand Garage Door Division 


Detroit Steel Products Co. 

AL-11, 2244 £. Grand Bivd., 

Detroit 11, Michigan 

Please send 32-page booklet of Garage Plans and 
Ideas. I'm enclosing 10¢ for postage and handling. O 
Please send free Strond literature end free Gorage 


Detroit 11, Mich 


Pian of the M 
Nome ___. 
Address 


City se 


<ai> GD am Gu GD ED OmnD SEED GEED GND GD GUD Gn ea eam ame EDD 


39 


DISTRICT OFFICES OF DETROIT STEEL PRODUCTS COMPANY 


I 
Atlante, Ga. + Boston, Mass. « Chicago, Ill. + Coagtl, Ohio « Cleveland, Ohie + Houston, | 
Texes + los Angeles, Calif. « New York City, N + Oakland, Calif. « Philadelphia, Pa | 

L 


Pittsburgh, Pa. « Son Francisco, Colif. + Seattle, Woh? 7S Louis, Mo. + Washington, o.¢ 
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MATERIALS HANDLING 


(begins on page 36) 





(see American Lumberman, issue 
of Oct. 18, page 72). 

Sanford L. Fisher, manager, 
Genesee Lumber & Coal Co., Bata- 
via, N. Y.—-We use paper wrapping 
on our lumber stored outside to 
keep it clean and dry— it’s cheaper 
than building sheds. Our fork lift 
truck has eliminated these disad- 
vantages in our yard: 1. a clut- 
tered, always-full siding, 2. double 
handling in getting materials to 
storage, 3. dead storage in sales 
area, 4, poor yard housekeeping, 
and 5. poor utilization of buildings. 

S. W. White, vice-president and 
manager of warehouses, Georgia- 
Pacific Plywood Co., Olympia, 
Wash.-—The 4’ x 8’ standardization 
in plywood size has helped the in- 
dustry tremendously in the field of 
mechanical handling. It is doubt- 
ful if the industry could handle 
the footage it does today without 
this standardization. We must not 
overlook the fact that jobbers have 
accomplished a great deal in me- 
chanical handling which in turn 
aids their dealer customers. 


A Look at the Future 


Speaking on developments to be 
expected in materials handling, 


Irving M. Footlik, materials han- 
dling consultant, Chicago, IIL, 
said, “The fork lift truck—already 
a highly versatile machine—is be- 
ing made more valuable with 
attachments, many of which will 
soon be standard equipment. The 
fork truck of tomorrow will be as 
versatile as your hand—and it is 
in production now,” he adds. 

“In addition, dealers can now 
or will soon see: a side loader 
truck capable of loading, delivery 
and unloading; delivery and yard 
trucks with retractible wheels; 
trucks with scissor attachments 
which will raise the truck to the 
level of roofs for delivery of mate- 
rials; rubber balloons for delivery 
of bulk goods ranging in quantity 
from 25-2,500 gallons; conveyors 
which will extend themselves up 
and out automatically; and hoists 
operated electronically from 
walkie-talkie radios,” said Footlik. 


Materials Handling Committee 


Members of the NRLDA Exposi- 
tion Materials Handling Commit- 
tee included: Chairman, T. Mer- 
ritt Ludwig, Merritt Lumber 
Yards, Inc., Reading, Penna.; 
Clarence Thompson, Thompson 
Lumber Co., Champaign, Ill.; Carl 
Muhlenbruch, Educational and 
Technical Consultants, Inc., Ev- 
anston, Ill.; Prof. Irving M. Foot- 


UNUSUAL CONVEYOR 


sheet stock to “home.” 


delivers 


lik, I. M. Footlik & Associates, 
Chicago, Ill.; Craig Ruffin, Ruffin 
and Payne, Inc., Richmond, Va.; 
and John Moeling, Sterling Lum- 
ber & Supply Co., Chicago, Ill. 

Advisory members of the com- 
mittee included: Whitney Harris, 
New York Lumber Trade Associa- 
tion, New York, N. Y.; Gordon J. 
Lawler, managing editor, Ameri- 
can Lumberman and _ Building 
Products Merchandiser, Chicago, 
Ill.; J. D. May, U. S. Gypsum Co., 
Chicago, Ill.; Arthur A. Tinker, 
Cross, Austin & Ireland Lumber 
Co., Brooklyn, N. Y.; H. R. Hansen, 
Clark Equipment Co., Battle Creek, 
Mich.; Ron Dooley, U. 8. Gypsum 
Co., Chicago, Ill.; John Bucuss, 
Acme Steel Co., Chicago, Ill.; and 
W. J. Salmon, associate editor, 
suilding Supply News, Chicago, 
Ill. 
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EXCELLENT 
MILLWORK 


COLOR AND GRAIN 
UNIFORMITY 


LONG LIFE GENUINE OZARK MOUNTAIN OAK 


THOROUGHLY SEASONED 
IN MODERN KILNS 


Here is the preferred perfect 
long-life flooring for homes, schools, in- 
stitutions, and commercial buildings. No 
synthetic or man-made flooring material 
can compare with the natural and dur- 
able beauty of Padgett-Smith Oak 


Flooring. 


The result is more satisfied 


customers, more sales, and profit for you. 


Representatives in most states, Write or phone for particulars. 


Pancert- Cmith FLOORING COMPANY 


(To obtain more data on advertised products see page 112) 


NOFMA 
GRADED 


DIRECT 

VAN DELIVERY 

Within 600 mile radius 
Trailer loads or split loads are 
delivered at carload prices. 
Coast-to-coast rail shipments, 


Phone 31 
Mountain View, Mo. 
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Builders and Decorators agree... 


MARLITE’S 
RIGHT 


for every room 
in the home! 


Increase your remodeling and 
do-it-yourself profits 


Now you can sell profitable Marlite prefinished 
paneling for any home interior. During National 
Home Week, many leading builders and their decorators featured 
Marlite in all types of interiors—living rooms, dining rooms, bedrooms, playrooms, 
dens, recreation rooms, utility rooms, in addition to the usual kitchens and bathrooms, 
For increased profits in new construction, remodeling and do-it-yourself— 
recommend Marlite for any room where beauty, ease of cleaning 
and durability are desired, Prefinished Marlite Planks, Blocks and Panels, 
provide a choice of panel sizes. New “Companion Colors” styled 
. . 1 with i 
by Raymond Loewy Associates, authentic wood patterns and horas need ee io te 
luxurious marble patterns, give free reign 
to every decorative imagination MARLITE PLANK AND BLOCK PATENT APPLIED FOR 


So, offer your customers the finest. 


Sell Marlite with pride and confidence— - 
for every room in the home! arlite 
] SHET 


wa 2 BB. 


MARSH WALL PRODUCTS, INC., Dept. 1141, Dover, Ohio WALL and CEILING PANELING 
Subsidiary of Masonite Corporation 
OUR TWENTY-FIFTH YEAR OF LEADERSHIP 
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glass block 
for lighter, brighter, 
easier-to-clean kitchens 























What woman wouldn't love a kitchen as cheery 
and bright as this one? What woman wouldn't like 
a kitchen that’s flooded with daylight and easy 
to keep spic-and-span? Remind your remodeling 
or new-construction customers they can have 
these desired features in the kitchens of their 
homes by including panels of Owens-Illinois Glass 
Block* No, 316. 


Tell them that behind sink or kitchen counters, 
glass block flood working surfaces with soft, dif- 
fused daylight yet keep the room shielded from 
view. Show them how soil marks rnb right off. 

For facts about the many ways you can profit 
from the increasing use of glass block in home, 
school, factory, farm or commercial building — 
write: Kimble Glass Company, subsidiary of 

Owens-Illinois, Dept. AL-11, Toledo 1, Ohio. 
*Formerly known as INSULUX. 


Owens-ILLInoIs 


GENERAL OFFICES (D TOLEDO 1, OHIO 
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NRLDA Exposition 


1. FROM THE FLOOR UP, hundreds of lumber dealers got 


a step-by-step look at the Lu-Re-Co modular construction 
system. 


8. ROOF TRUSSES IN PLACE, the crew rapidly applied 


sheathing. Notice the various types of sheathing used on 
the walls. 


Lu-Re-Co Dealers Are 


Proof that the Lu-Re-Co system of component 
house construction is accomplishing the job for which 
it was designed was revealed during the clinics and 
demonstrations at the NRLDA Exposition in New 
York City. The program at Brooklyn’s Kingsbridge 
Armory provided hundreds of dealers with an X-ray 
look at the system; two houses were built on the ar- 
mory floor during the nine-day event and a third 
house—erected beforehand—was complete with fur- 
nishings and a real lawn. 

“More than 350 dealers in 38 states and parts of 
Canada now have Lu-Re-Co packages,” says Ray 
Harrell, research director for the Lumber Dealers 
Research Council. “It is significant,” he adds, “that 
the majority of »he Lu-Re-Co packages have been sold 
to dealers in areas where prefabricated house fac- 
tories are concentrated. It is apparent that lumber 
dealers are using the system where it will do the 
most good,” he declared. 


Eight New Lu-Re-Co Plans 

Harrell also announced to the American Lumber- 
man that eight new house plans for the system will 
be released at the University of Illinois Small Homes 
Council Short Courses, Champaign-Urbana, IIl., on 
January 13 and 14. (See story in news section.) The 
Lu-Re-Co system was developed by the SHC using a 
grant from the Lumber Dealers Research Council. 
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LU-RE-CO CLINICS 


ya 


ALU-RECO- Hom: 


2. PANEL BY PANEL wall erection showed dealers how 
the house could be virtually complete in one day. 


4. MODEL LU-RE-CO HOUSE drew thousands of dealer 
and consumer visitors. The 24’x40’ house was completely 
furnished. 


Strong in Prefab Areas 


Complying with dealer requests, four of the new 
house plans will feature popular tri-level houses; two 
will be for two story houses; and two will be for 
single story houses. Formerly, all Lu-Re-Co plans 
were for single story houses with an average of 1,000 
square feet of floor space. The new plans will be for 
homes with 1,400-1,500 square feet of floor space. 

“TI feel that we have had a great deal of interest 
shown by dealers in the Lu-Re-Co system during the 
Exposition,” says Harrell. “Dealers have come up 
with scores of spontaneous questions at both the 
clinics and the demonstrations. One dealer, Fred 
Dill, Dain & Dill Lumber Co., Carmel, N. Y., bought 
the three homes we built here,” he adds. 


Use of Varied Materials 

“The homes erected on the armory floor were built 
to show dealers that a wide variety of materials can 
be used successfully on Lu-Re-Co homes,” says Har- 
rell. 

One of the houses erected during the session was 
equipped with three types of windows, three types of 
sheathing and two types of siding. Various treat- 
ments were used in sub and finish flooring and on 
interior walls and ceilings. 

The Lu-Re-Co system (covered completely in the 
American Lumberman, issue of February 8, 1954, 


(continued on next page) 
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Use this 

glass block 

for a “solid” wall your 
customers can see through 


What homeowner’s eye wouldn't be caught with 
a “see through” wall as attractive as this one? You 
can profit from such a desire by recommending 
a panel of Owens-Illinois super clear Glass Block 
No. 370. 

Glass Block panels are as practical as they are 
beautiful. They have the insulating efficiency of 
an 8-inch thick brick wall. They won't frost or 
sweat in winter... provide better insulation 
than a window with storm sash, 


Owens-Illinois Glass Biock* are easy to handle, 
easy to store, hard to break, For information or 
help with a specific problem, just write: Kimble 
Glass Company, subsidiary of Owens-Illinois, 
Dept. AL-11, Toledo 1, Ohio. 


*Formerly known as INSULUX. 


Owens-ILLINoIs 


GENERAL OFFICES () TOLEDO 1, OHIO 
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SELL the unlimited 


Market for ARMSTRONG 


we Sealing Compounds 
«— Htuyone can apply 


be 
; 


4 4 them... eucry home 
% 


\ | uceds them! 
compound 


Plastic erazine ¢ a 


33 GLAZING 
COMPOUND 


"De-it-Yourselfers” are using tons of 
ELASTIC 33" Compound annvally. Great 
favorite for glazing windows, patching 
nail holes before painting, setting plumb- 
ing fixtures etc. Does not crack, crumble 
or chip off. Easy to apply. Ovtlasts ordi- 
nary putty many times over. Comes in 
1, 5-lb. and larger containers. 


KWIK-SEAL 


BATH TUB 


SEALER 


Big 6-fivid oz. tube: 50% more mate- 
rial —— 21% lower price. Home owners 
prefer Kwik-Seal 6-to-1. Easy to apply. 
Adheres to any surface and dries quickly 
to a smooth, hard, white finish. 


FOR SEALING 
| AROUND WINDOWS 
AND DOORS 


The average home has a score of 
places which need caulking. Sell them 
this top quality, gun-grade compound at 
@ very attractive price. It's ELASTIC — 
won't crack or crumble. Comes in both 
bulk and cartridge containers. 


ORDER FROM 
YOUR JOBBER 


The ARMSTRONG COMPANY 


DALLA HA 
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5. CLOSE LOOKS at construction techniques were a popu- 
lar pastime for both husbands and wives. Shown here are 
Mr. and Mrs. T. J. Caudell, Mocksville, N. C. 


page 40) involves use of 4x8’ panels for wall con- 
struction and use of roof trusses. Dealers say that on 
the average the system can cut about $980 in labor 
costs off the price of a $14,000 house. The system is 
designed to save about 25-30% on labor costs and 7% 
on framing and sheathing costs on the average 1,000 
square foot house. 


Use by Any Dealer 

The system makes house fabrication possible in any 
lumber dealer’s shop. All wall panels (whether solid, 
window or door) can be made on a simple jig that 
costs less than $50. Roof trusses also are fabricated 
in the dealer’s shop. 

The clinic sessions pointed out to dealers that all 
Lu-Re-Co houses are designed on the four-inch 
module (the same module used in fabrication of most 
building materials) in order to reduce cutting and 
fitting during parts fabrication and construction. 

Finished wall panels easily can be delivered to the 
site for erection on an in-place foundation. Two wall 
erection methods are used: either panel-by-panel 
erection or assembly of panels into walls which are 
then tipped into place. 


Wall Erection in One Day 


Two men can close in the walls of the house in a 
day. Panels are linked together in the house wall by 
a continuous header (2x6’s nailed together) which 
runs around the perimeter of the house. The header 
is built of short lengths and units are lapped so no 
two joints occur at the same place. The header also 
serves as lintels for doors and windows. Corner posts 
are two 2x4s, laminated. The two corner panels and 
the corner post are tied together with an “L” shaped 
metal cap. 

Dealers learned that carpenters begin wall erection 
with a corner panel when using panel-by-panel erec- 
tion. Each panel is made plumb and true and then 
nailed to the floor (or to the sill in slab construction). 
Following panels are set up in order, each being 
nailed to the preceding panel. The header is put in 
place after the walls are up. 

For additional information on the erection and 
promotional packages, dealers may contact: Raymon 
H. Harrell, Lumber Deulers Research Council, Dept. 
AL, Suite 302, Ring Bldg., 18th and M Streets, N.W., 
Washington, D. C. 

Members of the Exposition Lu-Re-Co Committee in- 
clude: Chairman, Paul V. DeVille, DeVille Lumber 
Co., Canton, Ohio; H. W. Blackstock, Blackstock Lum- 
ber Co., Seattle, Wash.; R. Needham Ball, executive 
vice-president, Louisiana Building Material Dealers 
Association, Baton Rouge, La.; Fred L. Dill, Dain & 
Dill Lumber Co., Carmel, N. Y.; Clarence A. Thomp- 
son, Thompson Lumber Co., Champaign, IIl.; Paul 
Cadwallader, Woolsey & Cadwallader Lumber Co., 
Pennington, N. J.; and Ray Harrell. 
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NSULATE NOW 


Say, yew 
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How To 


M 
o asus oe SALE ’ 


how to move em in! 


New Fiberglas Building Insulation 
Sales Portfolio tells you the secret! 





HOW TO turn lookers into buyers with new Fiberglas* 
Building Insulation display materials. Materia/s that tie 
you in with colorful Fiberglas ads in magazines like e rs , 

Saturday Evening Post, Farm Journal, Better Homes and In short . . . how to make hom Building Insulation 
Gardens, Popular Science, Popular Mechanics ... and spearhead your sales to the growing do-it-yourself market. 
with Dave Garroway’s NBC-TV show “Today”! 


yourself Booklet, which we furnish you to give to your 
customers! 


It’s all in the new Fiberglas Building Insulation “HOW 
owe . ; ” ) = 4 . a ¥ . 
HOW TO rack up record sales by promoting Fiberglas TO PROMOTE SALES cb dian ... blueprint for your 
ay" L ’ " : . * “RG YING SUL ON PROMOTION 
Building Insulation (and all that goes with it!) through FIBERGLAS BUILDING INSULATION PROMRITION. 


your local newspapers, radio and TV! If you don’t have a copy yet, act fast and put this powerful 


: / : new promotion to work for you quick. Call your jobber sales 
HOW TO set up and run a do-it-yourself school... with 


man or write to one of the distributors below. Owens-Corning 
help from the new Fiberglas Building Insulation Do-it Fiberglas Corp., Dept. 64-K-1, Toledo 1, Ohio. 


FIBERGLAS BUILDING INSULATIONS ARE DISTRIBUTED NATIONALLY BY: 
OWENS-CORNING 


KIBERGLAS Raw Ry imsuLiTE' oe 


: : : : AN ; iY : RUBEROID 
eS : ; = ; : 

© Piberglas is the trade-mark (Reg. U. 8. Pat. Of.) « : ; . : , < 4 

Owena-Corning Fiberglias Cor, ARMSTRONG ; CERTAIN-TEED > THE FLINTKOTE MINNESOTA AND KELLEY ISLAND 


CORK CO : PRODUCTS CORP COMPANY : ONTARIO PAPER CO COMPANY : 
4 7 
« 


® THE RUBEROID 
. co 
Lancaster, Pa . Ardmore, Pa 3 New York, N.Y @ Minneapolis 2, Minn 3 Cleveland, Ohio 


New York N.Y 
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NRLDA Exposition 


MARKETING FORUMS 


To Speakers Forecast 


More New Homes, More Do-It-Yourself Sales 


Three ranking housing officials 
predicted increased home starts, 
more repair and remodeling and 
a dealer panel discussion con- 
cluded that the potential for more 
do-it-yourself was still tremen- 
dous, during marketing forums at 
the NRLDA exposition. 

Albert M. Cole, administrator, 
Housing and Home Finance agen- 
cy, said, “I came here to sell you 
something—the need for action to 
bring more homes, better homes 
and better cities to America. We 
can make the coming years our 
best years in housing and com- 
munity living if we are ready to 
respond to that kind of call. 

“Up to now we have concen- 
trated too much of our efforts not 
on stopping the slums, but trying 
to escape them. You dealers can 
help by forming teams in your own 
communities to encourage planned 
repair and remodeling to arrest 
blight,” Cole concluded. 

Norm P. Mason, commissioner, 
Federal Housing Administration, 
told the dealers that, “one of my 
jobs is to see that the public gets 
its money’s worth. I’m _ deter- 
mined not to relax our newly 
framed standards for architectural 
quality. This means quality mate- 
rials will get full recognition in 
all our appraisals.” 

“When the news gets around 
that a $17,000 home can be pur- 
chased today with the same down 
payment formerly asked for a $12,- 
000 model, that can only spell in- 
creased home sales. 

“Dick Hughes, National Associa- 
tion of Home Builders, has taken 
a searching look at his crystal ball. 
Dick says that FHA’s new terms, 
less down and smaller monthly 
payments will enable builders to 
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PROMOTING the do-it-yourself market was the subject discussed by this panel 
during the marketing forums. Left to right: Clyde Fulton, chairman, Walt Dur- 
bahn, Chas. D. Hummer, Boo Wilson, Bob Craft and Robert Blackstock. 


Mason Cole 


top 1950’s all-time start record of 
1,396,000 homes. Hopefully, even 
confidentally, I’ll go along with 
Dick, in fact I believe, he is too 
conservative for next year.” 

C. B. Sweet, director of FHA’s 
Title I program, remarked that 
the “elimination of crooked sales- 
men and fly-by-night dealers will 
greatly improve the position of the 
established retail lumber dealer in 
getting more repair and remodel- 
ing business.” 


Promoting Do-It-Yourself 

Robert Blackstock, H. W. Black- 
stock Lumber Co., Seattle, de- 
scribed the homeowner classes 
staged successfully by his firm last 
year. Blackstock had three clinics, 
each for five evenings. He reported 
that a small newspaper ad an- 
nouacing the classes brought a 
response from the public that ex- 
ceeded their fondest expectations. 
Each class was finally limited to 
150 people. 

Blackstock’s classes concen- 
trated on building a recreation 
room and over the evenings fur- 
ring, framing, tools, insulation and 
many other appropriate subjects 
were covered. He discovered sev- 
eral fundamentals during the 
schools: 


1. that 90% of his students 
could understand and do the proj- 
ect described. 

2. that literature distributed to 
the class should be informative, 
and not strictly sales booklets. 

3. that product brand names 
should be used rather than generic 
names. 

4. that a discussion of prices 
should not be made at the classes. 

5. that the meeting pattern 
should be a formal presentation 
first followed by a coffee break and 
a question and answer period. 

6. that a drawing should be held 
at each meeting. 

Blackstone reported that cus- 
tomers were still coming in a full 
year after they attended the 
classes. Few carpenters or con- 
tractors complained and many ac- 
tually approved the classes be- 
cause it created new business for 
them. 

Bob Craft, secretary, Indiana 
Lumber and Builders’ Supply As- 
sociation, described the experi- 
ences of his dealers working with 
the public schools of Indianapolis. 
The Mr. and Mrs. Fixit program 
was developed last year by Indian- 
apolis dealers in four high schools. 
Instructors for the evening meet- 
ings were local dealers and their 
employes and the entire project 
received national publicity in edu- 
cational publications. Nearly 3,000 
consumers asked to attend the 
classes. Bob said the program 
accomplished three things: 

1. improved business and better 
public relations for dealers in the 
Indianapolis area. 

2. better feeling among dealers. 

3. improved product knowledge 
for yard employes that were rela- 
tively new to the industry. Em- 
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hand wrought 


GRILLES AND 
ACCESSORIES 


for wood 
or metal 
doors! 





Some 
Distributorships 
Still Available 


Wy 
—l 


Cash in now... on the greatest 
sales boom in years! ROYAL grilles 
and accessories are your new 
profit makers. They're stronger, 
brighter, original in design. FREE 
“Viewer” catalog available, 


if your distributor cannot supply you, write: 


“ROYAL FACTORIES 


3742 Chancellor St., Phila. 4, Pa. 











ployes sat in on the meetings. 

Chas. D. Hummer, Hummer & 
Green, Chester, Pa., continued the 
discussion of consumer schools by 
reporting that the classes he con- 
ducted for less than $500 brought 
in $33,000 in directly traceable 
new business. He also mentioned 
the public relations value of the 
schools. 

“It helped us take sales away 
from cut-throat competition. I 
know, for example, lots of house 
jobs that we sold at a good profit 
because we met the customer at 
our schools.” 

Hummer said that his meetings 
were limited to 20 students and 
that women were always welcome. 
The classes ran eight weeks and 
were 75% demonstrations. Sub- 
jects covered included: 

1. carpentry and lumber grades. 

2. common tools and how to use 
them. 

3. dry wall, 
paneling. 
ceiling tile and plank. 
hardboards of all types. 
roofing, siding and flashings. 
masonry, glass. 
kitchens, wall 
nates. 
financing, including Title I. 

Hummer’s first classes were held 
in the local fire hall but will be 
staged this fall in his showroom 
where products and displays are 
most convenient. Reaction from 
contractors has been favorable and 
has again created new business for 
many professionals. Hummer uses 
his own employes, manufacturers’ 
representatives and a manual 
training teacher as his instructors. 
Deoor prizes are given at each 
session. 

Walter Durbahn, Chicago, the 
Walt of Walt’s Workshop, popu- 
lar TV program, spoke briefly and 
said he liked the phase “how-to- 
do-it” rather than do-it-yourself. 
Walt felt this term might be less 
irritating to professionals if busi- 
ness became tight. 

Phil Creden, Hines Lumber Co., 
Chicago, pointed out that do-it- 
yourself would continue because 
people have never been so inter- 
ested in their homes and they have 
more leisure all the time. Pride of 
accomplishment rather than cost 
is the reason for the trend, arcord- 
ing to Phil. 

Clyde Fulton, Colborn-Fulton 
Lumber Co., Charlotte, Mick., was 
chairman of the committee plan- 
ning the forum and acted as mod- 
erator. 


plywood, interior 


tiles, lami- 


More Dealers Than Ever 


Are Now Reading 


TRIPLE YOUR 
METAL LEG 
PROFITS! 





Here is the one 


DISPLAY 
MERCHANDISER 


that really makes 








customers 
sell themselves! 

Available to retailers . . . this point-of-sale 
display is a true “Silent PA al Hand- 
somely finished table, made from slab deer, 
shows at a stones how easy and inexpensive 
it is to make beautiful fargieure. Assortment 
of “Do-It-Yourself” metal legs a 
mounted on pegboard back panel 
legs mounted on table top, to 
eas7 operation. You can paint in your own 
name or sales message y 4 the upper 

anel. Convenient sto 

jocated out-of-sight, beh 

This unique display = 

easily triple you, volume in the elena 
metal leg market 


ABOUT OUR LEGS... 


Brewer metal legs include a complete selec- 
tion in both black and bright metal finish. 
Black wrought steel legs are 

signed for use on hollow core doors. 

some dull black finish is bonderized and 
baked . satiny smooth . . . the smoothest 
finish on the market . . guaranteed not to 
snag stockings! Hai sin iegs in heights from 
6” to 29”. Cocktail table legs in h its from 








12” to 16”. Folding legs, of tubular steel, 
are finished in bright zine, come in 2 heights. 
16” for benches and 29” for tables. The 
Brewer line offers quality that —_- ‘t be beat 
at competitive prices that make it « 

lar seller in the big “De it-Youreelf” field. It 
will pay you to check on the Brewer line to- 
day, including details of how to get your 
own “Silent Salesman” Display Merchan- 
| diser. 


E. F. BREWER CO. 
Mfrs. of Tubular Furniture 
* Tube Fabricators + 
4835 N. 124th Street + Butler, Wis. 
. 


lf your jobber does not handle, 
Send fer free detalls and prices 





. F. BREWER CO. 
4835 N. 124th Street + Butler, Wisconsin 


Please rush me details, prices of Brewer 
metal legs, and how to get my ewn *’Silent 
Salesman"’ display. 


Name 
Address 
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Here are some of the new products introduced at the 
New York City show last month. 


New Double-Hung Window 

Called Swing ‘’n Clean, the new 
double-hung window unit manufac- 
tured by the Morgan Co., will be ready 
for dealer distribution early in 1955. 
It will be sold as a unit for new homes. 
The advantage of the new unit, says 
the manufacturer, is that it swings 
out on a hinge so it can be easily 
cleaned from the inside. Both storm 
windows and screens can be changed 
from inside the house. Morgan Com- 
pany, Dept. AL, Oshkosh, Wis. 


For more data circle No. 1 on coupon, p. 112 


Inter-Locking Weatherstrip 

New inter-locking weatherstrip 
manufactured by Macklanburg-Duncan 
Co., is being shown in this model by 
Harold E. Kranz, advertising manager 
for the Oklahoma City firm, to John 
B. Veach, president of the Hardwood 


Corporation of America, Asheville, 
N. C., and past-president of the Na- 
tional Lumber Manufacturers Associa 
tion. The new weatherstrip comes in 
package strips for seven-foot doors. 
It features simplicity of installation 
and does not require grooving of the 
door, the supplier emphasizes. Mack 
lanburg-Dunean Co., Dept. AL, Okla- 
homa City, Okla. 


For more data circle No. 2 on coupon, p. 112 


Fiber Glass Screening 

Vinyl coated fiber glass screening 
was shown for the first time at the 
exposition. Dealers were told the 
screening was strong, non-staining 
and highly resistant to corrosion and 
mildew. Don McAnally, center, Lib- 
bey-Owens-Ford Glass Co., shows the 
yroduct to L. T. Townsend, Robinson 
Comber Co., Berlin, N. J., left, and 
A. E. Duble, Schleinkofer and Duble, 
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Atco, N. J., right. Libbey-Owens- 
Ford Glass Co., Dept. AL, Toledo 3 
Ohio. 


For more data circle No. 3 on coupon, p. 112 


’ 


i@ 
Awning-Type Window 


Displayed for the first time any- 
where by the Altex Engineering Co., 
was this aluminum awning-type win- 
dow. The manufacturer points out the 
features of the new window, which is 
said to lend itself to all the varying 
needs for light, ventilation and weath- 
er protection either as a window wall 
or in ribbons of windows. Wade F. 
Dansby, sales manager for Altex, is 
the demonstrator. Altex Engineering 
Co., Dept. AL, 125 Industrial Rd., 
Summerville, S. C. 


For more data circle No, 4 on coupon, p. 112 


Color Carousel 

Paint in literally thousands of hues 
is simply obtained by merely setting 
a series of dials with this automatic 
machine developed by the Standard- 
Toch Chemicals, Inc. Inventory is 
reduced to a minimum and the color 
system turns out alkyd flat, semi- 
gloss, gloss, outside paint and enam- 
els. Tinting colors are on a revolving 
drum. Standard-Toch Chemicals, Inc., 
Dept. AL, 2600 Richmond Terrace, 
Staten Island 3, N. Y. 


For more data circle No. 5 on coupon, p. 112 


New Kitchen Cabinets 


Brand-new features in Kitchen 
Maid’s new line of cabinets were shown 
for the first time at the New York 
show. The salesman in this picture 
is showing the ‘“Hide-a-Rack,” a 
clothes-drying frame which folds into 
a wall cabinet; also seen is the new 
ironing board, which pulls out of the 
base cabinet ready for use. Other fea- 
tures include the laundry cart, a port- 
able cabinet-hamper, which also may 
be used as a movable service table; a 
breakfast table that folds into a base 
cabinet and swing-out corner shelves. 
Color is featured in both cabinets and 
accessories. Kitchen Maid Corp., Dept. 
AL, Andrews, Ind. 


For more data circle No, 6 on coupon, p. 112 


New Key-Making Machine 


A small, compact key-making ma- 
chine has just been placed on the mar- 
ket by Yale & Towne. The new ma- 
chine is called the Yale Keymaster. 
The supplier says it can duplicate cyl- 
inder keys, padlock keys and automo- 
tive keys—both pin and dise tumbler. 
Leon Kotch, director of Locksmith 
Supply Sales for Yale & Towne, is 
demonstrating the new machine in 
the manufacturer’s booth. Yale & 
Towne Mfg. Co., Dept. AL, Stamford, 
Conn. 

For more data circle No. 7 on coupon, p. 112 


(continued on page 87) 
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A REVOLUTIONARY NEW WAY TO 


: p Make Money Selling Screens 


BIG PROFITS FOR DEALERS BIG SAVINGS FOR HOME OWNERS! 


A new idea to make real money selling the tremendous 
replacement market for screens — now $40,000,000 big! 


It’s the 
HOMESHIELD Easy-to-Make Screen Kit 


—A proven, low-cost kit that makes it easy for anyone to make their own maintenance- 

free aluminum frame screens in minutes! 

IMAGINE! With the Homeshield Screen Kit you can take care of 90% of your 
customers needs with just 4 sizes... and 5 sizes covers them ALL! 





No more inventory worries—No more lost sales! 
Handy package is colorful, appealing, complete 


A Proven Success in thorough market tests! 





Customers can’t resist its compelling features: 





@ Sturdy full frame aluminum screens 
. B . ’ 
@ Easy-to-handle FIBERGLAS screening won't 
stretch, shrink, stain, or burn! 
@ Anyone can make 'em in minutes! 


e BRIGHTENS the beauty of wood and metal 
windows alike. 





A powerful advertising campaign in the SATURDAY 
EVENING POST and other key magazines assures big, 
sustained consumer demand. You can tie in with plenty of 
point-of-sale material, ad mats, etc.—plus a self-merchan- 
diser that’s part of our introductory profit package. 


World’s Largest Manufacturers of Aluminum Frame Screens, and makers of famous quality Har-Vey Hardware 


HOME OFFICE: 807 N.W. 20th St., Miami, Florida « Western Division: No. Temple City Bivd., El Monte, California 
Midwestern Division: 505 W. Harrison, Plymouth, Indiana 
Southwestern Division: 3515 W. Dallas Street, Houston, Texas 
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NRLDA Exposition MERCHANDISING CLINICS 


STORE FIXTURES in 
many designs were shown 
during the clinics. Left to 
right Fred C. Leboyteaux, 
Goodyear Tire and Rubber 
Co., demonstrates a service 
bell to Carl Messerly, 
Beaver Lumber Co., Akron, 
Ohio, and J. H. Hankins, 
Hankins - Paulson Co., Un- 
iontown, Penna. 


Dealers Crowd Store Clinics 


Nearly 500 interested dealers 
attended the retail store merchan- 
dising clinics conducted during 
the NRLDA exposition at New 
York City. Top authorities in 
many fields directly related to sell- 
ing at the retail level presented 
everything from showroom light- 
ing to fixture design in four idea- 
packed sessions. One dealer de- 
scribed his reaction to the clinics 
this way: 

“I’m frankly ashamed to go back 
to my old store after hearing and 
seeing what’s being done by other 
dealers throughout the country. 
I think I'll roll up my sleeves and 
begin modernizing my showroom.” 


Robert T. Dorsey, chief, lighting 
for selling section, General Elec- 
tric Co., led-off the first session by 
stressing the three A’s of good 
store lighting — attraction, ap- 
praisal and atmosphere. Dorsey 
showed his audience the advan- 
tages of a new deluxe fluorescent 
lamp that improved product tex- 
ture and was more pleasing to 


GROUP DISCUSSION on the final day covered a wide range 
Panel members included left to 
right: Paul Collier, Art Hood, Russell Nowels and Bob 


of hot dealer subjects. 


Jones. 
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customers than earlier fluorescent 
tubes. He suggested that fluores- 
cent lights combined with incan- 
descent lights were best for the 
showroom and would help increase 
sales. 

Fred C. Leboyteaux, manager, 
store planning and display, Good- 
year Tire and Rubber Co., opened 
the second session with his presen- 
tation on store layout and design. 
Leboyteaux commented that few 
retail stores today used their avail- 
able floor space to best advantage. 
He suggested that dealers should 
analyze the products they sell be- 
fore actually planning a new store 
layout. He commented that: 

“Good display means spotlight- 
ing the ‘winners,’ the products that 
sell readily at a profit. The slow 
movers, the ‘dogs’ belong on the 
bargain table and our sad experi- 
ences should guide us in future 
buying.” 

“I’m a great believer in placing 
all related merchandise together. 
Scattering is one way to reduce 
impulse buying. Informative price 


signs are another important 
“must.” Such signs help reduce 
selling costs, encourage self-serv- 
ice. It seems to me that the new 
serve-yourself trend will continue. 
Our losses from pilferage have 
been negligible and we find people 
love to handle merchandise. The 
price tag also eliminates customer 
embarrassment. 

“As I see it the store is a func- 
tional selling machine and like all 
machines it must be maintained. 
The greatest weakness in retailing 
today is haphazard ordering by the 
dealer. We need to keep better tab 
on the items that actually sell. 
Control is especially needed on 
items that sell for less than $5. 
Sears, for example, checked their 
hardware items and eliminated 
scores of slow-movers. They now 
handle about 87% of the products 
asked for by customers and they 
don’t worry about the 13% remain- 
ing.” 

Color as a selling tool was fea- 
tured at the third session with 

(continued on page 52) 


CROWDS surrounded panel members after the meeting. 
The questions came hot and heavy and demonstrated the 
intense interest of dealers in solving their problems. 
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Bruce Prefinished Flooring cuts out 
two expensive operations for builders 


AND GIVES YOU EXTRA PROFIT 







Sanding and finishing on the job are completely eliminated 
with Bruce Prefinished Flooring. Builders say this saves 
them 3 to 5 days in getting homes ready for the market, 
It also cuts floor costs because factory-finishing costs less 
than on-the-job finishing. 

Owners get a more beautiful, longer-lasting, easier-to- 
maintain floor ...a floor that’s sanded on modern machines 
and finished with a penetrating seal finish baked under 
infra-red lights. 

And you, Mr. Dealer, make more profit on Bruce Pre- 
finished Flooring than on unfinished flooring. You get your 
regular flooring profit plus a substantial extra profit on the 
factory-finish. 

Bruce helps you sell this prefinished flooring through 
dominant advertising to builders, architects and home buy- 
ers. Write today for complnie information and sales helps. 


ruce PREFINISHED 
Hardwood Floors 


By the world’s largest maker 
of hardwood flooring 


E. L. BRUCE CO., MEMPHIS 1, TENN 





RETAIL STORE CLINIC 


(begins on page 50) 





C, Carroll Cooper, color consultant 
as the speaker. He reported that 
building material dealers are now 
selling 47% of all the paint pro- 
duced in the United States. He 
commented that paint sales have 
boomed from $350 million in 1940 
to $1.5 billion last year. 

Cooper stated that the do-it- 
yourself trend could be credited 
for much of the increase in paint 
sales. He concluded by giving the 
dealers ideas for decorating their 
showrooms with emphasis on a 
better paint department. In Coop- 
er’s opinion the “canned beans” 
philosophy of paint selling with 
the cans row-on-row on the shelf 
is old-fashioned. He suggested 
storing the paint on shelves behind 
cabinet doors finished in the paint 
colors available. 

Following Cooper’s talk color 
slides were shown of outstanding 
examples of dealer showrooms. 
The pictures, taken by the retail 
store merchandising committee, 
will eventually be seen at many 
1955 dealer conventions. Bob 
Jones, Middle Atlantic Lumber- 


mens Association, gave the hard- 
hitting commentary. The session 
concluded with a talk by Russell 
W. Nowels, Nowels Lumber & Coal 
Co,, Rochester, Mich., on the need 
for price tagging merchandise to 
create customer confidence. Now- 
ell also displayed interesting prod- 
uct panels that he had developed 
for his yard that carried both 
prices and information for the 
prospect. 

In the final session Art Hood, 
editor, American Lumberman, 
moderator for the clinics, sum- 
marized the conclusions developed 
during the four meetings. Hood 
said that every dealer should build 
his merchandising program around 
these 12 basic sales fundamentals: 


1. plan aggressively for more 
fall and winter business. 


2. establish 
pricing. 


compensatory 


set a selling goal of 70% 
consumer busienss. 


organize to reach all 24 
markets available to retail 
dealers. 

develop plans to control the 
sale by reversing the posi- 
tion of the dealer with the 
contractor. 


employ one or more con- 
sumer salesmen this year. 


arrange an incentive plan 
for the salesman. 


plan a training program for 
employes. 


back the salesman with at 
least 2% of sales for adver- 
tising. 


capitalize on the do-it-your- 
self market with clinics, etc. 


plan a drive for more women 
customers. 


build cash and monthly time 
payment sales to 35% of 
overall volume. 


The committee handling the 
store merchandising included: 
Russell W. Nowels, chairman, 
Nowels Lumber & Coal Co., Ro- 
chester, Mich.; Hugh M. Peter, 
Peter Lumber Co., Pleasantville, 
N. J.; C. T. Heberle, Jr., Gloucester 
Coal & Lumber Co., Gloucester, 
Mass.; Elias W. Nuttle, Nuttle 
Lumber & Coal Co., Denton, Md.; 
Homer F. Prakel, Geo. H. Worch 
Lumber Co., Inc., Versailles, Ohio; 
Paul S. Collier, Northeastern Re- 
tail Lumbermens Association, Ro- 
chester, N. Y.; Robert A. Jones, 
Middle Atlantic Lumbermens As- 
sociation, Philadelphia, and Art 
Hood, editor, American Lumber- 
man, advisor to the committee and 
moderator. 





Biggest Response Weve Ever Had! 


Who but How-ell-dor can 
offer you a value like the 
new patented ‘MonoDor’? 


COMPARE THESE FEATURES 


Wardware—aAll Mono-matic heavy duty hardware, rust-prohibitive 5° 
finished, plus automatic chrome cylinder lock handle. 
Operation—Al! side sway eliminated by new patented crank shaft 
arm, assuring perfect balance and weather tightness. 
installation—Only 142” headroom required—prefitted at factory 


for fast and economical installation. 





























7200 Hasbrook Ave., 
Philadelphia 11, Pennsylvania 


HOWELL MANUFACTURING CO., 
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added feature ! 


‘2000 in Prizes 


for Retail Lumber Dealers 


who tie-in with this big DEPA 
Fir Plywood Christmas Promotion 


every dealer eligible... 
details sent with every “package” 


% For dealers who staged a Christmas promotion last 
year—here’s a ‘‘better-than-ever’’ pdckage 
complete with ‘‘how-to’’ merchandising ideas! 


* For dealers who have never tapped the big 





Christmas ‘‘do-it-yourself’’ market— 
here's a natural to build your holiday profits! 


f e r et f ( 


FILL OUT AND MAIL FOR YOUR FREE CHRISTMAS PROMOTION PACKAG 
Douglas Fir Plywood Association, Tacoma 2, Washington 


Please send the material checked below together with information about the $2,000.00 
in prizes for dealers. 


(J Counter Stand 
Christmas Decoration Plan Folders 


Christmas Toy and Gift Folders 
findicote quantity; up to a total of 100 free} 


~ (2 Christmas Wall-Window Banner 
Newspaper Ad Mots & Publicity 


Radio Commis. TV Commis. 
ic sn siti domes took ie 
ideas included in package. 
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ONE-HALF ACRE OF SHOPPING SPACE inside the store. Stairs, rear, lead to mezzanine and executives’ offices. Mural 


80 feet long and 10 feet high tells the story of lumber from the cutting of the tree to home building. Plate-glass window on 


mezzanine at far right, reveals the bookkeeping department. Note ceiling lights which can be moved into any position along 
these trolley rails. Store is trimmed in redwood 


Sawyer’s New 


Home Shopping Center 
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SHOPPING IS EASY at Sawyer’s because building materials are priced and care- 
fully identified. Organized groups of students will tour the layout, one of the 
finest and most extensive in the country. 





Customers find buying is fast and easy in this big, new 








Driving north out of Worcester, 
Mass., on Routes 12 and 122, you 
are just about to put the accelera- 
tor to the floor when a big, modern 
store looms up on the left. Signs 
identify this strikingly modern 
building as Sawyer’s Home Shop- 
ping Center. 

Dealers from other parts of the 
country will want to turn into the 
200-car paved parking lot for a 
closer look at the building and a 
chat with the management, which 
did two years of planning and 
study before breaking ground for 
their new building. The results 
show it. 

Getting out of your car, you will 
take a second look at the long, low 
scalloped-roof structure along one 
side of the parking lot adjacent to 
the big store. You might think 
these are 18 smaller-than-usual 
garages. Actually, it is the Handy- 
man’s Lumber Mart, a _ special 
shopping area for the week-end 
and do-it-yourself customer. 

Eye-Catching Colors 

The vari-colored overhead doors 
catch the eye and at the same time 
afford weather protection for the 
building materials stored in these 
bins, which are 16 feet deep, 7 feet 
4 inches wide with a four-foot aisle 
down the entire length of the Mart. 

The packaged nails, cedar posts, 
dowels, plywood, moldings and 
other items you will find in these 
bins are just the items homeowners 
will call for. Sawyer’s made sure 
of that by a six-months’ study of 
their sales tickets and found these 
items were purchased most fre- 
quently. 

Every item in the Mart (and 
(continued on page 58) 

























































































































































JUILDING PropucTts MERCHANDISER 


(Worcester, Mass.) store designed by experts. Handyman’s Lum- 
ber Mart, a separate, specially-designed building, serves the prof- 
itable do-it-yourself trade. 





COMBINATION DOORS and windows 
are set up for demonstrations. Saw- 
yer’s installs everything it sells upon 
request of the customer. These spe- 
cialized departments include kitchens, 
heating and air conditioning, floor 
coverings, roofing and siding. 


DOORS SLIDE EASILY on 
tracks, 
easy for the customer. 


these 
making selection quick and 





Research Before Building 


Striving for a fresh approach, architecturally, Sawyer's studied the 
work of the leading architects in retail shopping center design before 
selecting Ketcham, Gina and Sharp, New York City. 

Franklyn R. Williams, Worcester, was the architect in charge of detail 
work. His associates, the aforementioned New York firm, were handed 
the assignment of design, color and lighting. They were told how much 
space should be allotted each department and given a free rein from 
there. It was their first assignment in this field. Francis Harvey & Sons, 
Inc., was the general contractor. 

Before moving to their new location, Sawyer's queried 18,000 cus- 

| tomers by mail, asking their preference of five suggested sites. The 
current site, picked 2-! over any other, is |!/2 miles from the city center. 


Customers were again queried regarding preferred daytime and eve- 
ning shopping hours. Consequently the store is open Monday through 
Saturday 8 a.m. to 6 p.m., excepting Wednesday and Friday when it 
remains open until 9 p.m. 

















PUT ECONOMY IN 
THE WINDOW PICTURE 
WITH FLEXIVIEW 


YOU ADD A POPULAR SELLING FEATURE at low 
cost to homes you plan or build by using WINDO- 
WALLS with Andersen Flexiview Units. Flexiview, 
new picture window partner to the Flexivent, brings 
lower over-all cost per square foot through a fixed 
Opening’s savings on screen and hardware. 

Fixed sash Flexiview Units can be combined with 
ventilating Flexivents to form WINDOWALLS of end- 
less variety, making the Flexivent line more versatile. 

For more information on the new Andersen 
Flexiview Unit see your WINDOWALLS distributor 
or write Andersen Corporation. WINDOWALLS now 
available from distributors throughout the country, 


including the Pacific Coast. 


PTRAOEMARK OF ANDERSEN CORPORA 


Andersen 


Windowalls* 


COMPLETE WOOD WINDOW UNITS 


j ’ . 
Andersen ( Orporallion + BAYPORT, MINNESOTA 
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PERFORATED HARDBOARD is widely 
many products like these power and hand tools. 
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“See 


used to display 


KITCHEN PLANNING SECTION is largest single display 
area with five full-sized kitchens in steel and wood. 


Furni- 


ture in kitchen planning office is specially-adapted kitchen 


cabinets. 





HOME-PLANNING CUSTOMERS get 
here. Private offices for contractor 
reat 


SAWYERS NEW STORE 


(begins on page 54) 


store, too), is priced on a lineal 
foot or piece-price basis. Plywood, 
for example, is priced by the sheet. 
That means that the Mart sales- 
men merely answer questions and 
fill orders. There are no cash reg- 
isters at the Mart; customers must 
bring their sales tickets into the 
store and thereby expose them- 
selves to the hundreds of diverse 
products on display. One display 
area in the Mart will be used to 
exhibit and sell all kinds of out- 
door living goods, including shrub- 
bery. 

Turning back to the store en- 
trance, you saunter up the flag- 
stone walk, note the beautifully- 
landscaped surroundings and come 
under the portico. With its 32-foot 
depth and 182-foot length, it re- 
minds you of the stateliness of 
southern mansions of Civil War 
days. 

But this illusion fast disappears 
as you approach the double set of 
plate-glass doors, which swing 
open automatically under the 
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special 
customers are in the 


attention 


is paneled with 


MEZZANINE STAIRWAY leads to executive offices, em- 
ployes’ lounge and general bookkeeping office. 
different materials. 


Each office 
Telephone operator, 


upper right, has store-wide view. 


weight of your body. Inside and 
straight ahead, exactly in the cen- 
ter of the store, is a combination 
information desk and _ cashier’s 
cage. Here customers are directed 
to the proper department, and their 
self-service purchases wrapped 
and checked out. 


Five Kitchens on Display 

At the right of the entrance, 
you will find Sawyer’s largest sin- 
gle display—five complete kitchens 
in steel and wood. These are spot- 
lighted at night. The adjoining 
kitchen-planning department, the 
single biggest volume department 
in the store, has office equipment 
made entirely from kitchen cabi- 
nets. With attractive overlay de- 
signs now available, Sawy«r’s an- 
ticipates a good business in 
promoting kitchen cabinets as of- 
fice furniture. 

Adjoining the kitchens, you will 
find a diversified grouping of 
doors, all mounted on track hard- 
ware so they can be easily com- 
pared by the customer. Forty 
different doors can be viewed and 
10 different window displays. 

Along the east wall of the store, 
the swinging panels of 40 sample 
wall surfaces will catch your eye 


and a big lumber sample board 
showing flooring, construction 
lumber, door jambs, moldings and 
the like, each sample price-marked. 

A cut-away model attic illus- 
trates the use of insulation, wall 
coverings and other materials, so 
the consumer can visualize the 
completed project at a glance. 
Nearby is a display of various 
types of roofing and sidewall ma- 
terials as they would look in- 
stalled. The paint, hardware and 
bathroom accessories departments 
are along the rear wall of the dis- 
play room and just behind is the 
“forward storage” room to fill im- 
mediate inventory needs. This 
room is restocked from the ware- 
house as may be required. 

Along the west wall of the store 
are displays of hand and power 
tools, garden supplies, gifts and 
housewares. Fluorescent tubes be- 
hind the department identification 
signs light these displays. 


Housewives Will Like It 


Housewives will be attracted by 
the dozens of gift items ranging 
from the very practical to the or- 
namental and a corps of experi- 
enced sales women are prepared 

(continued on page 62) 
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to millions of your customers through national advertising 


ADVERTISED IN ye ore ADVERTISED IN 
he, 


q> 
* Guaranteed by % 


Ih 
Good Housekeeping / POST 
* 0 cas a» x J 


? 
4S anveatisto IY 


e Saturday Evening 


now in LACQUERS 


= Black, White and Clear 


as well as 16 ENAMEL COLORS 


NOW...there are both...lacquers as well as enamels 
in FAST SELLING QUIK-SPRAY! BLACK... 
WHITE AND CLEAR LACQUER...to add EVEN 
MORE to your volume on this spray paint that is 
the talk of the nation. Feature it... promote it... 
YOUR CUSTOMERS WANT IT! 


Sheffield ceonze PAINT CORP. « Cleveland 19, Ohio 
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Piss: ARE EXAMPLES Of wood sidings with 
the rugged informality of western forests . . . 
or the classic simplicity of elegant city homes. 
To give your customers exactly what they 
want, the Weyerhaeuser 4-Square line includes 
sidings of 11 softwood species, milled to a 
variety of patterns. 

These sidings provide the alert lumber 
dealer with many valuable sales advantages. 
Horizontal sidings, for example, can be used 
to emphasize the length of a home. Vertical 
sidings add height. Natural finish suggests an 
informal hospitality, while painted surfaces 
provide almost unlimited opportunities for 
individual expression, 

Other sales features include the fact that all 
4-Square sidings offer the warm beauty that 
only wood can give. Wood sidings also are 
outstanding for their durability and ease of 
application. Economy is important, too... 
long life means low yearly cost. 

Precision manufactured, uniformly graded, 
shipped and handled with care, Weyerhaeuser 


(To obtain more data on advertised products see page 112) 


This brand name 
on lumber 
also brings 


O you... 


choice of 


4-Square sidings offer outstanding values for 
discriminating home cwners. 

Many lumber dealers are taking advantage 
of the beauty and popularity of Weyerhaeuser 
4-Square sidings to increase sales. 


The deep shadow lines of bevel siding 
emphasize the length of this home and 
enhance the simplicity of the design. 
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Natural finish Red Cedar 
siding gives this lovely 
contemporary home a 
pleasant informality. 








Weyerhaeuser 4-Square 
Lumber and Services 


WEYERHAEUSER SALES COMPANY 


St. Paul 1, Minnesota 


Vertical boards and 
batten; add a rustic 
touch to this home. 
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STANLEY 
No. 241 Hinge 


against any made 
anywhere in the 
world. 


Made of smooth 
steel, toughened by 
cold rolling. 


Patented, self-seat- 
ing, non-rising, lu- 
bricated pin. Flat 
button tips. 


Precision manufac- 
turing makes every 
hinge identical — 
uniform. 


Clean, accurate 
machine-cut coun- 
tersinking. 


Exclusive hole in 
lower tip for easy 
pin removal. 


it's worth more 
it’s the standard 


of the world! 


Smooth square corners, or RD241 with 
rounded corners for machine mortising. 
Also available in bonderized finish for 
painting. Ask your wholesaler, or write 
The Stanley Works, New Britain, Conn. 


REMEMBER ] fk 7) wast HINGES TO A DOOR 


L STANLEY] 
Hardware 


TOOLS + HLECTRIC TOOLS + STEEL STRAPPING + STEEL 








(To obtain more data on advertised products see page 112) 








SAWYER’S IN HOLIDAY DRESS for the 


grand opening, October 10-12. 


Handyman’s 


Lumber Mart for consumer customers at left. 





SAWYERS NEW STORE 


(begins on page 54) 





to sell and gift-wrap these pur- 
chases. 

On the mezzanine floor, which 
runs the full length of the rear of 
the store, is 7,000 square feet of 
floor space occupied by the execu- 
tive offices, the bookkeeping de- 
partment; an employes’ lounge 
equipped with stove, refrigerator 
and hot plates; a general purpose 
room for sales meetings with a 


| seating capacity of 80 people. The 


north side of the mezzanine was 
designed for those offices which re- 
quire natural light, the south side 
for those rooms where natural 
light is not important. 

Mobile displays on one side of 
the sales floor can be easily moved 
to provide space for 350 people for 
clinics and demonstrations. All 
fixtures, excepting swinging pan- 
els, were built in the firm’s own 
shop. The entire store is air con- 
ditioned. 

The store interior is lighted by 
150 bullet-shaped fixtures, some 
single, others double. Each of the 
150-watt lamps is suspended from 
steel rails, making it possible to 
move the lamps to concentrate 
light where it is needed most. 

Sawyer’s has been in business 
for 83 years. The firm has 150 
employes, 90 of whom are em- 
ployed in the store and office. 





Self-Service Around the 
Clock 


One self-service innovation planned 
by Sawyer's is a set of vending ma- 
chines, which will enable people to 
serve themselves, even when the store 
is closed. 

These vending machines, which will 
handle up to $1.25 in cash per single 
purchase, will release such items as 
charcoal, cement, grass seed, paint 
and sand after dropping the necessary 
coin in the slot. 

Arrival of these machines, which 
will handle 12 different items, is ex- 
pected soon. 











KEY EXECUTIVES study blueprint of 
the new store in the office of the presi- 
dent, William H. Sawyer III, center; 
Raymond E. Moulton, personnel and 
operations director, left; J. H. Lamson, 
merchandising manager, right. 


IMPRESSIVE PORTICO 32 feet deep 
and 132 feet long makes ideal outdoor 
display area. 


HANDYMAN’S LUMBER MART, 
showing two of the 18 bins of materials 
specifically for do-it-yourself custom- 
ers. All items identified and price- 
marked. 
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From Any Angle... 


Even the toughest roofs 
roll on easy 


with 


NEW QSM @ 


CROSS * 
CORRUGATED 


Aluminum 


and 





Galvanized 





in Rolls” 


Easy installation is only one of the many reasons that you should see and 
sell Quaker State Cross Corrugated Aluminum and Galvanized in Rolls. 





The Market is Unlimited... this sensational new product is a sure best-seller. Now you 


can offer your customers an aluminum or galvanized roof that rolls on easily without leaky side laps. 


You Save on Storage e « « Just a few rolls give you an adequate stock to supply your cus- 
tomers’ needs. The aluminum rolls are 28'’ and 48'' wide; the galvanized are 28'' and 36"' wide. 


National Advertising Helps You Sell... Farmers, industrialists, builders and archi- 
tects are being presold for you in coast-to-coast advertising and publicity. 


Sell Decorating and Siding, too... @sM Aluminum and Galvanized in Rolls are naturals 
for 1001 decorating and siding uses; great for the do-it-yourself trade. 


*PATENTED TO PROTECT YOUR PROFIT. 
OCHILTREE PATENT NO. 2,369,487 


QUAKER STATE Metat. COMPANY 


LANCASTER, PENNSYLVANIA 
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Declining egg production 
led to the formation of a county 
association by an lowa lumber deal- 
er and an egg buyer to sell farmers 
on the idea of improving their flocks 


and poultry houses. 


Sells Building 
Materials by 


Promoting Better 


if 
o 


PRIME MOVERS in the formation of 
the Mitchell County association to im- 
prove poultry flocks and housing are 
A. C. Nixa, left, manager Osage Lum 
ber Co., and Gerald McSweeney, cen- 
ter, shown discussing laying house 
construction costs with a local farmer 


Five years ago, Gerald Mc- 
Sweeney, operator of Farmer’s 
Produce Co., Osage, Iowa, decided 
to do something about better poul- 
try housing in Mitchell county. 
Though poultry raising isn’t a 
major industry in the area, Mc- 
Sweeney reasoned that good shel- 
ter for 350-500-bird flocks would 
improve the volume and quality of 
eggs. 

Enlisting the aid of the county 
agent and A. C. Nixa, president 
and manager, Osage Lumber Co., 
McSweeney formed, and later was 
elected president of, the Mitchell 
County Poultry Products Improve- 
ment Association. Nixa was elected 
secretary-treasurer at the first 
meeting. 

In 1950, the association staged 
a county-wide Poultry and Egg 
Day to develop more interest in 
improving poultry farms and man- 


agement. More than 500 farmers 
attended and visited the Iowa Ex- 
tension Service model henhouse 
displays and other exhibitions of 
interest to poultrymen. 

Later, demonstration flocks were 
established in the county and accu- 
rate records of egg production and 
feed were kept. An egg quality 
survey was taken and discussed 
at a series of 12 township meet- 
ings. 


Quality Buildings Needed 

“We could see the need for bet- 
ter poultry housing,” Nixa said. 
“Too many farmers were raising 
chickens in buildings that were 
nothing but wind tunnels. We kept 
telling farmers that an old shed 
makes mighty expensive housing 
for poultry, but we had no con- 
certed selling program to convince 
them of this fact.” 

In 1951, six county-wide meet- 


VISITORS INSPECT the 30’x60’ laying house on the Ervin Schulze farm in Mitchell 


county, Iowa. Larger than the average laying house in the area, it cost $5,500 to build 
and includes such extras as a built-up tile foundation. 
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ings were held to discuss poultry 
buildings with farmers. Iowa Ex- 
tension Service poultry experts 
were present with models of lay- 
ing houses and participated in dis- 
cussions on their construction. 
About 250 farmers showed an in- 
terest in improving their poultry 
houses at these meetings. 

Osage lumber dealers then met 
with McSweeney and contractors 
in night sessions to review modern 
poultry house construction. Build- 
ers and lumbermen were receptive, 
especially when they saw the long 
list of interested farmers. 


Tries Two-Way Approach 


“We developed a two-way ap- 
proach to the problem,” Nixa re- 
calls. “One night session was de- 
voted to discussing construction 
problems with poultry specialists; 
the next night the lumber dealers 
and contractors met with farmers 
who were planning to build. While 
poultry housing was still fresh in 
their minds, they sat down and 
worked out plans to meet individ- 
ual farmers’ needs. Both new 
buildings and remodeling jobs 
were planned.” 

Nixa estimated the average 
poultry house, measuring 30’x50’, 
would require as much lumber as 
a two-bedroom house. He worked 
closely with contractors in plan- 
ning vapor barriers, egg cellars, 
screened droppings pits and other 
points of poultry house construc- 
tion. 


Good Markets for Materials BA l DW | N = 4 | L 4 


Typical of the poultry houses 
for which Nixa supplied building 


materials is a 30’x50’ building on ] 

the Reimar Jensen farm near 

Osage. It has a truss roof, double- 

batt insulation in the walls and a 
four inches of fill insulation in the 

ceiling. Vapor barrier paper was —_— 


used to prevent the insulation from HOME INSULATION 


becoming damp. 

“We failed in one respect,” Nixa 
commented. “We didn’t emphasize 
the availability of FHA financing. 
There are a lot of farmers who is a product you can ride to new sales records, 


would like to build, but lack the The B-H Magic Blanket is insulation at its 
$3,500-$4,000 that a modern poul- best and has won wide acceptance with money- 
try house would cost. Now, we 


always emphasise this point.” saving, easy-installation features. And to 

aii the ma oes ae help you sell, we are advertising in “GOOD 
sive Gk SO aa tartar Yeewen HOUSEKEEPING” as well as providing 
have been constructed in Mitchell powerful sales helps—‘How To Install” book- 
county, and at least 150 have been ' let, counter and window displays, samples and 
remodeled. sales literature. 

To keep the ball rolling, Nixa 
schedules at least one monthly Good Housekeeping 
meeting with builders and carpen- or 5 aoycansce Wie 
ters to discuss some specific phase 
of farm construction. Manufac- 
turers’ representatives demon- 
strate proper installation methods 
of insulation, sheathing, siding 
and wall construction. 
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BUILDING MATERIALS DEPARTMENT STORE in Erie, Penna., is designed to appeai 
primarily to the homeowner and small contractor trade. 


New Cullding Materials Department Store 
Opening Attracts 7,000 Prospects 


COMPACT GLASS DISPLAY combines storage for pieces 
of varying sizes, a cutter and a handy box for disposal of 


waste 


© Sell Serve 


® Qualified Personne! 


*® 20,000 square feet of floor space 


*6 acres of land 

® Blacktop parking for 500 cars 
® Enclosed lumber storage 

* Paved storage yords 


© 500 feet of highway frontage 


' 
® All materials mechanically handled 


WEST 12" NEAR DELAWARE 
U.S. ROUTES) 


4.LANE HIGHWAY 


WHAT WE HANDLE 
IN OUR NEW LOCATION 


00-11 YOURSELF PRODUCTS 
CONSTRUCTION EQUIPMENT MENTAL 
LAWN & GARDEN SUPPLIES 
BUTLER METAL BURDINGS 
HOME PLANNING 
HINANCING 

MAROW ARE 

HOUSEY HARES 

(umeeR 

PAINTS 

mi wORK 

BUILDING SPECIALTIES 
INSULATION 

STEEL BURDING PRODUCTS 
READY MIXED CONCRETE 
HARD BLDG MATERIALS 
ROOFING 

TOOL RENTAL 


E. E. AUSTIN LUMBER CORP. °* Erie, Pa. 





EFFECTIVE FLYER included in direct mail before the 
opening gives prospects the whole story in quick, readable 


form 


66 


Concentrated advance promotion and features of 
the store itself attracted more than 7,000 people to 
the three-day opening of the E. E. Austin Lumber 
Corporation’s new building materials department 
store in Erie, Penna. (See the Oct. 18, 1954 issue of 
American Lumberman for the story on Austin’s me- 
chanical handling system.) 

“Public response during our mid-September open- 
ing far surpassed our optimistic expectations,” says 
J. Thad Heinlein, manager. “At times people were 
queued up outside in front of the store and at the 
check-out cash registers. During peak hours, as 
many as seven policemen were needed to handle traf- 
fic and parking. Sales, too, were very substantial,” 
he adds. 

“We ran out of merchandise and had to replenish 
inventory by chartered truck during the night so as 
not to disappoint customers. Even so, many custom- 
ers had to leave their names and addresses for future 
delivery of items we just couldn’t keep on the counter. 
The singularly impressive thing about sales was that 
they were not confined to small items. Big ticket mer- 
chandise moved in surprising volume. All in all, we 
are completely satisfied with the results,” says Hein- 
lein. 

The firm’s new structure, centrally located on a 
four-lane highway in Erie, is a rectangular building 
measuring 178’ x 102’. The showroom, 82’ x 63’, is 
located near the center of the structure with ware- 
house space on either side. One of the warehouse 
areas is open at both ends forming a drive-through. 
The yard around the building is paved and includes 
a 500-car parking lot in the front. 

Preliminary promotion for the new store included 
multi-page spreads in two daily newspapers the day 
before the opening. Four radio stations carried 30 
spot announcements each day during the opening. 
Direct mail stuffers were used several weeks in ad- 
vance of the event. Door prizes were offered and vari- 
ous suppliers manned 15 booths for displays and 
demonstrations. Follow-up newspaper ads will in- 
clude 4% and 14 page ads each week on a continuing 
schedule. 

Service features of the new store include: A wide 
selection of do-it-yourself products in serve-yourself 
displays; construction equipment rental; hand tool 
rental; home planning service; financing service and 
a ready-mix concrete department. Product sections 
in the showroom are housewares, hardware, lumber, 
paints, millwork, building specialties, steel buildings, 
insulation, siding, roofing and hard materials. 

Other Austin companies in Erie are: E. E. Austin 
Equipment Corp. (construction equipment and tool 
rental) ; Ready Mixed Concrete Co. of Erie; and E. E. 
Austin & Son, Inc. (builders). 
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840 Square Inches of DO-/7-YOURSELF Profits 


The same Formica long famous for professional 
fabricator use is now being used extensively by 
the home craftsman. A space just 42” x 20” is all 


it takes for you to cash in on the national adver- THE FORMICA COMPANY 


Fill in this coupon now if you would like him to call 
on you with full information. 


tising program behind this trend. 4501 Spring Grove /ve., Cincinnati 32, Ohio 


This display shows, stocks and sells genuine Please have a Formica distributor call on me with full details on 
Formica and Contact Bond Cement with or with- selling Formica sheets 

out sales help. This display rack is loaned to 
you without charge by your Formica distributor 
at the time you place 
your initial order 
for material. 


Company Name 





P” Guaranteed by * 
Good Housekeeping 
<<" we, 





ow 
a individual's Name Title 
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BELSON 
Make lahle 


in wrought iron 


_-_ 
— oF 


=< 


o 


brand new 
do-it-yourself 
item 


1. Yow sell the kit, 


2. You sell the plywood, Formica or 
glass for the top. 


5 POPULAR STYLES — dining 
dinette console 
coffee occasional 





Easy to sell 
top quality—low price 


Because the customer assembles the table, 
you can offer it at new low prices... far 
below usual wrought iron table prices. 
You make added profit because he buys 
separately the necessary plywood, Formica 
or glass for the top. Quality construction, 
handsomely finished in rich matte black. 


Easy to stock 
convenient packaging 








All tables are individually packaged in com- 
pact boxes only 4” x 4” by table length... 
easy to stock, easy for your customer to 
earry. All screws and fasteners included. 


so wrought iron chair kits 


Perfect companion to 
the new tables... 
Belson wrought iron 
chair kits in two 
styles... molded ply- 
wood seats and backs, 
or Trimwood seats and 
backs plus 1 inch 
thick rubber pads 
ready to upholster. 
SEND COUPON TODAY FOR PRICES, in- 


FORMATION AND FREE PROMOTION MA. 
TERIAL AVAILABLE. 





~ 





Please send information on your sew, de- 
it-yourself wrought iron tables. 





Address 
City 
Name 














BELSON MFG. CO. 


North Aurora 9, Illinois 


A complete line of wrought iron do-it-yourself items 
Legs, Bookcases, Room Dividers, Chairs, Tables 
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TRADEMARK AND SLOGAN are 
prominently displayed on the yard’s 
three trucks. Co-partner Emerson A. 
Batt, shown here, helped design the 
emblem. 


PLYWOOD JOB SIGNS, displaying 
Batt’s distinctive trademark, placed 
near well-traveled roads, have led to a 
number of inquiries and additional 
building material sales. 


Trademark-Slogan is Sales-Builder 


Washington State dealer finds these promotional gim- 


micks help. 


A slogan and a trademark prom- 
inently displayed on company 
trucks, job signs, stationery, con- 
tract forms and sales promotion 
material have made Batt Lumber 
& Hardware Co. well known in the 
Bremerton, Wash., area. 

The yard, located near a high- 
way intersection five miles out of 
Bremerton, attracts customers pri- 
marily from the immediate sub- 
urban area and advertising in 
metropolitan newspapers was in- 
effective. Signs and store identifi- 
cation seemed to be the best means 
of promoting the yard, believed 
co-owners Emerson A. Batt and 
Ralph Carlson. 

A figure of a carpenter sawing a 
board was chosen as the yard’s 
trademark and the slogan, “In 
building the buy word is Batt’s,” 
was adopted. The slogan appears, 
along with the trademark, on the 
yard’s three trucks, business let- 


November 1, 


terheads and such novelties as 
yardsticks and pencils. 

Job signs have proven to be the 
most effective promotional media. 
“I know they get results,” Batt 
says, “because people come in and 
mention they have seen them and 
start asking questions about build- 
ing materials, contract terms and 
other things. These job signs have 
led to additional building material 
sales that otherwise wouldn’t have 
been made.” 

These V-shaped job signs are 
used where the Batt yard fur- 
nishes a substantial part of the 
building material. The double- 
spaced job signs can be read easily 
by traffic coming from either direc- 
tion. 

Waterproof plywood is now used 
for the sign faces which are 
mounted on 2x4 uprights. Signs 
are made at the yard and lettered 
by a signpainter at a cost of $50 
for six signs. 
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PINE DOOR TRIM 
IS THE PROFITABLE ANSWER It’s a fact... there isn’t enough straight- 


grained, flawless Ponderosa Pine of the length 


TO MORE GRADE A PONDEROSA needed to make door trim for you to get all 


you can sell. So John Day welds together two 
P | N E TRI M shorter lengths with an invisible finger joint — 
stronger than the wood itself! You can’t feel it 
—you can’t see it when it’s painted! That’s how 
you can get more top grade Ponderosa Pine 
dcor trim than our forests can supply! 


Packaged for protection, easy handling 
Saves selling time, inventory bother 
Costs less than other packaged trim 








You have a dollars-and-cents benefit to offer 
your customers! At lower cost, he gets every 
needed piece for a single door opening, wrapped 
in strong Kraft paper, ready cut for all sizes 
of opening. You just hand your customer 

the package —no cutting or sorting. We take 
the problem of shorts off your hands, 

Free of pitch-pockets, dirt and mars. Jt’s clean, 
dry, factory-fresh. Pre-sanded to save finishing 
time —takes less paint. You can profit NOW 
ire by stocking John Day BUDGET-PAK Pine 
a yo ery te sos J ' Door Trim. See your distributor or write 
made of the treated and hot- 


pressed fibers of Douglas Fir 
wood. Used in building, re- 


modeling and craftwork. Write : : | | OREGO N LU Mi B E R co M PANY 


today for full information. 








Baker, Oregon 


Ponderosa Pine Producers and Manufacturers since 1889 
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PULLMAN. Zéziine 
DO-IT-YOURSELF 


REPLACEMENT 


SASH BALANCES 





Guaranteed! // Foolproof ! 
Easy to } Install! 


MARKET-TESTED! 


Do-it-yourself kit makes it easy for 
anyone to replace worn or broken 
sash cords in minutes. You don’t 
have to remove the window. Noth- 
ing to do but take out the old 

» Te and replace it with Lifetime 
edenss. Householders, landlords, 
handyman-carpenters buyi by 
hundreds in test stores. Display 
unit sells for you. Your jobber has 
it, or for full details, write: 


MANUFACTURING a ieeaned 
LENBECK STREFT 
ROCHESTER 21, NEW ORK 


| ee Ld 
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FRONT YARD DISPLAY creates interest 


buyers. 


and attracts visitors and potential 


Playhouse Promotion 
Pays Off All Year 


Los Angeles yard steps up playhouse promotion dur- 
ing the Christmas holidays to set up sales for a year-’round 


basis. 


With the coming of the Christ- 
mas season, Hull Bros. Lumber 
Co., Los Angeles, is stepping up its 
children’s playhouse promotion. 

From past experience, Wayne 
and Walter Hull have learned that 
early promotion of their front yard 
display of playhouses will bring 
in at least 20 orders during the 
coming year and also use up plenty 
of short-length lumber. : 


Larger Houses More Popular 


Though the yard makes two sizes 
of playhouses—4’ x 6’ and 6’ x 6’— 
the larger size, costing $75, is more 
popular. Wayne Hull advises that 
any yard contemplating play- 
houses should concentrate on the 
larger size. 

At first Hull employes prefabri- 
cated the houses, but this inter- 
fered with regular yard work, so 
an outside carpenter is now hired 
to build five houses at a time. The 
carpenter receives $25 for each 
house and can complete an average 
of one a day. 

Built of good-grade Douglas fir, 
with hemlock or redwood siding, 
the houses are framed with 2 x 2s 


and floored with plywood. Though 
the redwood houses are stained, 
the others are unpainted. 


Classified Ads Help Sales 


This year the firm received more 
than 35 inquiries about the play- 
houses from regular customers, 
walk-in trade and from replies to 
a classified ad inserted in a Los 
Angeles paper. 

Though selling the playhouses is 
simple, there is some difficulty han- 
dling and transporting the struc- 
tures. The firm delivers the house 
free, but the customer must make 
arrangements for unloading and 
spotting the house. If the custom- 
er can’t round up enough neigh- 
bors and friends to do the job, Hull 
charges a $10 cartage fee. 


More Dealers Than Ever 
Are Now Reading 


American Lumberman 
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New Financing Form Helps Sell 


A simplified 17x84" form for 
financing home improvement and 
building projects helps bring in 
$400,000 annually through the 
lending department of the Forrest 
Lumber Co., Lubbock, Texas. 

Mark Hailey, vice-president and 
secretary-treasurer who designed 
the form, says it embodies these 
advantages: 


1. It simplifies paper work at 
all levels—especially for the 
firm’s 10 line-yard managers, 


Spaces to be filled in on the 
sheet are at a minimum so 
time is saved for both cus- 
tomers and employes, 


The form can be filled in by 
managers and salesmen with- 
out outside help, 


Customers like the form be-. 
cause it is easy to understand 


and cen be filled in quickly, 


It has been approved by all 
financial agencies with which 
the company deals, 


The new form provided a 
kick-off point for promotion 
to encourage employes to 
control more sales by financ- 
ing complete packages. 


Hailey explains that the Forrest 
Co. has its own revolving financ- 
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ing fund—about $100,000—which 
turns over from two to four times 
each year. The firm’s loan depart- 
ment acts as a broker for the 10 
branch yards. The various line 
yards take notes on customers’ 
projects and the financing depart- 
ment buys the paper. Some of the 
paper is sold to outside institu- 
tions and some is retained by the 
department. 

“The new form is used for both 
conventional mortgage financing 
(that would not readily fit under 
FHA or VA) and for FHA Title I 
transactions,” says Hailey. “Other 
VA and FHA transactions are 
handled on standard forms for 
government-insured financing,” he 
adds. 


Two types of the new form are 
used: one, printed with black ink, 
to cover financing of materiais 
only and the other, printed in blue 
ink, to cover financing of both ma- 
terials and labor. 


The single sheet (locally called 
the Forrest Form) includes and re- 
places these five forms which were 
used previously: 1. mechanics’ 
lien, 2. mechanics’ lien note, 3. 
deed of trust, 4. deed of trust note 
and 5. assignment of note. In de- 
signing the single form, Hailey 


4 


SINGLE FINANCING SHEET, left, re- 
places the sheaf of papers, right, at 
the Forrest Lumber Co. The new For- 
rest form simplifies paper work at all 
levels and enables more efficient fi- 


nancing of home improvement proj}- 
ects. 





Promotes Plan to Employes 


An unusual direct mail promotion 
is being used by the Forrest Lumber 
Co. to encourage employes to sell 
more company-financed projects. 

“There would be no point in de- 
veloping a company financing system 
if we neglected to sell it first to our 
employes," says Mark Hailey, vice- 
president. 

Each weekly letter in the series con- 
tains some unusual gimmick to attract 
the reader's attention immediately. 

One letter had three pennies glued 
to it with a headline that read, "Sell 
more Forrest finance deals — more 
sales, more profits." Another had a 
balloon taped to the face of the letter 
and the headline read, "Sell on your 
exclusive Forrest finance plan and 
watch your sales volume balloon!" 

Copy in the letters is short, snappy 
and promotes the “you” angle. 




















took only what was needed from 
the five other forms. 

The new form is designed con- 
veniently to handle either time or 
lump-sum payments. This simpli- 
fies the yard manager’s problems 
when he is out selling a job; he 
merely crosses out the part not 
used. 

The firm spent more than a year 
preparing the form and getting it 
approved. It was examined and 
okayed by a battery of attorneys, 
insurance companies and banks- 
including the Bank of America. 
Local banks in Lubbock like the 
streamlined form so well that they 
asked permission and are using it 
in their own operations. 

More than 5,000 of the forms 
have been used and no objections 
have been raised. 
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YOUR AD OF THE WEEK 





Deervice 


No. 21 of a series. 


Shoppers Read Ads for Gift Ideas 


At no other time of the year are so many people 
trying so hard to spend so much, as in the few weeks 
before Christmas. Shoppers read and re-read ads, 
study displays, even ask clerks for suggestions, hop- 
ing to find answers to their gift selection problems. 


You have a wide variety of merchandise that quali- 
fies perfectly for a place under the family Christmas 
tree. But those anxious-to-buy prospects won’t know 
it unless they’re told. Best way to get on their shop- 
ping lists is through well-planned advertising. 


ADservice offers many special mats that will add 
“gift appeal” to your ads. For example, note how 
the top illustration in the layout at right gives the 
entire ad a Christmas atmosphere, suggests that hand 
tools are excellent gifts for mother or daughter to 
buy for dad, and emphasizes the pleasure of the 
recipient. 


Good ads will help increase store traffic, but sales 
results depend on the effectiveness of your “follow- 
thru’’—on how well you establish the “holiday spirit” 
in your store through such things as: 


1. Exterior and interior decoration—lights, signs, 


huge pictorial cutouts, Christmas tree. 


2. Christmas music—with outdoor amplifier. 


3. Merchandise displays with liberal use of 
Christmas wrappings and decorations. Also descrip- 
tive show-cards and price tags that encourage extra 
purchases and stimulate impulse sales. 


SEE OTHER CHRISTMAS 
AD SUGGESTIONS IN 
THIS FREE BOOK 


Send coupon below for your 
saan 51 copy of ADservice book 
 erpoeelar showing 254 mat _ illustra- 

tions, plus ideas, copy sug- 

gestions, and layouts for year 

‘round campaign. 


\[ eerie? 





please print or type) 


\MERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book 


OMPANY 


\OORESS 











Suggested 3-col. ad using a few of the Christmas mats 
offered exclusively by ADservice. 
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DO IT YOURSELF! 
Make fine gifts with our 
FLUSH DOORS 





























La STORE HOURS 
Copy “— 


Here at (your name) we specialize in quality gifts that 
will be as useful and valuable years from now as the day 
you proudly give them! A few suggestions are shown here. 
You'll find dozens of others in our Christmas Aisle of Gifts 
... beautiful unpainted chests, bookcases, and other furni- 
ture ... famous (brand) power tools . .. (name other 
items). 
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Among the Dealers 





INGHAM COUNTY LUMBERMEN’S CLUB played host to 20 local wholesale 
lumber dealers during the club’s first annual dealer-wholesaler meeting in Lan- 
sing, Mich., last month. Club officers, left to right, are: William T. Gates, presi- 
dent, Gates Lumber Co., Lansing; Ross B. Thorburn, president, Thorburn Lumber 


& Coal Co., 


Mason; Norman Cove, secretary-treasurer, Hager & Cove Lumber Co., 


Lansing; ICLC president, J. S. Hayhoe, executive vice-president, Hager & Cove 


Lumber Co.; R. N. Gibson, Jr 


, general manager, Holt (Mich.) Lumber Co.; and 


club treasurer, Robert Smith, general manager of the Hazen Lumber Co., Lansing. 





Booklet Helps Customer 
Get Best Lumber Buy 


An informative booklet designed 
to protect the homeowner and the 
lumber user against misrepresen- 
tation when buying lumber has 
been made available to the public 
through local lumber retailers who 
are members of the Lumber Mer- 
chants Association of Northern 
California. 

“Complaints from homeowners, 
building inspectors and lending 
institutions made it evident that 
every day fast operators and fly- 
by-night truckers are swindling 
the public through misrepresenta- 
tion of lumber grades and short 
tallies,” said Jack F. Pomeroy, ex- 
ecutive vice-president of the asso- 
ciation. “The association has pro- 
duced this pamphlet in the interest 
of giving the consumer a simple 
means of understanding the ter- 
minology of lumber grading and 
the manner of figuring lumber 
quantities.” 

The pamphlet “How You Can 
Make the Best Buy on Lumber” 
points out the need for the public 
to get what it pays for by knowing 
how to check lumber to be pur- 
chased to insure that it is actually 
the grade represented, that the 
quantity is correct and the quality 
is that which is required for the 
use intended. 

Free copies of the pamphlet are 
available through retail dealers or 
by request to the Lumber Mer- 
chants Association of Northern 
California, 24 California St., San 
Francisco 11, Calif. 
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Lumber Sales Trail Home 


Industry leader predicts boom 
lumber year in 55. 


Despite the fact that national 
lumber consumption does not ap- 
pear to be keeping pace with the 
current upward trend in home 
construction, Julius Stulman, 
president, Stulman-Emrick Lum- 
ber Co., Inc., Brooklyn, recently 
predicted that 1955 will be a boom 
year for the lumber industry. 

Stulman said there is an average 
lag of three to five weeks between 
announced construction activity 
and lumber delivery. 

“A builder may announce he is 
going to put up 200 houses,” he 
explained, “and then he decides to 
build 20 at a time. Naturally, he 
orders only enough lumber for the 
20. As a result, the lumber indus- 
try is not feeling the natural bene- 
fits of increased building activity. 

“A few lumber companies have 
begun to feel the healthy effects 
of the increase in home construc- 
tion,” Stulman said, “but that does 
not appear to be true for the over- 
whelming majority. Despite a 
severe strike in the northwest 
which badly crippled lumber pro- 
duction, current lumber supplies 
are ample and companies are main- 
taining a medium to low inventory 
and prices are flexible. 


Remodeling Will Help 

Stulman said he did not feel 
home builders were using less 
lumber in their houses this year. 
“We look for remodeling work to 
require large amounts of lumber 
this year,” he said, “and we expect 
it to be one of the major factors 


$500,000 Fire Sweeps 
Meriden Lumber Yard 


A general alarm fire, its intense 
heat popping windows in buildings 
across the street, roared through 
the Meriden (Conn.) Lumber Co., 
last month and caused damages 
estimated at $500,000. 

The city’s worst fire in 20 years 
brought in 200 firemen from five 
communities. Four persons, two 
firemen and two yard employes, 
were injured during the four-hour 
fire. 

Origin of the fire was not imme- 
diately determined, but Frank 
Tomasello, accountant for the firm, 
said he spotted it when it was 
merely “a tiny tongue of flame” in 
a pile of hardboard behind the 
office. He ran for a fire extin- 
guisher but by the time he re- 
turned the fire was out of control. 

The damage estimate set by 
W. F. Terrell, treasurer and gen- 
eral manager of the Meriden firm, 
who said the half-block long yard 
and its contents of lumber and 
several buildings were in ruin. 


Building Increase 


in making the lumber 
even better next year. 

“I also believe the lumber busi- 
ness will enjoy a good year in 1955 
because there will be a big carry- 
over from this year and home con- 
struction will continue at a high 
level.” 


business 


Wholesalers Are By-Passed 


Stulman noted that retail lum- 
ber dealers are doing very little 
inventory buying. “There is a 
subtle change taking place in our 
distribution machinery of some 
markets,” he said “where new 
shipments are going direct from 
lumber mills to the building con- 
tractor. 

“Since many retailers — and 
wholesalers — are being by- 
passed,” he said, “it now puts it up 
to them to meet this challenge by 
doing a better merchandising job. 
They must get out and promote 
their services more.” 


Shell Lumber Yard 
Bought by Thompson 


Sale of the Shell Lumber Co. 
yard, Sibley, Iowa, to Thompson 
yards has been confirmed by J. A. 
Lloyd, Mankoto Div. manager of 
Thompson. The yard will be man- 
aged by Darwin Aaberg. 

The Sibley yard was established 
in 1872 at its present site. At that 
time there were no roads or set- 
tlers in the area. Lumber sold in 
this yard was used to build homes 
in Sioux Falls, Spirit Lake and 
surrounding areas. 
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Hottest Traffic 


CLOSET 


Self-Service for Masonite Peg-Board 
and Space Saver Panels 


They’ll sell faster and easier when you feature this 
attention-getting merchandiser. In just a few square feet 
you can display and demonstrate the popular line of Peg- 
Board panels and fixtures. And, you have a stock of 
fixtures conveniently at hand for quicker sales. Your 
Masonite representative will be glad to tell you how you 
can get one or more for your display room. 








(To obtain more data on advertised products see page 112) November 1, 1954, AMERICAN LUMBERMAN & 





Since the Horseless Carriage! 


MASONITE PEG-BOARD* 
SPACE SAVER PANELS 


Now, available in convenient, small-size panels (1 ft. x 4 ft. and 1/2 ft. x 4 ft.). 


Made of Tempered Presdwood® 1s" and 4" thick. 


@ What a traffic-builder! @ What a tie-in sales starter! 


@ What a merchandising “leader”! © What a profit producer! 


Your customers are already pre-sold on Masonite Peg-Board panels. 
They have seen them in dozens of major magazines. They have seen 
Masonite Corporation’s advertising. And everywhere they go they 
see these wonderful perforated panels in actual use. Practically every- 
body wants Peg-Board! What a market! 


Right now is the time to cash in on this ready-made demand by 
featuring these handy-size panels at a new low price. Every family 
is a prospect. 


Ask your Masonite representative to give you all the facts about 
this exciting new Masonite business builder. It’s terrific! 


NATURALLY STRONGER WITH LIGNIN 


MASONITE 
MADé BETTER 


CORPORATION 


Dept. AL-111, Box 777, Chicago 90, Ill. 


*Reg. T.M. U.S. Pat. Of, B. B. Butler Mfg. Co., Inc 


“Masonite” signifies that Masonite Corporation is the source of the product 
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Manufacturers in the News 





First Steel Garage Door Patent Granted by U. S. 


FIRST U. S. PATENT ever granted 
to a manufacturer of one-piece residen- 
tial steel garage doors has been issued 
to Taylor Made Garage Doors, Detroit. 
All models, including the one shown 
are covered by the new patent 


Patents for a frameless steel 
garage door—the first to be issued 
manufacturer of one-piece 
steel garage doors for residential 
use—have been issued to Taylor 
Made Garage Doors, Detroit. The 
patents, No. 2,686,579, cover design 
features of the door panel. 

One of the important features of 
the new patents is that the frarm- 
ing members are an integral part 
of the face sheet. This design 
forms an I-beam type of construc- 
tion where the sections of the door 


to a 


are welded together. Greater rig- 
idity with less weight is obtained, 
thereby effecting a savings in man- 
ufacture which is passed on to the 
consumer. 

R. L. Taylor, president of Taylor 
Made Garage Doors, is a pioneer in 
the one-piece garage door market. 
While Taylor has been active in 
the garage door field as a distribu- 
tor since 1937, it was not until 
1948 that he started manufactur- 
ing Taylor Made Garage Doors. 


Mineral Wool Association 
Elects Clark President 


BRUNSWICK, Ga.—At the clos- 
ing session of the annual two-day 
meeting of the National Mineral 
Wool Association recently held at 
Sea Island, E. K. Clark, vice-presi- 
dent, Johns-Manville Sales Corp., 
was elected president. 

Clark succeeds John W. Brown 
of Buffalo, vice-president of the 
National Gypsum Co. Brown was 
elected to the board of directors. 

Eldred Cayce, manager, building 
products div., Tennessee Products 
& Chemical Corp., Nashville, was 
elected vice-president of the asso- 
ciation. Paul A. Voigt, of Johns- 


Manville, was re-elected treasurer. 

The 21-year-old association, with 
headquarters in New York City, 
is comprised of principal manu- 
facturers of mineral wool insula- 
tion for home use. This material is 
also known as rock wool or glass 
wool. 


Dress Pattern Technique 
Invades Home Workshop 


To broaden its editorial scope, 
McCall’s magazine will introduce 
in its January edition regular 
home workshop features aimed at 
the whole family and a new line 
of shop-tested do-it-yourself pat- 
terns. These full-scale transfer 
patterns for home workshops are 
the first of their kind. 

These patterns will introduce to 
the workshop a technique long 
familiar to thousands of women as 
a timesaving device which elimi- 
nates the possibility of error. The 
pattern is placed on the material, 
pressed with a hot iron and the 
pattern is transferred full-size to 
the material whether it is wood, 
plastic or metal. 

With the patterns will come 
illustrated step-by-step  instruc- 
tions and a materials list. Each 
month projects will be selected and 
featured editorially in the maga- 
zine. Patterns will cost between 
40¢ and 75¢ retail. 





McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 


Quaitly 
WESTERN 
SOFTWOODS 
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From A Dowel Pin Cut Off 
To A Plywood Panel Rip 


Offers Smooth, effortless sawing efficiency . 
pile. . . . Saves handling costs. 


The famous PORTER-CABLE saw is standard equipment on the 
RADIAL SEE-SAW. Available without saw. 


Write today for illustrated literature 


RADIAL 
SEE-SAW 


World’s 
Lightest 

Most Compact 
Radial 

Saw 


. . At the material 


4140 Syracuse 
Dearborn, Mich. 
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TILTING ARBOR BAND SAW has a 
tilting mechanism counter balanced to 
tilt with the slightest pressure. Manu- 
factured by Toolkraft Corp., Spring- 
field, Mass., makers of Darra-James 
power tools, the saw blade can be tilted 
while the saw is in operation. Blade 
tension and blade guides remain in 
proper adjustment through all angles 
of tilt and the table remains flat. 


FOR YOUR CONVENIENCE 


Packaged deals are very popular these days and we are 
offering here a packaged deal that really SELLS. Every handy- 
man, and woman too, will find use for a wood scraper. You 
can sell this group of not one, but three Wood Scrapers at a 


price they are willing to pay. 


The three scrapers retail for $1.98. They are packaged in a 
special box and if prominently displayed will move fast. Three 
books of extra blades are included, but we suggest you pur- 
chase additional stocks of these blades. You will have requests 6 ins. 


for them. 


MEET US IN BOOTHS 50-54 AT THE 
NATIONAL HARDWARE SHOW, CHICAGO 


THE FLETCHER-TERRY COMPANY 


FORESTVILLE, CONN. | 


738 SOUTH STREET . 


A Packaged 
Group of Handy 
Wood Scrapers 


Black & Decker Moves New York Branch 


The New York sales and service 
branch of the Black & Decker Mfg. 
Co., formerly located in Manhat- 
tan, has moved to new and larger 
quarters at 5615 Queens Blvd. 

The new building covers an area 
of 6,900 square feet and has a 20- 
car parking area. A modern show- 
room, office and stockroom space 
provide ample facilities to stock 
and display a wide range of thie 
firm’s portable electric tools. G. C 
Fischer is the branch manager. 





Group Formed to Promote 
Full Basement Building 


Popularizing full basements for 
new homes is the goal of the Mod- 
ern Basement Association recently 
formed in Chicago by a group of 
national manufacturers and sev- 
eral trade associations. 

“The growing do-it - yourself 
trend, with the additional space 
required for workshop areas points 
up the need for extra space that 
can be provided economically by a 
basement,” says Ted Dahlstrom, 
president of the group. “In no 
other phase of home construction 
do you get as much for your dollar 
in terms of cubic feet of space.” 

Besides Dahlstrom, an official of 
the Concrete Contractors Associa- 


tion of Chicago, other members of 
the new group’s board of directors 
are Clare T. Kelly, Kewanee Mfg. 
Co.; Gordon Stepanek, Portland 
Cement Association; John G. Sym- 
ons, Symons Clamp & Mfg. Co.; 
John Demling, Air Conditioning 
Alliance; George Lyons, Bilco 
Mfg. Co.; and Ted Criel, Excava- 
tors Association of Chicago. For 
further details write Modern Base- 
ment Association, 4049 W. Crystal 
St., Chicago 51, Il. 


Pioneer Plywood Salesman 

George Waetijen Retires 
George L. Waetjen, founder and 
president of the Milwaukee Ply- 
wood Co., is retiring after 45 years 
in the business. He was one of 
(continued on next page) 























modities 








This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
Write for HANDIBELT Bulletin No, AL-114. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 


SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBEL 


RAVITY & POWER 


converons | 
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the earliest Wisconsin plywvod 
dealers and at 71 is one of the old- 
est living plywood dealers. 

He was one of the organizers 
of the National Plywood Distribu- 
tors Association. “As far as | 
know,” he said, “I was the first 
man to found a firm devoted exclu- 
sively to the wholesale selling of 
veneer panels, now known as ply- 
wood. I’ve seen it grow from an 
infant to a giant.” 

Waetjen started his own busi- 
ness in 1908 and sold his interests 
recently to the Aetna Plywood & 
Veneer Co., Chicago. He will re- 
main with the firm for one year in 
an advisory capacity. 


NEW LOOK IN TANKS is blossoming 
out among Chicago's 25,000 wooden 
sprinkler tanks as the Chicago Wooden 
Tank Co. installa modern redwood 
tanks capped with aluminized steel 
roofs. The dome can be used on either 
old or new tanks and comes prefabri 
cated for easy installation 


© rnamental 


GATE 
HARDWARE 


Designed to add antique charm 
to gate, Dutch doors, or Rumpus 
Rooms. These new hinges are 
finished in antique black or 
cadmium plate. Constructed of 
heavy wrought steel, the strap 
is one piece wrap-around with 
loose pin for use on left or right 
hand gates . . . Comes in three 
styles: tee, strap and masonry. 


m» ARROW SMITH> 


poole) GN. ie meeli mee) ite) 7 vile), | 
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Dummy hinge straps for the back side 
of gates or doors; slide bolts and gate 
pulls are also available . 
for information on the complete set. 
Packed one pair to a box with Lag 
Bolts or in bulk pack without Lag Bolts 


Foresters Pool Talents, 
Form Consultant Firm 


Clyde S. Martin, who until re- 
cently was forest counsel for Wey- 
erhaeuser Timber Company, has 
opened joint offices with George L. 
Drake, formerly vice president in 
charge of logging for Simpson 
Logging Co., at 1124 Puget Sound 
sank Building, Tacoma 2, Wash- 
ington, as Forest Consultant. 

The two men will work inde- 
pendently except when they might 
wish to combine on a specific job. 
Both have long experience in for- 
estry and logging. Both are former 
presidents of the Society of Ameri- 
can Foresters. 

Retired from their respective 
companies, they hope to work on 
most of the problems confronting 
industrial forestry but not to com- 
pete with existing consultants in 
cruising, timber brokerage, or 
other strictly forest engineering 
work but rather forestry relations, 
forest protection, forest policy, etc. 





Companies Announce 





Consoweld, Wisconsin Rapids, Wis., 
announces the appointment of three 
regional field representatives. Don J. 
Hagen has been named regional field 
representative for the south-central 
states. Bruce MacLachlan has been 


assigned the east-central seaboard 
states and Emmett A. Jacobson will 
cover seven east-central states. 


Gar Wood Industries, Wayne, Mich., 
has appointed H. J. Howerth product 
sales manager for its line of trucks 
and winches. Howerth will be respon- 
sible for the development of a new 
sales program to increase Gar Wood’s 
leadership in the truck winch field. 


Miracle Adhesives Corp., New York 
City, has elected Peter Vogel vice- 
president and manager of all west- 
coast operations at a recent board of 
directors meeting. For the past two 
years Vogel had been western district 
sales manager. 


Roddiscraft, Marshfield, Wis., has 
opened a new warehouse in St. Paul 
for the wholesale distribution of ply- 
wood, doors, wall paneling and allied 
products. The addition of the new 
warehouse brings the firm’s warehouse 
facilities to 23. Grover B. Sorenson 
has been named manager of the new 
warehouse. 


Atlas Plywood Corp., Boston, re- 
cently named Stanley R. Venne of 
Escanaba, Mich., vice-president in 
charge of all sales. 


Moe Light Div., of Thomas Indus- 
tries, Inc., Fort Atkinson, Wis., has 
appointed Roger E. Keyes as sales 
representative. He will represent Moe 
Light in Indiana and northeastern 


Ohio. 





trial needs. 


. . Write 





; } 


GLIDEOVER 
INV (a: 
DOORS 





OPERATORS 


Model 53—Built with “Tension” springs, in 34 stock sizes from 8’x6’6” 
to 16’x7’; 4 or 5 sections; panels solid or open as per specifications. 


Model 54--Built with “Torsion” springs, in 34 stock sizes from 8’x6’6" 
to 16’x7’; 4 or 5 sections; panels solid or open as per specifications. 
Special sizes up to 24’x24’ for all residential, commercial or indus- 


Custom Built Doors—with raised, ornamental or flush sections pro- 
duced according to individual specifications. 


“Automatic Doorman”—Wagner’s magic electric operator furnished for 
all makes of sectional overhead and most one-piece doors. 


Write for Bulletin No. AL-54. 


like —Sawhorse Trestles — Scaffold Bracket 


—Felding Ladder Brackets — Farm Building 
Hardware and Specialties. 


Ask for Bulletin AL-54H. 


WAGNER MANUFACTURING COMPANY 


CEDAR FALLS 


IOWA U.S.A 
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Better farming makes him 
a better customer for you! 


Top farmers produce twice as much per acre, 
twice as much per man, as average farmers— 
and buy twice as much to live twice as well. 

Our job is to help more farmers become 


tai Siesiies. Starting in January- 


That makes more top customers for you 


For what you sell—lumber products — is Country Gentleman IS 
needed to achieve better farming. 


Better farming on more farms—more sales changing its name to 


to more prosperous farmers . . . that’s what 


————. ar 
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All about Wholesalers 





Predict Building Boom to Continue Past '55 


BUILDING ANALYST, 


lick, explains to 


feels the commercial 
will continue through 


“first in the hearts’’ 
of BUILDERS 

HOME OWNERS 
INDUSTRY 


BEECH 
PECAN 


Hardwood 


Ray C 
representatives of 
hardware manufacturing firms why he 
building 
1955 


Speaking before the ninth an- 
nual National Builders’ Hardware 
Exposition in Chicago recently, 
Leo J. Pantas, general manager, 
Yale & Towne Mfg. Co., predicted 
a continuation of the current 
building boom throughout 1955. 

“This will be the tenth year of 
uninterrupted high-level construc- 
tion begun right after World War 
II,” Pantas said while describing 
Yale & Towne’s extensive expan- 
sion of plants and product lines. 
“We are part of a revolution in 
the American way of life. The 
housing needs and the housing 
concepts of our expanding popu- 
lation are supporting a level of 
construction that will continue at 
boom proportions. 


More Commercial Buildings 


“The average of a million new 
home starts a year since 1946, the 
new schools and hospitals that 
have been erected, the new apart- 
ment houses and commercial build- 
ings constructed have not ap- 
proached the demand of our house- 


Wenz- 


boom 


hungry population.” 

Confirming Pantas’ 
statements, Roy Wenzlick, build- 
ing analyst, predicted a rise in 
commercial building construction 
for 1955 and more shopping cen- 
ters. 

“The trend is away from ribbon 
commercial districts,” Wenzlick 
said, “and toward the nucleus-type 
shopping centers.” 

Wenzlick also predicted a rise 
in private hospital construction 
and a decline in government hos- 
pital building. He also predicted 
that the commercial building re- 
modeling market could bear watch- 
ing as a source of hardware sales. 

“Though some cities are reach- 
ing the saturation point in new 
office building construction,” he 
added, in the majority of metro- 
politan centers, the commercial 
building boom is yet to come.” 


optimistic 


Officers Elected 


At the four-day joint meeting 
of the National Builders’ Hard- 
ware Association and American 
Society of Architectural Hardware 
Consultants, L. C. Booth was elect- 
ed president of the latter. 

Booth is vice-president of Amer- 
ican Hardware Corp. in charge of 
P&F Corbin sales, and has been 
with the firm since 1938. 








su atyix = 


pUNT: VERNON 


Kiln-Dried Finish 


WHOLESALE 
REDWOOD DISTRIBUTORS 


Hobbs Wall have been shipping 
Redwood lumber to retail 


Dealers since 1865 


Sidings © Truck and Rail Shipments 


Exclusive Distributors For 
WILLETS REDWOOD PRODUCTS CO. 


A MEMBER OF THE CALIFORNIA 
REDWOOD ASSOCIATION 


HOBBS WALL 
LUMBER CO. 


405 Mentgemery Street © San Francisco, California 
GArhleld 1-7752 


You can count on preference for "Mt. Vernon" 
Brand because you can count on quality lumber 
carefully kiln dried, and well manufactured and 
graded into flawless flooring. Feature it and win 
new and repeat business now. 


ALSO BAND SAWN HARDWOODS. Write or cali— 


MOBILE RIVER SAW MILL CO., 


Mt Vern 


INC. 


bam, 
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Truscon *8 Arch Corner Bead 


in New Design for Easy Bending 


This new and improved Truscon design will make it 
easier for your Customers to construct true, symmetrical 
arched openings right on the job. You can tell them 
that this arch is easier to cut, easier to bend, easier to 

x form than ever before. Flanges are straight and square 
Truscon #8 Arch Corner Bead forms a for tight, close fit. Now available from Truscon ware- 
graceful curve, fits close and tight. Flange : : 
design makes for easy nailing, too. house stocks in all usual sizes and bundles. Be sure 
you’re set to sell the new “‘T”’ design. Send coupon 
below for sample. 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


1058 ALBERT STREET + YOUNGSTOWN 1, OHIO 
Export Department: Chrysler Bldg., New York 17, N. Y. 


r an ae om an am an on an a om on ab aes 


. 


REPUBLIC STEEL YOUNGSTOWN 1, OHIO 


| FREE SAMPLE: Please send me a sample of new #8 Arch 
| Corner Bead to demonstrate its easy bending. 
New design is easy to snip for forming | Neme _ Title 
curved sections. Note straight flange and 
identifying “T.” | 








Firm _ 





Address 


em on om a= on ow ow oo 


City ___ Zone __ State 


a | 


SUILDING PropucTts MERCHANDISER (To obtain more data on advertised products see page 112) 81 





THE LUMBER MARKET 


Only Log Supply 
Disturbs Tacoma Area 


TACOMA The lumber market 
continues to maintain the flourish- 
ing condition that has prevailed 
ever since the strike termination 
and all indications point to a con- 
tinuation of this situation. 

Demand is strong and steady, 
prices and production are good and 
the general outlook is more en- 
couraging than it has been for 
many months. At this moment, the 
only apparent drawback is the pos- 
sibility that inadequtae log sup- 
plies may necessitate production 
curtailments when adverse weath- 
er begins. But that is strictly for 
the future. 

Log supplies at the moment are 
ample and manufacturers are mak- 
ing every effort to accumulate 
sufficient reserves to meet all an- 
ticipated requirements. Weather 
conditions so far this fall have 
been most favorable to top logging 
production. 

The lumber market generally, as 
far as the state of Washington is 
concerned, is the most favorable it 
has been since the corresponding 
period a year ago, according to 





Peter R. Giovine, acting commis- 
sioner of the state employment 
security department. To this, he 
attributes a major improvement in 
the state’s employment situation. 


Market Stronger Than 
Justified by Orders 


SEATTLE The market is 
stronger than appears justified. 
Production and shipments have 
exceeded orders for the past five 
weeks but most prices are steady 
and firm to a little higher. 

A mild fall is enc ouraging manu- 
facturing. Log input is so great 
rail shipping points in many areas 
are congested but complaints of 
shortages are still current. De- 
mand is attributed greatly to need 
to finish housing starts before 
winter. 

In the fir market prices and de- 
mand are firm and steady except 
for green boards which bring up 
to $6 more depending on the origin 
of shipment. The board market is 
described as a little crazy with a 
big demand for California which 
area is also buying lots of No. 1 
5X shingles. 


Dry hemlock is in much better 
supply and prices have eased off 
$5 on uppers and $4 and $3 on 
specified and random dimension. 
Shingle prices are firm to 25¢ 
higher in No. 1 and 8 perfections. 

Cedar siding is firm with prices 
unchanged except for *4 by 10 
clear bungalow siding which sells 
at $200 and $195 in the clear and 
“A” grades. Pines are firm and 
steady with prices unchanged ex- 
cept for No. 3 Ponderosa common, 
up $2 and No. 4 up $5. Spruce 
prices remain the same. In the 
export market Australia is active 
and U.K. is buying from Canada. 

Inventory of logs as of October 
1 revealed 775 million feet in the 
Douglas fir belt which is 453 mil- 
lion feet less than a year ago. 
Logs in the hands of millmen and 
loggers in the districts October 1 
were: Puget Sound, 35714 million 
feet; Columbia river, ‘360, and 
Grays Harbor, 57 million. 


"Hot" Market in 
Northern California 


SAN FRANCISCO — The north- 
ern California lumber market is 
“hot” with practically everybody 
oversold and the mills with big 
order files. 








Wake your ccnape lumber 


PICKET 
CUTTER 


. 





or 1%” thick, 


WAYS 


1, Offset Track 


Graduated Hinges 
3. Roctve-Gelvenized 


=> 6 ¢ 


There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are cvailable from 8’x6'6" to 
9'x7', two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9x9’ to 20’x12’. . 


“WEDGE-RITE” 
OVERHEAD “coor SETS 


BETTER! 


4. Fa Standord 
ingle & 2-Car 
Siess 


5. Amazing Low Prices 





- for all doors 1%” 


Turn those odds and ends of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
to 250 pickets per hour . . . smooth finish . . . ad- 
justable for width, Light-weight and portable (38 
lbs.), yet rugged and durable for years of service. 
Anyone can operate . . . prompt delivery. 


Superior “WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! hyp 5 load or corload lots 
in stock sizes. Kiln dried, Douglas Fir, dowel 
construction. Lowest Fea 
WRITE FOR FULL INFORMATION 
AND PRICES! 








Write Us For ‘aoa Information! 





H. A SCHUBERT lo} tut DOR-SET 


CORPORATION 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 


W Iimette 
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Demand is holding up “beauti- 
fully” according to industry 
spokesmen, and distribution is 
general with no flat spots. Prices 
are stable and firm at the same 
level as two weeks ago. 

Many in the industry, however, 
feel that the stage is set for an up- 
ward swing in prices. Based on 
the number of building plans al- 
ready announced for next year, 
there’s some feeling that the mar- 
ket will remain “hot” until next 
spring. 

Judge Frederick G. Hamley of 
the Washington State Supreme 
Court and chairman and public 
member of the seven-man board 
established to study issues in the 
recent Pacific Northwest lumber 
strike has set dates for hearings 
of testimony. 

The CIO Woodworkers and AFL 
Lumber & Sawmill Workers will 
present their case together on Oct. 
28 and 29. Testimony of the em- 
ployers will be heard Nov. 4 and 5. 

Rebuttals will begin Nov. 22 and 
all sessions will be held in the 
state office building at Portland. 


Southwest Mills 
Building Inventories 


KANSAS CITY — Mills in the 
southwest are beginning to catch 
up with the heavy orders that 
flooded them during the west coast 
strike period. New orders, while 
still brisk as result of the large 
amount of construction taking 
place in the area, are tapering off 
from the September average book- 
ings. Of note was the fact that 
neither mills nor retailers had any 
inventory to speak of and mills are 
now trying to augment their stocks 
while the weather is favorable for 
open operations. 

So insistent has been the demand 
for lumber this summer that a 
goodly portion of the orders re- 
ceived by mills went directly to the 
jobs, bypassing the retailers’ yards 
and thus eliminating extra loading 
and unloading. Retailers have not 
been anxious to put in too much 
stock in their bins, especially fol- 
lowing the fast runup of prices in 
June and July. 

Lists still are around $5 a thou- 
sand above June levels, with the 
prices off from their peaks. 


Lumber Nationally 


Lumber shipments of 502 mills 
reporting to the National Lumber 
Trade Barometer were 8.4% below 
production for the week ending 
October 9. In the same week new 
orders of these mills were 16.0% 
below production. Unfilled orders 
of the reporting mills amounted to 
43% of stocks. For the reporting 
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softwood mills unfilled orders were 
equivalent to 24 days’ production 
at the current rate, and gross 
stocks were equivalent to 52 days’ 
production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.6% above production; new or- 
ders were 3.5% above production. 


Western Pine 

There were 113 mills reporting 
to the barometer of the Western 
Pine Association for the week end- 
ing October 9. Production was 85,- 


667,000 feet, shipments 78,722,000 
feet and orders 74,447,000 feet. 


Your own 
eyes fell you-- 


Shipments were 8% below produc- 
tion. Orders were 13% below pro- 
duction. Orders were 5.4% below 
shipments. 


Southern Pine 


There were 112 mills reporting 
to the barometer of the Southern 
Pine Association for the week end- 
ing October 9. Production was 17,- 
212,000, shipments were 17,336,000 
and orders were 16,861,000. Ship- 
ments were .72% above production 
and orders were 2% below produc- 
tion for the week. Orders were 
2.7% below shipments. 


OAK FLOORING 


® GREATER STRENGTH 


® EYE-CATCHING BEAUTY 
® ADDED SALES APPEAL 


Has all these advantages 


You've got to see this flooring to appreciate 
its beauty — and it's as durable as the Ozark 


mountains from where it is grown. 


Ozark Oak Flooring is dried in modern kilns and 
supplied with a satin smoothness that requires 

a minimum of sanding and finishing — seves you 
time and money. It is NOFMA graded under strict 
manufacturing control for matching consistency. 


Yes, you be the judge and see for yourself why 
Ozark Oak Flooring is better, Specify it on your 


next Flooring order. 


@ 
bt 
[NOFA | 


bad 


Available in all standard sizes. 


The OZARK OAK FLOORING CO. 


BISMARCK, MISSOURI 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGIAS FIR 


Vertical Grain Flooring 


B&Btr. Cc 
175.00 


Flat Grain Flooring 
150.00 
160.00 
Drop Siding 


1x6 (Pat. #106) 
1x6 (Pat. #116) 


Ceiling 


170.00 
170.00 


138.00 
130.00 


Board nd shiplap and 2” (Green) 
= "xe 1x8 1x10 1x12 
No, TYTTIT.. 70.00 
No, ooseve ean 64.00 
No. : 55.00 


2x 4 
2x 6 
2x 8 
2x10 
2x12 


No. 2 Dimension 


2x 4 72.00 72.00 
2x 6 71.00 74.00 
2x 8 71.00 70.00 
2x10 71.00 70.00 
2x12 71.00 69.00 


No. 3 Dimension 


Dry lumber) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 14.50-15.00 
No. 2 24” 4/2 .50- 9.00 
No, 3 24” 4/2 -00- 4.25 


Perfeetions 


No, 1 18” 6/24 2.50-12.756 
No, 2 18” B/2 it 7.25- 7.60 

No. 3 18” 5/2% 5.00 
XNXXXX 


No, 1 16” 6/2 00-11.50 
No, 2 16” 6/2 .50 
No. 3 16” 5/2 .25 





WESTERN RED CEDAR 


Prices for Western Hed cedar sidin 
in mixed cars, new bundling, SW to 1 
are: 


Beveled Siding, % inch 


Clear 
: ae 0 
135.00 


Clear Bungalow Siding, % inch 
inch 175.00 170.00 
200.00 195.00 
195.00 176.00 


1x10 eevece 
BEBE cecendeceseseccces 


Celling of Flooring, B and Btr, 
2 to 10 or Longer 


B&Btr. Cc D 
UXS cceeeseces++185.00 125.00 100.00 
U4 cccceeecess+1856.00 126.00 100.00 
Discount on mouldings, 6’ to 20’ odd 
lengtha. 


Series 8,000 
Listing under 4.00—list pine 35%. 
Listi 1 


ng 4.00 and over—list plus 35%. 


Clear Lattice, 5/10 x 1%"—3 to 1% 
SOD Mes Ob 0 cocccuseescessceooctee 


84 


WESTERN PINES 


Ponderosa Pine 


Selects 
S82 or 48 
C&Btr. RL 


Shop, 828 


5/4 RW 


and 
4/4 RW 6/4 RW 8/4 RW 
260.00 265.00 270.00 


Commons, 82 or 48 
B&Btr. No. 3 
Ix 8 RL ....110.00 70.00 
1x12 RL ....122.00 70.00 
Idaho White Pine 
Selects S82 or 48 
x4 1x6 1x8 
C&Btr. RL .270.00 270.00 270.00 275.00 
D RI 230.00 230.00 230.00 245.00 
Commons, 82 or 48 
No. 1 No. 2 No.3 
157.00 145.00 100.00 
186.00 151.00 100.00 
Sugar Pine Selects $2 or 48 
4/4RW 5/4RW 6/4 RW 
B&Btr. RL. .265.00 280.00 285.00 
; 275.00 280.00 
245.00 245.00 


No. 1 No. 2 
152.00 122.00 
152.00 122.00 





OAK FLOORING 

Clear Pin #x2% Hx1% 
White 185.00 160.00 
Red 191.00 167.00 


Sel. Plain 
White , 148.00 
Red a 152.00 


#1 Com, 


White ; 132.00 148.00 
Red ; 132.00 148.00 


%x2 
172.00 
172.00 


162.00 
162.00 


105.00 75.00 80.00 


#1 Com, & 
Btr. Shorts 
1%’ 120.00 87.00 90.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. 
1x4 Heart ......250.00 


Flat Grain Flooring 


URE cccccccccecrd 70.00 
Be cecce 


Drop Siding 


1x6 #106 ......191.00 
1x6 #116 ......191.00 


Boards & Shiplap 
1x6 1x8 1x10 
No. 1 
+ -140.00 


145.00 
No. 2 .....+. 84.00 " 87.00 
No. 3 ...... 69.00 . 73.00 


Neo. 1 Dimension 


170.00 


12’ 14 16 18’ 

4 0 00 112.00 
99.00 101.00 00 109.00 

2x 8 99.00 $9.00 -00 190.00 
2x10 114.00 114.00 114.00 127.00 
2x12 132.00 132.00 132.00 142.00 


No. 2 Dimension 


2x 4 94.00 95.00 
2x 6 91.00 91.00 
2x 8 93.00 90.00 
2x10 94.00 98.00 
2x12 90.00 90.00 


Neo. 3 Dimension R/L Only 
se eeeeeeeeceseceeceees ta00 


8.00 


107.00 
101.00 
98. 
110.00 
117.00 


All of the above stock kiln Dense Stock. 


REDWOOD 


Bevel Siding 


%x 4 V.G. Clear All Heart..... 
x 6 V.G. Clear All 
. Clear All 
Clear All 
Clear All 
Clear All 
Clear All 
. Clear All 
% 3. Clear All 
% x12 V.G. Clear All Heart 


Note: A grade Y.G. Redwood Siding 
65.69 less for %, % and % in above 
sizes. 


Pr 
MMMM MM 
Sanmowne 
<<<<<<< 
aaRaaaD 


~ 


Anzac Siding 


1x10 V.G, Clear All Heart 
1x12 V.G. Clear All Heart 


Finish 


ix 4 Clear Heart S4S 
1x 6 Clear Heart S4S 
1x 8 Clear Heart S4S 
1x10 Clear Heart S4S...... 
1x12 Clear Heart S4S 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B& Btr. Cc D 
165.00 160.00 95.00 


Flat Grain Flooring 


1x4 - +++ 140.00 


135.00 85.00 
Be bavewveeces 2 AOOee 


145.00 115.00 
Drop Siding 


1x6 (Pat. #106).160.00 


155.00 100.00 
1x6 (Pat. #116).160.00 


155.00 95.00 
Celling 


3. 75.00 
120.00 5. 75.00 


Boards and Shiplap and 
2” (Dry) 
1x8 1x10 
No. 74. 76.00 75.00 
No. . 67. 69.00 67.00 
No. q 52.00 52.00 


io. 1 Dimension 
12’ P 16’ 18’ 
2x 4 80.00 80.00 80.00 
2x 6 80.00 } 80.00 80.00 
2x 8 80.00 80.00 80.00 
2x10 80.00 80.00 80.00 
2x12 80.00 80 80.00 


No, 2 Dimension 
2x 4 
2x 6 
2x 8 
2x10 
2x12 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr. 100.00 105.00 103.00 105.00 
No. 3&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (air dried) 
14’ 16’ 
75.00 75.00 
75.00 5. 
77.00 ; 
, 77.00 
2x12 é 75.00 


3-3 -3-9-3 
NAANIKS 
ooocoeo: 
coosooe® 


No. 2 Dimension 


70.00 70.00 

70.00 70.00 , ’ 

72.00 72.00 J 3 . 

70.00 72.00 a 0.00 70.00 

70.00 70.00 70. 72.00 72.00 
Mills are now grading boards No. 2 


and 3 common. Mills do not grade out 
No. 3 dimension as in fir. 
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Heres Why xenrite, ne. FLoors ARE 


FIRST CHOICE FOR “DO-IT-YOURSELF” FAMILIES 


BUILDING 


They know Kentile, Inc. 
floors because each one 
is backed by more Full Color 
Advertising than any other 
floor of its type 


The millions and millions of interested home- 
makers everywhere who read America’s favor- 
ite magazines know all about the top-quality 
... the long wear and easy-to-clean beauty ... 
the fun, ease and economy of Self Installation. 
And, they know that the local Kentile, Inc. 
Dealer is the best place to spend their flooring 
dollars. That’s why it will pay you to be sure 
you're that dealer . . . cashing in on the tremen- 
dous demand built by Kentile, Inc. advertising, 
quality and value. 


2 


It’s so easy to design a 
Kentile, Inc. Floor 


This handy KenStyler takes just a few inches of 
your counterspace ...lets every prospect see just 
how the Kentile, Inc. Floor chosen will look at 
home. And, it costs just $10.00 complete with 
full color selection of sample tiles, self-installation 
directions and colorfully-illustrated literature. 


Propucts MERCHANDISER 


Kentile, Inc. Floors are famous 
for quality and dependability 


Every resilient tile floor that carries the Kentile, 
Inc. name is the best that can be made .. . tested 
and retested at every stage of manufacture. This 
means that the products you sell will be sure to 
give complete satisfaction . . . bring customers and 
their friends back time and time again. 


Have a big profit business 


... Your Kentile, Inc. Flooring Department 
will be the busiest section of your 

store ... creating traffic and demand 

for the other items you carry. Get full 
details from your Kentile, Inc. Wholesaler 
or Sales Representative. Or, write 

the nearest office listed below. 


THE KENTILE, INC. LINE IS YOUR PROFIT LINE 


KENTILE uc. 


*Reg. U. S. Pat. Off. 


KENTILE « KENCORK * 


KENFLEX + 


KENRUBBER + 
KENFLOR 


KENTILE, INC., 86 SECOND AVE., B'KLYN 15.N. ¥.* 360 FIFTH AVE. .W.Y.1 
7OS ARCHITECTS BLOG., 17TH & GANGOM STE., PHILA. 3, PA. + 1211 NEC 
BLOG., CLEVELAND 14, OHIO + 800 PEACHTREE ST... WN. E., ATLANTA 5, 
GA. * 2020 WALNUT &T.. KANGAS CITY 6. MO. + 4832 GO. KOLIN AVE., 
CHICAGO 32. ILL. * 4501 SANTA FE AVE., LOS ANGELES 56, CALIF, 


(To obtain more data on advertised products see page 112) 





| TEVE. si nition arian 


their own repairing and remodeling. And 


they spend a whopping *6 billion a year 


doing it! You can raise the level of your 


consumer business by featuring products 





advertised in The Saturday Evening Post. 
The Post is read more and trusted more 
than any other weekly.” And its readers 


BYE YOUP DEST PFOSPOCTS ieee 
| POST Seanad 
—/1% own their own j memo Od 








homes. The Post gets to : 





the neart of America. 








NEW PRODUCTS 


(begins on page 48) 





Thatch Roof Shingle 


The Ruberoid Company introduced 
a new asbestos-cement roof shingle 
called American Thatch at the NRLDA 
exposition. Made to achieve all the 
fire-proof, permanent appeal of asbes- 
tos-cement shingles the new product 
overcomes the high application costs 
of older products. The shingle meas- 
ures 12” x 24” with thatched edges 
and is applied with both side lap and 
head lap to emphasize the thatch 
effect. To increase wind and storm 
resistance, the roofing is put on with 
a specially-designed storm anchor as 
well as with nails. The product is 
produced in colorful blends of white, 
green, black and red. Each shingle is 
striated to create a pleasing architec- 
tural effect on the roof. Field experi- 
ments indicate the new shingle can be 
applied on conventional roofs at the 
same speed as asphalt strip roofing. 
The Ruberoid Co., Dept. AL, 500 Fifth 
Ave., New York 36, N. Y. 


For more data circle No. 8 on coupon, p. 112 


Fork Lift for Tractors 


Sherman Products, Inc., announces 
a fork lift attachment for tractors for 
mechanized materials handling on off- 
pavement surfaces. Known as the 
Sherman Fork-Lift, it is designed for 
use on Ford tractors. The attachment 
operates hydraulically and will lift 


ee 

4,000 pounds 10 feet into the air. 
er — is standard. 
27”, 33” and 48” lift forks, other at- 
tac Loe include: a crane, angle 
dozer, scoop bucket, concrete bucket 
and concrete blocks forks. Sherman 
Products, Inc., Dept. AL, Royal Oak, 
Mich. 


For more data circle No. 9 on coupon, p. 112 


Pow- 
In addition to 


Plain White Panelyte 


Inspired by the decorator use of 
plain white plastic laminate tops on 
living room tables as well as kitchen 
and bedroom counter tops and bath- 
room shelves and vanities, the Decora- 
tive Panelyte Division of the St. Regis 
Paper Company announced the avail- 
ability of plain white in its distributor 
line. Plain white St. Regis Panelyte 
sheets will be available in the 1/16” 
professional thickness and in the fol- 
lowing sizes: widths, 30” and 36”; 
lengths, 96” and 120”. Decorative 
Panelyte Div., St. Regis Paper Co., 
Dept. - eg 230 Park Ave., New York 
Ab Ae A 


For more data circle No. 10 on coupon, p. 112 


Sash and Door Holder 


The Stanley GA-H156 sash and door 
holder will hold any normal sized sash, 
screen, door or other woodwork up to 
3%” in thickness, rigid and ren 
Clamps and releases automatically and 
is provided with cushioned clamping 
device to protect article being worked 
on. Stanley Electric Tools, Dept. AL, 
New Britain, Conn. 


For more data circle No. 11 on coupen, p. 112 


Drop-Leaf Window 


The Klyn-Ezy Drop-Leaf window 
sash unit slides up and down and tilts 
inward for cleaning. It can be in- 
stalled in old window frames without 
changing any construction of the 
frame. The sash unit is self balanced 
and can be installed with a screw 
driver. Zan’s Lumber & Millwork Co., 
Dept. AL, 7 E. 41st St., Bayonne, N. J. 


For more data circle No. 12 on coupon, p. 112 
(continued on next page) 
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FILL ALE YOUR STEEL PRODUCT. NEEDS 





@ Nails 
@ Stapies 


© Poultry Netting @ Stone Wire 


@ Chain Link Fence 


ComTimewrar FENCE 


LOOK AT ALL THE ITEMS 
YOU CAN GET IN ONE SHIPMENT 


© Clothes Line Wire 


with one CONTINENTAL ) 
MIXED SHIPMENT _ “| 


ul 
AND GUARANTEED! 





© Steel Line Pests 


© End and Corner Posts 
© Electric Fence Pests 
© Tubular Braces 

© Fence Stretchers 

© Galvanized Roofing 


SEE YOUR 
CONTINENTAL 
SALESMAN TODAY! 


CONTINENTAL 


STEEL CORPORATION *« KOKOMO, INDIANA 


o Farm Fence 

© Poultry Fence 

© Ornamental Fence 

© Diamond Mesh Fence 


@ Gates 

© Barbed Wire 

© Annealed Wire 
© Galvanized Wire 


o Welded Fabric 

@ Hardware Cloth 

© Bale Ties 

© Automatic Baler Wire 











Barb Wire e@ Standard Styles of Galvanized 
Roofing and Siding © 
Wire Products 


Nails, Staples, Lawn Fence, 


4 Producers of 15 types of Farm Fence, Posts, Gates, 


3UILDING PropucTts MERCHANDISER 


(To obtain more data on advertised products see page 112) 





MIXES IN COLD WATER! 


CONSUMERS 
PATCHING 
PLASTER 


- for cracks, holes 


Patching 
Plaster 


and general repair 





Famous for 
QUICK SALES 
because it... 


1. Needs no sizing. 
. Mixes white in cold water. 
Knits quickly to old plaster. 
. Will not check or shrink. 


. Does not peel or crack. 


® Available in 1, 2% and 5 tb. cartons; 


2, 5, 10, 15 and 50 Ib. paper bags; 100 
and 300 Ib. drums. 


ee 


ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST $T. LOUIS 6. MO 


Finest 
SCREEN 
Rollers 


Convex Face 











ing am 2” dia. x 


Primarily b- ay jp nputing te 
ing into ‘Con be 
supplied we Hr rounded “ae 


Concave Face 


Standard 2” dia. 


spline inte frame after 
oe been positioned. 
tock sizes are .0F3, .1 


125 and 170 width of face, 
Flanged 


For inserti 
screening 
Standards 


Standard stock size is 2” and 
1.5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
mede to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


OOX 1650, WEW HAVEN, CONN, U.S. A 


88 (To obtain more data on advertised products see page 112) 





SEDOING 


BUTT JOINTS 


LAP. JOINTS 


Calking-Glazing Compound 


A metallic calking compound, Alu- 
milastic, employs Alcoa Albron alumi- 
num pigment in a processed, slow- 
drying vegetable oil vehicle that forms 
an elastic metallic film. Alumilastic 
affords watertight joints around sky- 
lights, ventilators, stacks, window 
frames and door frames. Alumilastic 
is available in seven consistencies for 
application by knife, hand or power 
calking gun, brush or spray gun. Parr 
Paint & Color Co., Dept. AL, 18405 
Syracuse Ave., Cleveland 10, Ohio. 


For more data circle No. 13 on coupon, p. 112 


Business Card File 


KardFiler is a miniature business 
card cabinet, compact and complete 
with an alphabetical index. Actual 
size is: 54%” x 4%” x 2%”. Weight: 
9 ounces. The KardFiler i is constructed 
to hold 500 cards. It lends itself as 
an excellent medium for good-will 
gifts, premiums, and incentive awards. 
Vail Company, Dept. AL, Woodland 
Hills 92, Calif. 


For more data circle No. 14 on coupon, p. 112 


Single-Grip Hand Truck 


New Model J hand truck features a 
centered single-grip handle. Stair 
climbers, which are optional acces- 
sories on the Model J truck, are rec- 
ommended when small-diameter 
wheels are specified, but are not nec- 
essary with larger-diameter wheels. 
Magnesium Company of America, Ma- 
terials Handling Div., Dept. AL, East 
Chicago 19, Ind. 


For more data circle No, 15 on coupon, p. 112 


November 1, 


Curve-Cutting Attachment 


A new detachable curve-cutting at- 
tachment fits all Delta eight-inch tilt- 
ing arbor saws and tilting arbor 
saw-jointer combinations, as well as on 
the Daltashop. The curve-cutting blade 
tilts when the arbor tilts, enabling the 
operator to do bevel curve cutting as 
easily as cutting curves at a 90° angle. 
Location of the attachment also makes 
it possible to use the entire table top 
for working space. Delta Power Tool 
Div., Rockwell Manufacturing Co., 
Dept. AL, 436 N. Lexington Ave., 


Pittsburgh 8, Penna. 


For more data circle No. 16 on coupon, p. 112 


Decorated Kitchen Ware 


In House and Garden colors, sandal- 
wood, flame and citron, this new 
Nesco Homestead pattern features 
Americana on every piece. Provincial 
country scenes in full color appear on 
every piece. The major items have 
the entire farm scene. The smaller 
items show enlarged portions from the 
full scene. Nesco, Dept. AL, 250 N. 
12th St., Milwaukee 1, Wis. 


For more data circle No. 17 on coupon, p. 112 


Prefab Metal Louvers 


Prefabricated stee) gable ends are 
completely louvered and packaged for 
easy installation. The new louvered 
gable end is formed to provide baffle 
type venting the entire width of the 
house and from plate to rafter. Con- 
structed of 26 gauge electro gal- 
vanized steel, it is spot welded and 
prime“coated. The sections are in- 
stalled by nailing directly through the 
metal into the rafter. Straps welded 
to the inside face of the bottom flash- 
ing, spaced one foot apart, permit 
installation to the plate from the in- 
side. Maco Corporation, Dept. AL, 
Huntington, Ind. 


For more data circle No. 18 on coupon, p. 112 
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Acoustical Form Board 


The Acoustical Form Board, with 
a glass mat face, performs four func- 
tions in the roof and ceiling structure. 
It serves as a permanent roof deck 
form, as a incombustible interior ceil- 
ing, as an acoustical ceiling and pro- 
vides roof insulation. It is a highly 
efficient thermal and acoustical insula- 
tion. Fiberglas Acoustical Form 
Board is dimensionally stable, it will 
not rot or decay and the glass fibers 
are not affected by moisture. It i 
available in these sizes: 32” x 48” x 1”, 
1%”, 2”, and 24” x purloin spacing up 
to 96”. Owens-Corning Fiberglas 
Corp., Dept. AL, Toledo 1, Ohio. 


For more data circle No. 19 on coupon, p. 112 


Silver Service Entrance Cable 

Service Entrance Cable now comes 
with a silver finish. This new finish 
is said to have many advantages, 
among them: cleaner to handle, better 
looking and easier to strip. In addi- 
tion, the silver finish is an added pro- 
tection against weather and assures 
a longer life. Produced in all popular 
sizes, #10 through #2 in SE-ABN 
and SE-UBN types. Triangle Conduit 
& Cable Co., Inc., Dept. AL, New 
Brunswick, N. J. 


For more data circle No. 20 on coupon, p, 112 


THe prasren You CANT 
2ACk WITH A 


Plaster and Joint Filler 


Busatti plaster can be applied to 
gypsum wallboard, plasterboard, rock- 
lath, concrete, cinder block, gypsum 
block, brick, clay, adobe, iron and steel, 
reports the manufacturer. Busatti 
Plix is the joint filler. These materials 
are said to be fast drying, water re- 
sistant when dry and easy to apply. 
Busatti Associates, Inc., Dept. AL, 
116 John St., New York 38, N. Y. 

For more data circle No. 21 on coupon, p. 112 


(continued on page 92) 
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NOW! 8 FARM BUILDING PLANS © 
TO GET MORE BUSINESS FOR YOU! 





to’ X 24° LIVESTOCK RANGE SHELTER 


16’ X 40’ MILKING BARN 











32’ X 100° BROMLER-LAYER HOUSE 


60’ X 68’ GENERAL PURPOSE BARN 








Here’s HOW you can cash in on the 
growing demand for well designed farm 
buildings in your area. Offer your cus- 
tomers the 8 new low-cost Kaiser Alu- 
minum building plans that are being 
acclaimed by farmers all over the 
country. 


These plans were designed by agri- 
cultural engineering specialists, most 
featuring economical pole-type con- 
struction. They provide maximum 
economy, consistent with maximum 
strength and utility. 


Your customers get a complete set 
of blue-prints as part of each plan— 
including section details, erection in- 


structions, elevations, bill of materials. 


Each plan enables farmers to make 
the most of all the advantages of Kaiser 
Aluminum Roofing — in standard 
sheets, or in the new 48”-wide size. 


And you can depend on immediate 
delivery of Kaiser Aluminum Roofing 
from your jobber—because he benefits 
from Kaiser Aluminum’s exclusive re- 
gional warehouse service which assures 
him of adequate supplies. 


For complete information, contact 
Kaiser Aluminum & Chemical Sales, 
Inc. General Sales Office, Palmolive 
Bidg., Chicago 11, Ill; Executive Office 
Kaiser Bldg., Oakland 12, California. 


Kaiser Aluminum 


The Quality Roofing for Better Farm Buildings 


MONTH AFTER MONTH, farmers from every section of the country help you sell 
more Kaiser Aluminum Roofing. They exp/ain its many advantages in Kaiser 
Aluminum advertising—which appears in magazines like Successful Farming, 

Farm Journal, Poultry Tribune, Hoard’s Dairyman. 





NAME. 





COMPANY NAME 








MAIL COUPON TODAY FOR SAMPLE SET OF PLANS! 


Kaiser Aluminum & Chemical Sales, Inc. 
Farm Building Service 
51130 Kaiser Building, Oakland 12, California 


Please send a free sample of Kaiser Aluminum farm building plans to: 
.. ADDRESS__. 
—v. _& 
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THE "STORY HOUSE"... 


ever developed for h and h 
of the tund tals of house 








How 


Here’s just the thing to use to banish red ink from your 
operating statement this winter. 


It’s an established service that you can apply at once; 
it requires practically no time or effort on your part, or 
on the part of your employees; it is low in cost; it is 
proved effective in producing walk-in trade and in build- 
ing profitable business for lumber and building products 
dealers 


It’s the lumber dealer’s own magazine—HOME Main- 
tenance & Improvement, and the complete service that 
comes with it. 


HOME sells home planners and horneowners the same 
building packages and products that you want your sales- 
men to sell. It’s a full-size magazine of high quality and 
real beauty, it appeals to practically everyone. 


Everything about it is designed to encourage readers 
to want to build, improve and maintain their property. 
It supplies essential information on how homes are built, 
what to use and where to buy the necessary materials, 
parts and tools. It’s a lumberyard’s “salesman in print.” 


90 (To obtain more data on advertised products see page 112) \ 


HOME Maintenance & improvement magazine is building 
this typical contemporary American house. The complete step-by-step picture story 
will appear in the Winter lesue. 1t promises to be one of the most interesting articles 
to give them a clear understanding 


To Banish Red Ink This Winter 


And HOME Maintenance & Improvement service is 
only available to retail lumber and building products 
dealers. Each dealer subscribing is protected from any 
duplication of names in his trading area. It specifically 
solves the lumber dealer’s local advertising needs, and 
can be applied as broadly or narrowly as desired. (Some 
dealers use as few as a hundred copies while others use 


several thousands.) 


HOME is inexpensive ...the total price per copy 
mailed is less than the cost of a first class sales letter, but 
it is much more effective. And it’s simple to use. We 
imprint the name and address of your company promi- 
nently on the front cover of each copy you order. When 
your customers and prospects receive it—it bears your 
name, therefore, it’s your magazine! We address and mail 


—paying the postage—to whomever you select. 


The result, of course, is that readers interested by some- 
thing shown in the magazine are exclusively directed to 


you. You can’t miss! 
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STEP-BY-STEP . . . the coming Winter issue of HOME magazine will be an 
easy-to-follow, non-technical pictorial coverage of modern house construction, from 
the roof (top photo above), to the basement-foundation (left) to the installation of a 
fireplace (right). 


Further; both the products and application methods actually used, and all other mate- 
rials that can be used for the same purpose, will be covered. 


Therefore, everyone reading the Winter issue of HOME, will get a clear understanding 
of the steps involved in the modern construction of a house—their relationship to the 
whole, when and how they are done, and all the materials available for the same use. 


Is it tested? Thus far, more than 1,700 retail lumber 
dealers have used the HOME service—we mailed out over ann ne ; ggg 
400,000 copies of the big Fall issue to lumber dealers’ Bes. ee oe Nea ae 
customers and prospects. It is the biggest and best thing 
of its kind! 
To banish red ink this winter—try the resultful HOME 
Maintenance & Improvement magazine service. Get the 
full facts today and get started on the road to better 
profits. Write as indicated below, no obligation, of course. 


HOME: | 


. gral ; 
Maintenance & Improy 
Service Manager, Room 2000F, 139 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 


Another effective service developed for the retail lumber and building products“dealer by American Lumberman and Building 
Products Merchandiser magazine. 
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NEW PRODUCTS 


(begins on page 48) 





Doors and Room Dividers 


Bamboofold doors and room dividers 
are made of matchstick inner-core 
bamboo. Processed and assembled in 
America, Bamboofold is said to be 
made of the finest cut imported bam- 
boo. Bamboofold is available in 20 
colors in sizes to fit openings up to 
32” wide. American Bamboo Corp., 
Dept. AL, 171-06 Jamaica Ave., Ja- 
maica 32, N. Y 

For more data circle No. 22 on coupon, p. 112 
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Rolling Glass Hardware 


Stylmark Cabinets, utilizing this 
new design in rolling glass hardware, 
feature silent easy-rolling doors and 
aluminum extruded frames anodized 
in eight colors. No metal to metal or 
metal to glass contacts at any point. 
The glass doors roll on plastic rollers 
bearing on raised aluminum tracks. 
Doors and track are removable for 
easy cleaning. Two models are avail- 
able. Designware Industries, Dept. 
AL, 3170 Victoria, St. Paul 13, 
Minn. 


For more data circle No. 23 on coupon, p- 112 


Electroforged Grating 


A new combination of safety factors 
have been built into one of Blaw- 
Knox Company’s newest products, 
Furro-Grip, an electroforged grating. 
As shown above, knurled Cosine bars 
are combined with twisted cross bars. 
The grating is being manufactured 
from .20 maximum carbon steel in 
sizes from % to %” to 2%” x 3/16”. 
Blaw-Knox Co., Dept. AL, 2042 Farm- 
ers Bank Blidg., Pittsburgh 30, Penna. 


For more data circle No. 24 on coupon, p. 112 
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Speed Sealer 


A new product, P.V.A. Speed Sealer, 
with a polyvinyl acetate latex base is 
formulated to prime and seal wall- 
board, plaster, wood, concrete or hay- 
dite blocks, wallpaper and previously 
painted surfaces. It is claimed that 
this sealer normally dries in 30 min- 
utes and can be recoated with oil-base 
products in one hour or water-base 
panes after overnight dry. Seidlitz 
"aint & Varnish Co., Dept. AL, 18th 
& Garfield, Kansas City, Mo. 


For more data circle No. 25 on coupon, p. 112 


Industrial Siding 


Aleoa Ribbed Industrial Siding is 
intended primarily for use on frame 
type structures, but it can also be used 
as a facing sheet on concrete black 
buildings. The new siding sheet is 
available in .032 inch thickness and 
from 5’ to 18’ lengths in 6” increments. 
The product is made from high- 
strength aluminum alloy. Aluminum 
Company of America, Dept. AL, 745 
Alcoa Building, Pittsburgh 19, Penna. 


For more data circle No, 26 on coupon, p. 112 
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Wrought Iron Tables 


A line of easy-to-assemble wrought 
iron tables comes in five a peo dining, 


dinette, console, coffee and occasional. 
The tables are of classic wrought iron 
design and finished in rich, matte 
black. A screwdriver is all that is 
needed for assembly. Choice of ply- 
wood, Formica, frosted or plate glass 
for the top. Each table kit comes in 
a convenient package, only 4” x 4’ 
by the table length and all necessary 
screws and fasteners are included. 
Belson Manufacturing Co., Dept. AL, 
North Aurora 8, Ill. 


For more data cirele No. 27 on coupon, p. 112 


Combination Storm Windows 


A new 3-track window features a 
hollow top with side and bottom ex- 
ome It is adaptable for both 
lind-stop and overlap installations. 


No build-up is required for installa 
tion on Truscan windows. This new 
development in storm windows is espe- 
cially suited for KD operations. Only 
simple screwdriver assembling is 
needed. Available in either assembled, 
KD or lineal forms. Aluminum Fabri- 
cators, Inc., Dept. AL, 1736 Pacific 
St., Brooklyn 13, N. Y. 


For more data circle No. 28 on coupon, p. 112 
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WHAT'S YOUR ANSWER? 


Why do more building materials 
dealers subscribe to the American 
Lumberman than to any other 
trade magazine in the field? By let- 
ters and in personal talks, hun- 
dreds of you have answered, in 
effect: 

“The American Lumberman is 
the best magazine for our needs. It 
contains—by far—the most ‘meat’ 
— the vital information that we 
need in our day-to-day business. 
The American Lumberman con- 
sistently maintains its editorial in- 
tegrity by giving us usable facts- 
and not just a lot of fluff.” 

As of June 30, 1954, the dealer 
circulation of the American Lum- 
berman was 12.8% higher than the 
nearest competitor! Here is posi- 
tive proof that the American Lum- 
berman continually contains more 
information of vital economic im- 
portance to you. 


1. How, suggests Art Hood, could 
regional associations cooperate in 
a National Better Homes Show? 


2. What new development in 
kitchen cabinet tops is featured in 
the ad on United Lifetime Kitchen 
Cabinet Tops? 


3. According to the mechanical 
handling experts at the NRLDA 
Exposition, is any yard too small 
for use of modern materials han- 
dling methods? 


4. What is Palco? 
5. How is handyman’s lumber 


displayed at Sawyer’s striking new 
store? 


6. What ad offers you “$2,000 in 
prizes” in a Christmas plywood 
promotion? 


7. Do large or small playhouses 
sell best for the Hull Brothers’ 
Lumber Co.? 


8. Where can you get the com- 
pletely revised and expanded Lum- 
berman’s Actuary? 


9. How many complex forms 
were replaced by the single finan- 
cing form designed by the Forrest 
Lumber Co.? 

10. What firm makes the 
“Heavy-Duty Fork Liftruk’’? 


Answers on page 94. 
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LASSI SSSI 


¢ As sten in POWER TOOL 

2 _ The Seturday Evening > GET THE FACTS about America’s Most Valuable 3 
S<~POSsST 2 Power Tool Franchise! New, free book tells the HISE 

$ < whole story . .. shows why America’s newest 

MSS SSS //\// complete line of power tools has become first 
choice of progressive, independent dealers across 


the nation .. . eight compelling reasons why it 
will pay you to feature ATLAS TOOLS. 


YOUR TERRITORY MAY STILL BE OPEN — SEND FOR THIS FREE BOOK! 
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data on new saws and all ATLAS tools. 
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Quality Machine Tools Since 1911 
ATLAS WOODWORKING POWER TOOLS 
ATLAS METALWORKING MACHINE TOOLS 
CLAUSING HEAVY DUTY MACHINE TOOLS 
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B.F. Goodrich 


ie helps you sell the 


These full-color leaflets show 
typical home installations 
and display the 18 handsome 
colors available in B. F. Good- 
rich Koroseal Floor Tile. 


“DO-IT-YOURSELF” 


MARKET! 


yOR HERE 


Ee 1 y BFC oodrich f 
— wn iy 


Bin: 4 


a 


iy 
o 4 
ed 


This color- 
ful Tile Designer lets customers 
plan their own floors! They 
select and arrange the color 
combinations and patterns they 
like best... using miniature 
pieces of 80 Gage Koroseal vinyl 
tile! Handsome metal unit is 
complete with 2’’ x 2’ samples 
and literature. 


These instruction booklets 
show customers how easy it is 
to install B. F. Goodrich Koro- 
seal Floor Tile themselves! 
Step-by-step directions are easy 
to follow. 


The B. F. Goodrich Self-In- 
stallation Kit makes laying 80 
Gage Koroseal Floor Tile a fast, 
— job. Sells 
easily with : 
every floor 
tile order. 


For other B. F. Goodrich aids, write: eo Lil, 


B. F. Goodrich Co., Flooring Division, 


RUBBER TILE + ASPHALT TILE 


(To obtain more data on advertised products see page 112) 


* KOROSEAL TILE 


‘atertown 72, Mass. 


* RUBBER COVE BASE - ACCESSORIES 





November 





NEW PRODUCTS 


(begins on page 48) 





Fiberglass Kit Awnings 


Awnings and door canopies can now 
be assembled and installed quickly 
using only pliers, screwdriver and 
hand or power drill. Kits come in 
three styles: A for windows up to 
four feet high; B for windows over 
four feet; and C for outswinging case- 
ment windows and front or back 
doors. There are a total of five sizes 
in each style which covers any door, 
window or combination. The ship-lap 
fiberglass material is also available 
in 44” width panels in 8’, 10’ and 12’ 
lengths. Plymold Co., Dept. AL, 2707 
Tulare Ave., Burbank, Calif. 


For more data circle No. 29 on coupon, p. 112 


(continued on page 128) 


WHAT'S YOUR ANSWER? 


Solution to questions 
on page 92 


1. One regional association at a time 
could play host to the annual show. Be 
sure to read Art’s editorial on the 
NRLDA Exposition on page 31. 


2. A fully contoured Formica and 
steel cabinet top. The ad is on page 4. 


3. No. The full materials handling 
report, including a collection of “trade 
secrets,” will be found on page 36. 


4. Paleo is an architectural quality 
redwood made by the Pacific Lumber 
Co., whose ad appears on page 24. 


5. In a specially designed building 
called the Handyman’s Lumber Mart. 
For the full details on this unique new 
store, see page 54 


6. The ad by the Douglas Fir Ply- 
wood Association on page 53. 


7. The large size. The story on how 
this yard cashes in all year on play- 
house sales is on page 70 


8. From the American Lumberman. 
The ad on the Lumberman’s Actuary 


1 is on page 97 


9. Five. Read how this dealer simpli- 
fied his paper work for financing. The 
article is on page 71. 


10. Silent Hoist & Crane Co. The ad 
is on page 105. 


What's YOUR Score? 
9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 
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VERSATILE LOCKS 


FOR PROJECTING VENTS 
e HORIZONTAL ° CASEMENT 
© HOPPER 


Universal Appli- a 


ONE Lock (Re- 
right or left 
sur- 


Designed or 
cation. Ths 
versibie) ~ seal. -° 
Hos many 
to approxi- 
cout and 
push  auhell in 
(enamel) com- 
screws: Can be 
ost geo operated 
perated project 


pick-v 

Antique Bronze 
plete with 
ysed with ™ 
anvally o 


c™ 
. dware. 


ing sash al 


CAM LATCH 502] 


low cost, 


tight sea ; 
unit for © ! locking 


utward Projecting 
zontal or vertical 
Pa a Mounted. Finished 

Ntique Bronze (enamel) 


or Cadmiy 
with = Pete, Complete 


a } Surface 


—— 


Scr 
Closed Position aise 


Ven Trot Gear 


VENT pANEL acTUATOR 


Opens windows uP to 40 Ibs. eyes 
lessly with minimum effort. For pag toe 
including double glazing, up to a" ! inge - 
operator. Silent, long-wearing nylon 
Hinging mechanism completely con- 
cealed in closed position. Eliminates all — 
lems of wall thickness and trim. Vent can “ 
fully weather-stripped. Exposed operator | 
Antique Bronze (enamel). 


control 
glides. 


angle 
= De: roll 90° 


Screen of storm 
sash need not be 
touched to operate 


A if! A 
ADJUSTABLE FRICTION TYPE 
Only tow cost hinge with these 
features and many more Spring 
; loaded Nylon Bearing surfaces 
eliminate wear. Adjustable ten- 
sion spring. Any glazing, in- 
cluding double glazing, up to 
1” and 40 Ibs. Opens inward 
or outward up to full 90° on 
vertical or horizontal vents. 





Economy Companion Unit 
to Ven-Trol-Gear. Sash 
and Frame Details 


Outward projecting 
Identical. 4 


casement open 90 





WRITE FOR ILLUSTRATED CATALOG SHEETS 


GRAND RAPIDS HARDWARE CO. 
GRAND RAPIDS 2, MICHIGAN 


NEW YORK LOS ANGELES DANBURY CONN 
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Kyanize 


Credit Policies 


ORK FOR YOU” 


++. says Wesley Gilmour, 
Credit Manager, 
Kyanize Paints, Inc. 


Dear Friends: 


At a recent sales meeting, 

one of our salesmen said I 
rated as one of the star per- 
formers of the sales depart- 
ment! It made me very very 
happy, for I have always felt 
that a credit department 
should help a man buy, not hold 
him back, and if my attitude 
toward credits helps Kyanize 
salesmen — that's swell by me. 


You see, we don't go by the 
book. We get personal. We ask 
lots of questions. Sometimes if 
it's important we hop out and 
visit your town — but we're not 
tough! We like the word "OK" on 
an order much better’ than 
"Hold." Kyanize credit policies 
work for you! 


Ask our salesmen. Ask our ace 
counts. Come in to the head of- 
fice and check with us. There's 
many a fine solid profitable 
successful account on our books 
today that never would have sur- 
vived that second year in busi- 
ness if we had not given under- 
standing cooperative help. 
Let's talk it over, man-to-man, 
as friends, and future business 
partners... 


Incidentally, have you seen our 
new Vinyltite Primer Sealer? 
at’s terrific!... ..7eu.. can 
prime and finish coat the same 
day with 100% hold-out. 


Cordially, 


Kyanize Paints, Inc. 


P.S. We'll be glad to sdnd you com— 
plete information if you'll fill in find mail the 
coupon below. 


‘ eee emma einige 


| 
w 


Sales Department 
Kvanize Paints, Inc, 
2nd & Boston Sts. 


Everett 49, Mass. 
Please send me without obligation information on what Kyanize has to 


offer me Credit Policies, Products, Discount Plan, 
Franchise, and all the rest. 


Protective 
Signed 


Name of Store 


Gipeet Abbvess 5 ccovcsvatecvececsesevessecese PYUTTTITITiTTiiTirir 


City B Githes csi cocccvescescevedossucsseces PTTTTTTILITIT Litt Th 


an a a em ee a ee ee ade een 
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Put this colorful self-selection 


SISALKRAFT 


display on your floor—and... 


Gee it sell the 
Take-Home 


Cash in on this new market 

the “Do it Yourself” 

home owner who can use 

a take-home size roll of 

Sisalkraft —and that means just about every 
customer who comes into your store! 

There are many uses for this tough protective paper 
in every home, farm and garden — outdoor furniture 
covers, paint drop cloths, winterizing foundations, 
wrap for shipment or storage, tool cover and many 
more —- every one a source of new profits for you. 

ORDER TODAY this hard selling attractive 
floor display carton. Consists of 12 
rolls 36 inches wide——100 sq. ft. each. 


R 
AMERICAN G 


SISALKRAFT : 


CORPORATION AL-I 


Attleboro, Mass. « Chicago 6, Ill. 
New York 17, N. Y. + San Francisco 5, Calif. 
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I ele Gm Oia 
SELL with Pride! 


PRODUCTS 
Factory-Assembled 
of Selected 
=: Ponderosa Pine, 
Toxic-and-Water 
cc Repetlent Treated 








Sold Exclusively 
Through 
lumber Dealers 








May be Glazed 
with 
WINDOW GLASS, 
PLATE GLASS 








or 
THERMOPANE ® 


ie @ EASY TO LOCK 


WOOD WINDOWS WOMEN WANT! 
Finest Awning Window Made 


wooDco = 


E-7er = 


ele Ma lic 
WINDOW HARDWARE 


HAILED BY BUILDERS, ARCHITECTS 
and HOMEOWNERS 


NOTHING TO ADJUST — NOTHING TO 


GET OUT OF ADJUSTMENT 





m > 


WOODCO Follows a strict 
JOBBER-DEALER POLICY 
The alert Dealer will recognize the 


great advantnge of displaying 
WOODCO Floor Stands — 

















WOODCO CORPORATION 


NORTH BERGEN, N J 


MIAMI 47, FLORIDA 


| $219 64 3417 
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NO NEW REVISED EDITION KV, ARDWARE 


umproves any kitchen 

















K-V Drawer Slide, K-Venience Towel Rack, 


K-Venience Pan Rack 


560 page volume — 5 x 6inches. New 
ideal size — big enough to lie flat — 


easier to use, easier to read! K-V #80 Standards 


LUM BERMAN'S ACTUARY | and #180 Brackets 


are ideal for 

by JOHN W. BARRY adjustable open 
11th edition 1954 i book, storage and 
window garden 
The well known Barry Lumberman’s Actuary shelving. 

has been completely revised and expanded and 
is ready for immediate distribution. 


TOP DOLLAR page is now $400.00 per M in- 
stead of $150.00 and the starting unit price is 
$20.00 —a total of 461 main dollar pages 
plus pricing units of squares such as shingles. 


PIECE PRICE tables have been added to each 
of the traditional Actuary dollar pages. The 
price per piece of any standard commercial 
size of lumber 8 to 20 feet long is given at any 
of the prices shown. 











No looking in two places or writing out your New K-V #1300 Drawer Slide is economical, 
own piece price schedule. easily installed, has noiseless nylon rollers. 


It is all in the new Actuary right under your 
thumb. This is the first time such a set of tables 
has been offered. You can sell by the piece or 
by the thousand—all from the same page and 
same book at any desired price. 


Actuary estimate and data pages have all been fat | Vor cabinet 

revised and new material added. The cover is adjustable 

a durable fabric with stitched binding that A i shelving use K-V #255 
allows the book to lie flat. Linen faced index ¢22 ed) Standards and #256 
tabs are varnished for greater durability. Total Shelf Supports. 
pages are now 560 vs the old 504. 





The price is only $16.50—you can’t afford to Space saving kitchen K-Veniences include Towel Racks, 
miss not having this new edition. Send in your Pan Racks and Cup Racks — sell them with confidence. 
order today and we'll send you your copy 


immediately. AA AW 
American Lumberman, Inc., 139 N. Clark, WELL ‘ 


D\% 
Chicago 2, Illinois 


aw VY 














3UILDING PropucTts MERCHANDISER 


(To obtain more data on advertised products see page 112) 97 





NOW! NEW! 


An easy 10° ‘Come-On’ that may mean 
over 5100°° to you in ‘Tie-in’ Sales 


Miracle® 
Anchor Nail § 


Miracle = 
Anchor Sry 


a sales! 


Kit 


It’s a cinch to sell the “do-it-your- 
self” Miracle Method of attaching 
furring strips and partition sills to 
concrete and masonry surfaces. 
Here’s an opportunity for your 
customers to transform drab cellars 
into colorful gamerooms without 
the “back-breaking” and risky job 
of drilling holes in the foundations 
of their houses. All they do is glue 
Miracle Anchors to the walls with 
Miracle Anchor Adhesive — simple 
as “pie”, and at an amazingly low 
installation cost of approximately 


6c per square ft. 


What’s more important, Mr. 
Dealer, is the plus sales that come 
to you as a result of this initial 
purchase. These include finishing 
board, paint, nails, and other com- 
panionate items. 


Order Now! 
The sooner you begin selling the 
easy $10 “come-on” Miracle Anchor 
Adhesive — Anchor Nail Kits, the 
sooner you cash-in on the big dollar 
tie-in sales. And you do your cus- 
tomers a real favor, too! 


NET PRICE T 


Adhesive a ap, 27 | | = ol _ ges | 


THE NEW 


'K/MALT-A-VENT 


~ WOOD V WINDOW UNITS UNITS 


Get set for a bigger window 
business . . . stock the practi- 
cal new MALT-A-VENT 
Window Units in quantity — 
make certain you won't run 
short of this volume-building 
window unit! 
MALT-A-VENT Windows 
have all the quality features 
that appeal to home-buyers... 
architects . . . and builders. 
This practical multipurpose 
unit is ideal for use in either 
single or multiple applications, 
and combines quickly and 
easily into the large groups so 
popular today. Make certain 
you get your share of this 
profitable market by selling 
MALT-A-VENT Windows. 
Carton-packed . . . for 
easier handling! Each sturdy 
shipper carton contains 2 
completely assembled 
MAiT-A-VENT units; putty- 
glazed for longer life... 
precision-milled frame and 
sash fully weatherstripped 
with rust proof metal to 
seal out wind and weather! 


See your Malta jobber today — ask for 


0 To 
DEALER PER | PACKING | ‘CONSUMER oe 
DISPLAY UNIT 


Display unit holding 96 $6.00 6 Bieptayt Soe 
Miracle Anchor Nails and 1 Units Per 
} » vet Anchor Carton Member Ponderosa Pine Woodwork Assan. and N.W.M.A 


MIRACLE ADHESIVES CORPORATION 


Dept. Al-11, 214 E, 53rd St., N.Y. 22 ® By Miracle Adhesives Corporation 


DESCRIPTION literature on the new MALT-A-VENT. 


The MALTA Manufacturing Co. 


MALTA, OHIO 
Supreme Quality Since 1901 
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NEW PRODUCTS 


(begins on page 48) 





Plastic Wood Tube 

Plastic Wood white tile cement now 
comes packaged in a tube with a new 
easy-caulk nozzle. Applied right from 
the tube, the waterproof cement can 
be laid so smoothly, it is said, that no 
sanding or other finishing is required 
after it has hardened. Boyle-Midway, 
Ine., Dept. AL, Cranford, N. J. 


For more data circle No. 30 on coupon, p. 112 


Combination Storm Window 

The Weather-Wise Universal combi- 
nation storm door is made of extruded 
aluminum sections and heat-treated 
for greater rigidity. Machine-fit mul- 
lion blocks feature self-tapping screws. 
Specially designed Z bar closure strips 
and door sweeps help assure good fit- 
ting. Available in a full range of 
standard sizes. Shipped as an assem- 
bled door. Hardware in accompanying 
packet. Weather-Wise Windows, Inc., 
Dept. AL, 3655 Oakwood Ave., 
Youngstown 9, Ohio. 


For more data circle No. 31 on coupon, p. 112 


Bandsaw Blade Sharpener 


BandSharp is a specially designed 
jig which holds the saw blades in rigid 
position for hand filing. Power filing 
may be done in a jig saw mounted with 
a special file. Standard toothed or skip 
toothed blades from 3/16”-14%” can 
be handled in its adjustable jaws. 
Riverside Enterprises, Dept. AL, 27 
Riverside, Corning, N. Y. 


For more data circle No. 32 on coupon, p. 112 


Countersinks and Counterbores 


A new Jet combination countersink 
and counterbore is now available. This 
multi-purpose tool is suitable for high 
production in portable drills, drill 
presses or multiple boring machines. 
These tools are furnished for use with 
1%”, 5/32”, 3/16”, 7/32” and %” drills. 
For flat or round head screws. The 
stop collar, %” I.D., regulates depth 
of pilot hole, countersink or counter- 
bore. Drilsaw Co., Dept. AL, 1561 Vir- 
ginia Ave., Glendale 2, Calif. 


For more data circle Ne. 33 on coupon, p. 112 


Aluminum Windows 


Cupples aluminum windows can be 
quickly installed. A full line of double 
hung and picture windows consists of 
57 standard sized and the sliding unit 
line is made in 38 standard sizes. Cup- 
ples dealerships are available for this 
quality approved window line. Cupples 
Products Corp., Dept. AL, 2653 S. Han- 
ley Road, St. Louis, Mo. 


For more data circle No. 34 on coupon, p. 112 


Sliding Door Hardware 

Lawrence series 500 sliding door 
hardware sets are easy to install. A 
complete set of instructions is included 
with each packaged set. Track comes 
pre-cut to proper length. Mounting 
screws packed with hangers. Law- 
rence Brothers, Inc., Dept. AL, Ster- 
ling, Ill. 


For more data circle No, 35 on coupon, p. 112 
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There’s a BESSLER way to do it! 


There’s an easier, better 
way to get your home- 
buyers up into their 
attics and upper floor 
areas! It’s the BESSLER 
DISAPPEARING = STAIR- 
WAY method. Used for 
ever 40 years in new 
and old homes of every 
type. Safety-engineered 
in every detail. Meets 
all building codes. At- 
tractively priced! Im- 
mediate delivery! 


FREE BESSLER CATALOG! 
Gives complete specifica- 
tions on 7 Bessler Dis- 
appearing Stairway models. 
Hundreds of thousands in 
daily use. More sales and 
service features than any 
other type. Write now! 


SWEET’S 
BESSLER DISAPPEARING STAIRWAY CO. 


1900-8 East Marke? Street, Akron 5, Ohio 
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OW 


HELPS YOU SELL MORE TACKERS Nee 


oONALLY 
NAT ERTISED 

_geli millions 
y-Yourse 
and Industry: 


LIFE 


Do- 


of this multi-million dollar mar- 
ket. Remember, the need may be 
urgent. Don’t miss out on it! 


post 


SOLD ONLY 
THROUGH THE TRADE 





NEW! “DO-IT-YOURSELF” 
ILLUSTRATED BROCHURE 
AVAILABLE ON REQUEST 








OF ARROW FASTENER COMPANY 
. 


Inc 
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New Aluminum Door 


The Crestline aluminum door is a 
reversible aluminum door. Hinges and 
knobsets can be placed on either side 
for right or left opening. Completely 
machined in all standard sizes, the 
door requires no cutting, sawing or 
drilling for installation. The door 
consists of two screen and two storm 
inserts, with a kick-plate at the bot- 
tom. An adjustable door sweep under 
the kick-plate assures a good fit and 
keeps out dust and the weather. Each 
door comes individually cartoned, with 
illustrated assembly instructions. Sil 
crest Company, Dept. AL, 100 Thomas 
St., Wausau, Wis. 


For more data circle Ne. 36 on coupon, p. 112 


New Electric Drill 


The new Black & Decker %” Utility 
portable electric drill is powered and 
geared to the correct torque and speed 
for drilling with all types of bits, in- 
cluding wood augers up to %” and 
masonry bits up to %”. Equipped 
with a 115 volt B&D-built Universal 
motor, the drill operates on either 


AC or DC current. It is eight inches 
long and weighs only 3% pounds. 
Black & Decker Mfg. Co., Dept. AL, 
Towson 4, Md. 


For more data circle No. 37 on coupon, p. 112 





Resilient Floor Tile 


A new concept in resilient floor tile, 
Carnival Kentile, has just been mar- 
keted. Shown above is Revelry, one 
of the 11 decorator color combinations 
featured by Carnival Kentile, in 9” x 
9” tiles, %” thickness. The tile’s white 
background is mottled in gold, red, 
blue and lime green. Made from the 
same materials used in Kentile asphalt 
tile, Carnival Kentile carries the same 
home owner guarantee. Kentile Inc., 


Dept. AL, 58 Second Ave., Brooklyn, 
N. Y. 


For more data circle No. 38 on coupon, p. 112 














Steel Garage Package 


Construct a steel garage with three 
simple tools—a wrench, a screwdriver 
and a hammer—from a single package 
containing pre-cut, pre-drilled frames, 
siding and roof. Available in three 
sizes: 12’ x 20’, 14’ x 20’, 20’ x 20’. 
Steel sidings of flatwhite enamel, 
double coated and baked-on to look 
like painted wood siding. Frames are 
fabricated from 12 and 14 gauge steel. 
Garden City Industries, Inc., Dept. AL, 
910 W. Jackson Blvd., Chicago 7, Ill. 


For more data circle No. 39 on coupon, p. 112 


Kitchen Cabinet Ensemble 


Universal-Rundle Corporation is of- 
fering a 54” x 30” Easy Living over- 
the-sink steel cabinet, which blends 
with their other steel cabinet models. 
This cabinet has an adjustable shelf. 
Designed for use over U/R’s 54” cast 
iron and steel sink and cabinet com- 
binations, the use of a hanger bar for 
mounting affords fast installation of 
this large, sound-deadened cabinet. 
Universal-Rundle Corp., Dept. AL, 
New Castle, Penna. 

For more data circle No. 40 on coupon, p. 112 


PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 





A MéoiuM size, wedge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working Industry 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, Instantaneous mi- 

crometer control of 

pressure bar, shearing 

bar and other 

highly desirable 

features. Sturdy, 

seami-steel cast 

frame. (Capacity: 

24’, 26" or 30" « 

8. A real pre- 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54 


BUSS 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 
ESE TA A TE 














Sell more Colonial door hardware! 


Check these values! Retail prices start at $1.05 for sturdy 8'/2” door pull! 
No. 735F Display with frame (above) size 20” x 234”, dealer cost $8.40 
—No. 735 Display without frame fits IRHA fixtures, dealer cost $6.60. 


Order from your Amerock Wholesaler 
AMERICAN CABINET HARDWARE CORP. 
ROCKFORD, ILLINOIS 


Ameroc 
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Associated Plywood Mills, Inc. 


General Offices: Eugene, Oregon 
Plywood plants at Eugene and Willamina * Lumber mill at Roseburg 
BRANCH SALES WAREHOUSES: 4268 Utch St., St, Louls, Missouri; 4814 Bengal St., Dallas, Texas; 
4003 Coyle St., Houston, Texas; 1026 Jay St., Charlotte, North Carolina; Wake Forest Rood, Raleigh, 
North Cerolina; Worley Road, Greenville, South Carolina; 925 Toland St., San Francisco, California; 
Eugene, Oregon; Willaminae, Oregon 


SALES OFFICES: 3) State St., Boston, Massachusetts; 595 E. Colorado St., Pasadena, California, 
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Quality Building 
by builders 


Numetal 


WEATHER STRIP WEATHER STRIP SETS FOR DOORS 
. F T S FO uv WwW i N DOWS Completely packaged for standard doors. Available 2 ways— 


with regular door bottom strip of felt and stainless steel, brass 
Completely packaged for all standard 28”, 30”, 32” or Alacrome, or with extruded threshold and exposed hook. 
and 36” double hung windows. Each set contains (When ordering, please specify preference.) Each set contains 
necessary strip for complete job, plus nails and instruc- necessary strip for complete job, plus nails and instructions. 
tions. Ready to use! Also available in special lengths Ready to use—easy to install! 


MW ART 


THRESHOLDS 
in Brass or 
Alacrome 





— ? 
For every type door —residential, as weil as commercial and . 
industrial, Individually packed, holes drilled, screws and = 
hooks furnished. Concealed hooks furnished unless exposed On GARD coil WEATHER STRIP 
type specified! The perfect coil strip in stainless steel or bronze. Packed 2 
ways— Six 18 ft. rolls in free display carton, or in 100 ft. and 


200 ft. individual cartons with free wall or counter rack. All 
rolls come complete with nails and holes punched. 


BUILDERS! DEALERS! 


Look to Macklanburg-Duncan Order now! Your order will be 

for products of quality—always shipped the same day it is re- 

ble. Sold at all Hardware, ceived. Macklanburg-Duncan 

Lumber and Building Supply products are fast sellers, na- 
Dealers! tionally advertised. 


@eeaeoeneeee@ 
eeeeene0eeeo e800 





DOOR BOTTOM STRIPS —SMc-'WAY WEATHER STRIP 


A must for every door in the house! Made of extra thick 

wool felt and heavy gauge stainless steel, brass or aluminum. A popular, fast-selling strip because it’s the easiest in the world to put on! 
Furnished in standard lengths—28”, 30”, 32”, 36”, 42” and Works perfectly on windows, storm sash or doors. Made of moth-proof, pre- 
48”—packed 2 dozen same length to carton. Also available shrunk, color-fast wool felt and white metal. Package contains one 18 ft. 
in special lengths roll with nails and instructions. Packed 12 cartons in handy display case 









































0: DOWN 
M-D WEATHER STRIP A nets 


euvtomatically } against floor 
vomeh V6 Le 


FOR METAL CASEMENT WINDOWS §& SPAOOME — hen door op ie ag 


when door opens closes 


Available in Alacrome or bronze for all metal casements. Just 


slips on—no screws or fasteners needed! Furnished in bulk or Na GARD Automatic DOOR BOTTOMS 


in packaged sets for standard windows— 18” x 26”, 18” x 38” 
and 18” x 50”. Only tool needed is pair of scissors or snips to The perfect answer for all drafty doors Automatic feature raises felt to 
miter corners clear rug or carpet every time. Smart, silvery-satin finish that will not rust 
or tarnish. Funished in standard lengths—28”, 32”, 36”, 42” and 48”, 
May be shortened approximately 2”. Packed in individual cartons 
’ 


MACKLANBURG 


DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 





Leaders in the Building Specialty Field for over 30 years! 








Dealer Sales Aids 

A four-color wall or window poster 
calling attention to Marlite planks and 
blocks has been made available. The 
17” x 22” poster points out why the 
planks and blocks made modernizing 
easy. In addition to the wall poster, 
a descriptive folder, three direct mail 
envelops stuffers, a series of news- 
paper ad mats, radio spot announce- 
ments, TV spot films and theatre ad 
films are offered. Marsh Wall Prod- 
ucts, Inc., Dept. AL, Dover, Ohio. 
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Garage Door Mat Service 

A mat service to help dealers in 
planning newspaper and direct mail 
advertising of How-ell-dor garage 
doors is now available. The new How- 
ell-dor mat service makes available 
mats and illustrations of 18 of the 
most popular of How-ell-dor’s line of 
overhead garage doors—in both resi- 














dential and commercial styles. All 
mats are available 


in both one and 
two-column sizes. Howell Mfg. Co., 


Dept. AL, Hasbrook and Cottman St., 
Philadelphia, Penna. 
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Open Stock Metal Display 

A new metal display tray, with the 
backboard done in three colors and 
the bins holding approximately 100 
dozen assorted hanging hook fixtures 
is offered to the trade. Holding $50 
(retail) of hooks, the display is pro- 
vided on a cost return basis. Modern 
Displays, Inc., Dept. AL, 12893 Mt. 
Elliott, Detroit 12, Mich. 


For more data circle No, 43 on coupon, p. 112 


Piastic Wall Tile Displays 
Featuring the Wilson Lockback 
plastic wall tile line, two of the new 
displays incorporate revolving mech- 
anisms to allow plastic wall tile pros- 
pects to see actual tile samples and 
trim pieces in varying color combina- 
tions. The third display illustrates the 
use of Wilson Lockback tile and pre- 
formed trim accessories. Wilson Plas- 
tics, Inc., Dept. AL, Sandusky, Ohio. 
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Newspaper Advertising Aid 

Syncro Corporation, maker of re- 
ciprocating motor sanders and jig 
saws, announces a co-operative adver- 
tising plan in which Syncro pays half 
the newspaper space cost run on Syn- 
cro products. A new series of free 
newspaper ad mats is ready for distri- 
bution. They feature not only the 
latest heavy-duty Syncro sander (No. 
900) and its newest jig saw (No. 208) 
but also the entire Syncro “do-it-your- 
self” electric tool line. Syncro Corp., 
Dept. B-264-AL, Oxford, Mich. 


For more data circle No. 60 on coupon, p. 112 





stele) 


Highest Quality +tpiy 


Za. HEAVY forged BRASS t 


» HIGHLY 
POLISHED 


canton 


Lowest Prices! 


PACKAGED 
INDIVIDUALLY 


Compare «++ your present costs 
with these LOW, Low NET Prices! 


UALITY GUARANTEED 


ot ie BRASS 











LETTER 
DROPS 


Peck: 4 with Bock Pi 


1.50... 


1.90... 





DOOR 
FASTENERS 


60... .88... 








DOOR sii , 
KNOCKERS 12 Pes 13 Ibs 


with screws 


1.50... 1.90... 





., All Prices NET, FO. 8. New York « 


| 

| 

MAIL OR PHONE YOUR ORDERS Tooar! | 
| 

| 

} 


PIMPORTERS + EXPC 


KN KERB KER STATI 
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Super Oilite Bearings. 
tion feature eliminates the job of removing 
doors for cleaning or lubrication. 
these hangers won’t gum up or freeze in 
zero weather. 


| wefrenn pmopuers, tne 


November 1, 


aT 


a= 


SMOOTHER 
ROLLING 
LONGER 
LIFE? 


The new “Western” sliding door hangers 
move silently along a track on Oil Cushion 


The built-in lubrica- 


And, 


Write for information 


NEW CASTLE, INDIANA 
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New Picture Frame Displays 
Two new picture frame displays for 
displaying Amerock decorator knobs 
and brass colonial cabinet hardware 
are now available. Both are 11” x 138” 
in size. Deal No. 5350, Decorator 
knobs, includes the display with four 
Decorator knobs, satin copper knob 
with polished brass backplate and 
satin chromium knob with polished 


chromium backplate, both in 2” and 
91%” 


se / 4 ae es & og - 2%” sizes, mounted into position and 
ee age aie stock assortment of four dozen Dec- 
Adjustab Rod a « a stock : 


a i a a orator knobs and plates. Deal No. 
The Hall-Wessel line of closet rods i Ys ae 4 5450, Brass Colonial. includes the dis- 
is made of heavy, seamless tubing with : OF a. , . play with two solid brass H hinges 
an outside dimension of one inch. The : .. 7s se Ts and two solid brass door and drawer 
inner (sliding) ‘tube is _ precision 4 OS ; pulls mounted into position and a 
aligned to assure smooth telescopic F ee a a oe door and drawer pulls. American Cabi- 
expansion and contraction. Only two . | net Hardware Corp., Dept. AL, Rock- 
screws at each end are needed for in- one, Game ford. Ill. 

stallation. All Hall-Wessel closet rods eas: aus + te For meve data circle No, 48 on coupon, p. 112 
are brightly plated for rust resistance. vm rh ae ; “- cat) nt eo 
Individually packed with the screws in 

envelopes, six rods to a carton. Store 

display, illustrated (minus rod), is 

furnished free on request with each 

one dozen rods ordered. Hall-Wessel 

Co., Dept. AL, 919 N. Fifth Ave., Phil- 


adelphia, Penna. 
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New Sales Tool 
Philip Carey now offers the Roofing 
and Siding Visualizer. There are two 
editions of the Visualizer, one present- 
ing the six Ceramo siding shades, sher- 
wood green, granite gray, congo 
brown, sage green, salem red and a 
whiter white, with seven different 
Fire-Chex patterns in solid and shadow 
blend colors. The other edition fea- 
tures the five colors of Careystone 
siding, pastel green, coral, brown, 
gray and white, with the same Fire- 
Chex shingles. Philip Carey Mfg. Co., 
Dept. RS-9 AL, Cincinnati 15, Ohio. 
Nt more data circle No. 46 on coupon, p. 112 | You have eto WIDTH and LIFTRUK 
. DEPTH of your storage yard. 5-72 -10-15 Ton 


That's pretty much controlled. 
A systemized layout of stack- Capacities 
ing aisles will improve effi- 
ciency .. . but are you taking 
full advantage of that third 
dimension — HEIGHT? 
| A Heavy Duty LIFTRUK de- 
signed for heavy-duty, capacity 
loads will stack lumber many feet 
above the average stacking height. 


You can literally ADD ACRES 

Dealer Demonstrator Mounts TO “OUR YARD without add- 
Two new demonstrator mounts have ing a single foot of ground area. 

been developed to display the Weslock 
line. The #76-C mount displays the 
500 concave series residential locksets 
and cabinet hardware and includes the — unencumbered by “show.” 
following items: two entry locks, pri- You get ‘round the clock effi- 
vacy ae passage set, ong star ciency and years of trouble 
escutcheon, concave escutcheon, con- : 
cave cabinet pull and concave cabinet ape rey pan Fe oe 8 FLUID CLUTCH and FULL HYDRAULIC AUTOMATIC 
knob with concave backplate. The e TRANSMISSION now available for all models — 
#76-S mount displays the 300 stand- SEND FOR BULLETIN 77. 
ard series residential locksets and is 
identical to the #76-C mount. West- SILENT HOIST & CRANE co. 
sgn Louk Ife, Gon, Dope. AL, 311 W. Sanh sf Roeee. Roly Metericl Mantling Equipivem 


For more data circle No. 47 on coupon, p. 112 860 ia: Street, Brooklyn 20. _ V, 


The popular, “Silent Hoist” 
LIFTRUK is tough and husky 
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Power Brake Accessory 

A safety power brake, which vir- 
tually eliminates drift time of the cut- 
ting tool after the motor has been 
shut off, is now available for Power 
Shop machines. The safety power 
brake is entirely automatic and is 
operated from the same power source 
which supplies the motor of the ma- 
chine. All components of the brake 
are mounted in a small steel box 
located on the radial arm of the Power 
Shop and are electrically connected 
to the motor starter. De Walt Inc., 
Subsidiary, American Machine and 
Foundry Co., Dept. AL, Lancaster, 
Penna 
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Tilting Table Variety 


Variety cutting, grooving, gaining, 
mortising and boring are just a few 
of the operations that can be per- 
formed on Fay & Egan’s Model No. 


¥ 


2G 


fo 


and 





i 
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THE H. B. IVES CO., NEW HAVEN, CONN. 


(To obtain more data on advertised products see page 112) 


r 
QUALITY 
PROFIT 


For more than three-quarters 
of a century, IVES has pio- 
neered in the design and 
manufacture of the very 
finest Builders’ Hardware. 
During these years, IVES has 
unfailingly subscribed to a 
policy which assures retailers 
a just profit. 


Specify and Sell the IVES line 
For Quality and Profits 


| for the EXTRA QUALITY touch! 


930 ball-bearing Tilting Table Variety 
saw. The saw table is 36” x 42” and 
the cut off table is 15%” x 27%”. The 
Model No. 930 has a 20” saw capacity 
with the maximum height of cut being 
6%". Arbor speeds can be 2,200 or 
3,400 rpm. The saw is equipped with 
an adjustable bevel rip fence, two 
miter cut-off fences and a splitter type 
aluminum guard. J. A. Fay & Egan 
Co., Dept. AL, Cincinnati 2, Ohio. 
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Mortise & Boring Machine 


This Model JFA is a high speed, 
fully automatic machine for mortising 
grooves for stationary louver-slats and 
boring holes in rolling blind-stiles. It 
has a speed of 90 grooves per minute. 
The range of stock size handled by 
this new machine is %"” by 1” to 2” 
by 6". Maximum length of mortise is 
2%", the greatest angle is 45°. The 
spindle speed is 10,000 rpm. Weight 


| 
} 





550 pounds. Festo Woodworking Ma- 
chine Co., Dept. AL, 745—5lst St., 
Brooklyn, N. Y. 
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Tool Grinding Jig 


Grind-It, a new, lightweight tool 
grinding jib permits correct grinding 
angles for all cutting tools. Either 
straight or hollow grinding can be 
accomplished according to the manu- 
facturer. Jig attaches to any bench 
saw table capable of mounting a five- 
inch or six-inch tool grinding wheel. 
Made of aluminum casting and steel 
parts. Riverside Enterprises, Dept. 
AL, 27 Riverside, Corning, N. Y. 


For more data circle No. 52 on coupon, p. 112 
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You can bank on plu, business and satisfaction with 
Ozan Pine. This lumber has a well-earned reputation 


for soft texture, easy workability, precision cut and clean 
appearance. It builds easier, better and permanently for 
every foot has been continuously inspected and graded 


before being shipped. We invite you to see Ozan Pine 
and judge it for yourself. 


OZAN LUMBER COMPANY 


Prescott, Arkansas 
— Sawing Wood Since 1891 — 
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How to install steel kitchens is the 
subject of a new booklet. The book- 
let, offered free to customers, is a 15- 
page manual of do’s and don’ts, tips 
and time-saving tricks on how to come 
up with a professional job. For plan- 
ning and decorating ideas, the manual 
refers customers to their dealers. Ad- 
wise, Youngstown Kitchens has pre- 
pared a series of one and two-column 
do-it-yourself newspaper mats, head- 
lining savings, easy payments and 
easy installation. Public Relations 
Dept., Dept. AL, Mullins Mfg. Corp., 
Warren, Ohio. 
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Home remodeling or renovating is 
discussed in a new booklet which con- 
tains six do-it-yourself activities with 
basic steps for each subject described 
and illustrated. Projects covered in- 
clude: Insulate Your Home, Finish 
Your Attic, Add a Room, Enclose Your 
Porch or Breezeway, Finish Your Ga- 
rage and Finish Your Basement. In 
addition, the booklet, which is titled 
How To Do It Yourself, contains de- 
sign ideas and a table illustrating how 
the work can be financed. It tells what 
tools and materials will be needed 
before the work can be undertaken. 
Owens-Corning Fiberglas Corp., Dept. 
AL, Toledo 1, Ohio. 
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... and create 
repeat business 
FOR YOU on Caulk 


Jobbers 


Our manufacturing facili- 
ties are devoted exclusively 
to caulking guns, nozzles 
and cartridges. 


and distributors 
are invited to send for new 
prices and discounts on our 
complete line for all home 
and professional guns. 


A set of seven new plans will assist 
the home carpenter solve the family 
storage problem. Available to lumber 
dealers as a portfolio of do-it-yourself 
home storage projects, the set includes 
complete plans and material specifica- 
tions for a plywood tool cabinet-work- 
bench, utility shelves, storage head- 
board, buffet storage chest, toy stor- 
age blocks and sewing center. In 
quantity, the portfolio cost is $2.50 
per 100. Douglas Fir Plywood Asso- 
ciation, Dept. AL, Tacoma 2, Wash. 
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Ceilite translucent structural panels, 
corrugated or flat, will not warp, sag, 
buckle, crack or craze; are highly re- 
sistant to acids, alkalies, fire and in- 
dustrial fumes; can be sawed, nailed 
or drilled; and are available in a wide 
range of colors, states the manufac- 
turer. Industrial, commercial and 
residential uses are featured in a new 
bulletin, as well as complete specifica- 
tions and corrugation drawings. Ceil- 
ite Corp., Dept. AL, Box 278, Allison 
Park, Penna. 
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Ador sliding glass doors are fea- 
tured in a brochure. The new all- 
aluminum extruded sliding glass doors 


are detailed with complete specifica- 


Residential 


Commercial 


tions. Also illustrated is the door’s 
new four-way weathersealing; a screen 
that is an integral part of the door; 
full grip hardware; details on its tubu- 
lar extrusions; strength, alumilite fin- 
ish and other features. Ador Sales, 
Dept. AL, 1631 Beverly Blvd., Los 
Angeles 26, Calif. 
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All-weather protection is featured 
in the new Zegers Dura-Seal folder. 
In addition to picturing many Dura- 
Seal combination metal weatherstrip 
and sash balance applications, the 
folder presents charts comparing 
Dura-Seal with various standards for 
weatherstrip specifications. Zegers, 
Inc., Dept. AL, 8090 S. Chicago Ave., 
Chicago 17, Ill. 
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Walter E. Selck and Co. have an- 
nounced their new 54D Dealer Catalog 
complete with each item priced imme- 
diately following the descriptive copy. 
There are many pages showing new 
items. Postpaid order cards are bound 
in, simplifying the writing of orders 
and assuring prompt shipment. The 
alphabetical index has been moved to 
Page 1 for ease in fiinding items. Wal- 
ter E. Selck & Co., Dept. AL, 225 W. 
Hubbard St., Chicago 10, Ill. 
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INFIELD 


WOOD SECTIONAL GARAGE DOORS 


Winfield creates new sales, new interests 
and builds bigger profits for youl — For 
WINFIELD combines the skill of experienced 
craftsmen, the latest in modern machinery 
and the finest in engineering knowledge to 
give you the highest quality precision door 
at the lowest possible price. Only Winfield 
has the exclusive TAPE-R-TRACK to assure 
easy operation and smoother sealing. Every 
Winfield Door is designed and engineered 
for Economy, Beauty and Long Life -— the 


Industrial cece, ci bomsowners. erchitccts and 


Cash in on WINFIELD — the outstanding value in the field! 


WINFIELD 2.2: Gx 


BROADWAY & VERNON BLVD 
LONG ISLAND CITY 6, NEW YORK 


Choose from 14 different guns and 
30 different nozzles. 


MANUFACTURING CO. 
7508 QUINCY AVE. © CLEVELAND 4, OHIO 
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USE KOKOMO KORNERS otitis 
© for Asbestos Siding ba a : “CONIFER S = 


© for Lop or Bevel Siding + — 


* for Wood Shingle Siding LUMBER SALES 


Save applicating time and money, 
add to appeocrance and durability! 
Kokomo Korners simplify fitting, 
eliminate split siding ond planing 


or cutting at corners. All corners are mode of Distributors of West Coast 


aluminum. A complete line of corners for asbes- 


tos siding to match every manufacturer's line. Coniferous Tree Products 


For complete details and free sampies write— 


P.O. 80X 385, TOWN & COUNTRY STATION 
BUGHER MANUFACTURING CO. SACRAMENTO, CALIFORNIA 
ES 'TWX $C270 PHONE IVanhoe 9-3651 





Jefireys-McElrath a) 
|WEBSTERE 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT SE Gur * qm ty ae | 
@ FABRICATED BOXES seteay ing. General wholesal- “~ 
@ CRATES — PALLETS : = ers of ail lumber items. =| 

@ SOUTHERN HARDWOOD | 
@ YELLOW PINE LUMBER ns COME 00 om pow 


eed: 
@ OAK FLOORING — — 


_— 























Qua 


Daily Capacity 300,000 feet | ¢ na , 
Factory Locations H.E. WEBSTER LUMBER CO., aha selaygt —_ — 


Milledgeville, Ga. Macon, Ge. Keesville, Va. - 
Ark 6c. Chase City, Va. mM. 6. 
Oxford, N. C. 


























GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


1912-1954 Mfrs. of (PINUS 
Genuine STROBUS) 


Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 


ie Rough or D d 
B. ©. RED CEDAR SIDING, SHINGLES, LATH a 
i aie Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 


PORT MOODY. 6 


Established 1842 _ Member N.A.W.L. 








Wes can 2 SELL it” 
for YOU! 


Yes Sir, American Lumberman’s classified adver- 
tising section is devoted to your selling needs. We 
will list your business for sale, used equipment or 
help find a new man for you! Check the dozens of 
ads now appearing in this issue—we’ll do a good 
job as proved by the many repeat classified adver- 
tisers through the years. 


Don’t forget that American Lumberman reaches 
some 25,000 interested persons every other Mon- 
day in its nationwide distribution. Check the clas- 
— + : sified pages for rates or send us your ad and we’ll 
lephone Gl 6-1729 i = quote you our best rate. 

1S A PLEASURE TO OPERATE A TANNEWITZ HIGH SPEED BAND SA 
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information Offered 
In Advertisements 


Do you wish detailed information on a specific 
product or service? Check through this easy-to- 
use index of literature and data offered in this 
issue's advertisements: 


CABINET TOPS, kitchen: Information; 
United Metal Box Co, See adv’t p. 4 
CEMENT sooklet; Louisville Cement 
Co, See adv't p. 116 

CONVEYORS: Literature; Standard 
Conveyor Co. See adv't p. 77. 

CORNER BEAD, arch: Sample; Truscon 
Steel Div. See adv't p. 81 

CORNERS, siding: Sample, information 
Bugher Mfg. Co. See ady't p. 108 

DOORS, Overhead garage Catalogs; 
Howell Mfg. Co. See adv't p 52 

DOORS, overhead garage: Booklet, lit 
erature; Strand Garage Door Div. See 
adv't pps. 38-39 

DOORS, overhead garage: Literature; 
Wagner Mfg. Co. See adv’t p. 78 

DOORS, sliding closet; Literature; 
American Welding & Mfg. Co See 
adv't p. 26 

FENCE, picket: Catalog; Wood Prod- 
ucts Co. See adv’t p. 113. 

FENCE, wire Information; Keystone 
Steel & Wire Co. See adv’t pps. 22-23 

FLOORING, prefinished: Sales aids; 
E. L. Bruce Co. See adv’'t p. 51 

GLASS BLOCK: ae ge ition; Owens-Ill 
See adv't pps. 42 

GRILLES, door é zy; Royal Fac 
tories. See adv't p 

HARDWARE locks: Information; 
Western Lock Mfg. Co. See adv’t p. 33 

HARDWARE—ornamental gate: Infor- 
mation; Arrowsmith Tool & Die Corp 
See adv't p. 78 

HARDWARE sliding door hangers 
Information; Western Products, Inc 
See adv't p. 104 

HARDWARE — window: Literature; 
Grand Rapids Hardware Co. See adv’t 


». 95. 

INSULATION, fiberglas: Sales Portfolio; 
Owens-Corning Fiberglas Corp. See 
adv’t p. 45 

INSULATION, reflective: Booklet; In- 
fra Insulation, Inc, See adv’t p. 16 

INSULATION spun blanket tooklet, 
displays, samples; Baldwin-Hill Co 
See adv’t p. 65 

LEGS, metal: Catalog; Belson Mfg. Co 
Se e adv’t p. 68 

S, metal: Display unit; E. F. Brewer 
See adv’t p. 47 
Discount plan; Kyanize Paints, 
See adv’t p. 95 
Color system information; 
‘Pittabureh Plate Glass Co. See advy't 
pps. 14 15 

PANELS, perforated: Display unit; Ma- 
sonite Corp. See adv't pps. 74-75 

PANELS, wall, ceil — Information; 

jarclay Mfze. Co., See adv't p. & 

PLASTIC LAMINATE 8 Information; 

S. Plywood Corp. See adv't p. 27 

P L YwoopD Promotion plan; Douglas 
Fir Plywood Assn. See adv't p. 53 

PLYWOOD: Mailing list information; 
Kochton Plywood & Veneer Co. See 
adv’t p. 6 

SANDERS, floor: sooklet; American 
Floor Surfacing Machine Co. See adv't 
p. 25 

SASH BALANCE: Display unit; Pull 
man Mfg. Co. See adv't p. 70 

SCREEN KIT: Information; American 
Screen Products Co. See adv't p. 49 

SHINGLES, asphalt: Information; 
Johns-Manville. See adv’t p. 13 

STAIRWAYS, attic Catalog; Bessler 
Disappearing Stairway Co. See advy’'t 
p. 99 

TACKERS: Brochure Arrow Fastener 
Co. See adv't p. 99 

TILE, floor sooklets, display unit: B. F 
Goodrich Co, See adv't p. 94 

TILE, floor Display, literature: Ken 
tile, Inc’ See adv’t p. 85 

TOOLS, power: Book, information 
las Press Co. See adv't p. 93 

TOOLS power sales aids; 

Decker Mfg. Co. See advy't 

TOOLS, power Literature; 
chine Works. See adv't p 

TOOLS, power: Literature; Radial Se« 
Saw. See adv't p. 76 

TOOLS, power Information. display 
Skil Corp. See adv’t pps. 10-11 

TRUCKS, fork lift Literature; Silent 
Hoist & Crane Co. See adv't p. 105 

WINDOW MATERIALS Sales aids 
Arvey Corp. See adv’t np. 19 

WINDOWS, steel: Catalog: Ceco Steel 
Products Corp. See adv’t pps. 28-29 

WINDOWS, wood: Informatio n Ander 
sen Corp. See adv’t pps. 56-57 

WINDOWS wood Literature Malta 
Mfe2. Co. See adv’t p. 98 

WINDOWS, wood: Display unit; Wood 
co Corp. See adv't p. 96 


BUILDING Propucts MERCHANDISER 








FOR THE BEST SALES 


SELL 


THE BEST... 
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KEYSTONE 


INSECT WIRE SCREENING 


FINEST MATERIALS and manufacturing perfection! 

Maximum strength and longest life! The Keystone line of 

Insect Wire Screening enables you to give today’s biggest 

value for every screening dollar... and the best buy is 
always your best bet for sales and profits. 

Keystone Insect Wire Screening comes in aluminum, 

bronze and galvanized steel, and 

in all standard widths. It 

meets U.S. Department 

of Commerce Commer- 

cial Standard 138-49, 

Write for catalog giving 

full information and 

start cashing in on this 


proven sales leader. 


KEYSTONE 


WIRE CLOTH COMPANY 


HANOVER, PA 20} 300) 17 Ware). ile) 


(To obtain more data on advertised products see page 112) 











Classified Advertising 


Terms — Cash With Order 





Minimum Charge $5.00 
Rates: 


1 Time —20c per word for each insertion. 
Minimum charge of $1.00 per line. 


3 Times — 15¢ per word for each consecutive 
insertion. Minimum charge of 75c 
iper line. 

All ads tor classified section must be in Pub- 

lisher's office 14 days preceding date of publi- 

cation. Advertisements are set in uniform 6 


point style. No cuts or special borders 
allowed. 


No agency commission or cash discount 
allowed. 


Add $1.50 for blind ads beari box ber. 
Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 


hen answering box numbers or mai 
for ads address them to: — ane oe 


AMERICAN LUMBERMAN, INC. 
1399 N. Clark St., Chicago 2, Ill. 








HELP WANTED 


HELP WANTED 





WANTED 
BUYER FOR INLAND EMPIRE 

Large well fi d mid-west organization 
can use a traveling buyer thru t Inland 
Empire. Write us in let fid full 
details. Address Box Y-36 American Lumber- 
man, Inc. ae ia. 
WANTED — COUNTER MAN also LUMBER 
Mi oe by: — ay tg 

ic an. e no arrier - 
Address Box Y-37 American Lumbermen Inc. 

















WANTED — Wholesale commission lumber 
salesman to travel Eastern Pennsylvania for 
old established concern. Reply to Box Y-38 
American Lumberman, Inc. 





SITUATIONS WANTED 





YARD MANAGER OR SALES MANAGER 


t 
Record. Married. Now Em ed. 

Address Box Y-33 rican Lumber- 
POSITION WANTED BY MECHANICAL ENGI- 
NEER. Broad field of experience in both woods 
and metals. Can design wood products or the 





STOCK MILLWORK MAN 
We need a man with a number of years of ex- 
perience in the stock millwork business. Hi 
main responsibility is to supervise millwork 
perenne and scheduling for large housing 
rojects. Apply by letter giving pertinent in- 
ormation about experience, age, etc., to the 


Whelan Lumber Company, Box 328, Topeka, 
Kansas. 





, : BOOKKEEPER 
Florida Line Yard Company wants to employ 


experi in Perpetual | - 
tory and Cost Work. Must be eaker end cae. 


ble. Young man f d. Addr - 

American uabonnam. Ente coat secthesiong 
Wanted Assistant Superintendent for t 
making og millwork and veneered _ 
Address Box X-40. American Lumberman. Inc. 











LUMBER BUYER WANTED 
An aggressive, hard working. sharp. ick 
thinking, ambitious man benreen ra 2 


25 
and 40 to purchase 30 to 40 million feet of 
lumber annually. 


Greatest proportion in Fir, Hemlock, Spruce 
with some other species in lesser quantities 
for shipment by rail and water, mostly water. 


Must be an exclusive arrangement. Top salary 
for top man. 


Send quaiifications and references to Box Y-34 
American Lumberman, Inc. 


WHOLESALE LUMBER SALESMAN 

Opening for aggressive, hustling worker, 
oung man, some experience, for Chicago 
etropolitan territory. Mostly West Coast 
specialty items. Car lots an thru distribut- 
ing yard. Profit sharing or as a Junior part- 
ner. Good future for right man. Give age. 
experience, etc. Strictly confidential. Address 
Box Y-35 American Lumberman, Inc. 
Positions open for at least two ca le second 
men in retail yards in the Mid-South area. 
Men aged 25 to 35 preferred with 3 to 5 years 
experience in retail building material business. 
Sopertantty for advancement in line with in- 
dividual’s ability. Write E. C. BARTON & 
COMPANY. PO OFFICE BOX 825, JONES. 
BORO, ARKANSAS, giving business and per- 
sonal history. 
WANTED: DRAFTSMA!( AND SALESMAN for 
old established lumber and millwork compan 
in Northern Ohio. State age. experience, pam | 
salary expected. Give reference and how soon 
change can be made. Offers good opportuni 
for anyone who can sell and do drafting an 
willing to work. Address Box Y-51, American 
Lumberman, Inc. 





MILLWORK ’ 
Large, old-established Millwork Jobber and 
Manufacturer needs young men who can read 


and price usual residential blue prints and in- 
telligently contact Architects, Owners and Con- 
tractors on those projects. An attractive oppor- 
tunity if you have the educati P 
and some experience and are seeking a 
per t position with a future. Give com- 
plete history, past experience and references 
your reply, which will be held confidential. 
Locati Indi li ess Box Y-50, 














American Lumberman, Inc. 


110 


to make them. Experience includes 
saw factory work and saw filing. Address 
Box Y-39 American Lumbermapn. Inc. 


Detailing and billing sp 

millwork and cabinets over forty years experi- 
case. Address Box Y-4] American Lumberman, 
ne. 


nini vehitect 1 





MILLW ORK—DETAILING 
A firm of milimen with years of experience 
offer a detailing ope Sosleeing service. Guar- 
anteed results. Cost. Excellent 
pangs od Address Box R-59, American Lumber- 
man, Inc. 





“TOP-FLIGHT” RETAIL 
LUMBER EXECUTIVE 


available for the ition of PRESIDENT or 
Vice President and General scenages. A virtual 
45-year-old dynamo with a life’ of retail 
lumb From ranks to a $25,000 
“key” ition in a multiple state 





SALES REPRESENTATIVES 
WANTED 





METAL MOULDING SALESMAN 
Full time or side line. To call on lincleum— 
hardw turni stores—cabinet shops— 
manufacturers and wholesale distributors. 
aooe rr ting Manufacturer of complete quali 


aluminum and stainless steel pane | 
ings. Exclusive territories 


open. National 
Aluminum Company, 1132 Alum Creek Drive. 
Columbus 9, Ohio. 








FORESTRY CONSULTANT 





Geo. L. Drake 


Forest Consultant 


Forestry Relations - Organization 
Company Forestry - Forest Protection 
Association Work - Evaluation 
Forest Properties - International 


Forest Projects - Forest Policy 


1124 Puget Sound Bank Building 
Telephone - MArket0886 
Tacoma 2, Wash. 





SALES REPRESENTATION 
AVAILABLE 





where methods and icies have brought 
company from a “show’ position to a “full 
length” winner in its field. A-1 references 


and 
record » for ability. Ask for details on 
fie Sofa 


HINES EXECUTIVE SERVICE 
310 S. Louis St., Mount Prospect, Ill. 


MILLWORK DETAILING ny 
Special and stock details. n listing 
and . This service ovgegnte ¢ 
in Detroit area. Address ng & xX-@ oe MY 
Lumberma le 
SALES MANAGER with large distributor or 


nm, Inc. 
manufacturer of su 











Wanted—additional mills to represent in Cin- 
cinnati territory. Need inland fir, spruce and 
pines. Address Box X-58 A i Lumb 

Inc. 





ROCKY MOUNTAIN STATES 
SALES REPRESENTATION 


Successful high calibre Manufacturer's Rep- 
resentative located in Denver, Colorado seek- 
ing additional lines. Must be well-rated com- 
pany with good sound products needing rep- 
resentation in this area. Abilities adaptable 





College graduate, age pez experi- 

ence 2 —, pure! A management, 
employed as gen manager 

Building’ supply ag Address Box X-55, 








SALES REPRESENTATIVES 
WANTED 





SALES SUPERVISOR WANTED 
It you already have a good job as a sclesman 
or sales manager for » paint, build- 
ing supply or related products .. . if you're a 
real go-getter. with PROVED ABILITY 
new accounts and 


this may 
ing for. It's a real chance to “show your 
to take a partly developed territory with ter- 
rific po and build it up your — with 
our men and your methods .. . . most 
Tipectant of oll. . . with sowande—oale and 
override—in proportion to results. 
an old, well-established ern manufacturer 
high ie, qnemete and ae. 
> supported consist- 
and promotion. Our men know 





Id strict! tial. Please Box 
No. Y-49 Ame Inc 


to | hard goods. or home improvement 
d e pany replying can be sa- 
sured of a self-starter with initiative and fore- 
sight and a ful backg d. Address 
Box Y-40 American Lumberman, Inc. 











We furnish the local territory office, insur- 
ance and transportation expense, travelling 
Western Illinois and Eastern Iowa. If you 
have something to sell on commission basis 
with minimum of $200.00 per month draw. 
write to Box Y-42 American Lumberman, Inc. 


EXPANDING COMMISSION SALES AGENCY 
Covering primarily selected areas in Michi- 
gar. Indiana, ois and Wisconsin, inter- 
ested a, ostiienel ene -_ courses of 
ua estern Lumber, plyw , mow gs. 
= ea and cut stock. Address Box Y-47 
American Lumberman., Inc. 





MANUFACTURERS’ AGENT — Calling on all 
lumber and building supply dealers in New 
York, New Jersey. western cticut, t 
Pennsvivania, land, D. C., and Delaware, 
can handle an additional item, millwork, build- 

specialties or builders’ hardware, on com- 
7 -. basis. Eight men on the road. Address 
Box X-41, Ameri Lumb Inc. 











Wanted—additional mills to represent in Cin- 
cinnati territory. Need inland fir. spruce and 
a Address Box Y-48 Ameri 1 
nc. 





November 1, 1954, AMERICAN LUMBERMAN & 








FORESTRY CONSULTANT 


BUSINESSES FOR SALE 





Clyde S. Martin 


Forest Consultant 


Forestry Relations — Organization 
Company Forestry - Forest Protection 
Association Work - Evaluation 
Forest Properties - International 


Forest Projects - Forest Policy 


1124 Puget Sound Bank Building 
Tacoma 2, Wash. 


Telephone - MArket0886 





WANTED — RAILS 





STEEL RAILS 
16#, WH, 2H. WH, 34, 404 and Heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





RAILS, New and Relaying 


M. K. FRANK 
480 Lexington Ave., New York, N. Y. 





USED MACHINERY WANTED 





ATTENTION: USED SANDER 
We are —_s to buy a used sander, would 
refer a Beach No. 8, single motor. 2 drum. 
nquire at Tonn and Blank, Inc., 104 North 
— Street, Michigan City, Indiana, Phone 





BUSINESSES WANTED 





Retail lumber and building supply business 
in growing community of diversified industries. 


Addrss Box Y-28 Ameri- 





can Lumberman. Inc. 





BUSINESSES FOR SALE 





FOR SALE 
Yard in eastern Nebraska town, located in 


rich farming community. Comparatively small 
investment will adie, Owner wien to 


ha 
° aaa Box V-62, American Lumber- 





FOR SALE: Sawmill, Colorado. equipment val- 
ued $38,000 million feet timber available. 


Write Bob Bader, 142 Broadway, Denver 3. 
oloc. 


FOR SALE 
Lumber yard and special millwork plant in 
lizing in schools, . lerge 
dworking machin in -story 
e° e 
° Lumber storage, + oe construc- 


e Pp and open yard on 
railroad . Goed order file. C 

limited G {3 iédene ~ Box Vea Reel Ameri- 
can Lumberman, Inc. 











Owner retiring after 40 years. Two retail yards 
—Central San Joaquin Valley. Vast area of 
new Agricultural and oil development. Also 
transit mix plant and equipment if desired. 


Sell or lease property. Address P. O. Box 8, 
Caruthers, California. 





FOR SALE 
Old established lumber and coal yard. Ad- 
ress Box Y-43 American Lumberman, nic. 


BuILpDING Propucts MERCHANDISER 


FOR SALE 
Our office and store building was destroyed 
by fire so we are selling the remaining 5 lots, 
2s feet of double decked lumber sheds, upper 
deck inclosed, on main sireet and a low stock 
of lumber and building materia!. 
Reddick Lumber Company 
Spearville, Kansas 





FOR SALE 
WHOLESALE LUMBER 
DISTRIBUTION YARD 
Central Michigan 
Active Profitable Busi plete facilities 
and organization. Present absentee ownership 
desirous of oomee, for rsonal reasons. For 
full a reply Box Y-44 American Lumber- 
man, inc. 


FOR SALE—Due to ill health in the family we 
are selling our yard in a fast growing com- 
munity of over 3000. Lecated on US 16 in cen- 
tral Michigan. New display rooms with full 
basement besides cther sheds. Good clean 
inventory of lumber and hardware. General 
farm and contractor trade. $65,000.00 will 
handle. Write Box Y-45, American Lumb 








MISCELLANEOUS FOR SALE 





LUMBER CRAYONS 


Finest hard quality (blue color). Regu- 
lar price 1 each, our special sale 
rice now $3.00 per hundred. Parcel 
ost prepaid when check accompanies 
order. Purchase price pos refunded 
if you are not comp — satisfied. 
Kaufman Allied, Central Islip, New 
York. 
ADVERTISING SPECIAL! 

Retractable Ball Point Pens — clip release. 
gilt top. assorted colors with 4-line advertise- 
ment — $43.20 per gross (30¢ each). Universal 
Enterprises, Box . Galveston, Texas 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 


PROMPT SHIPMENT 








Inc. 


Lumber and Building Materials business in 
county seat, 4000 population, good farming 
community, on main highway in Central Michi- 
gan. Sales approximately $150,000. All mate- 
rials under cover. g price $35,000 plus 
inventory and equipment, inventory optional. 
Or will lease. Three bedroom home adjoining. 
also optional. Address Box Y-46 American 
Lumberman, Inc. 








USED MACHINERY FOR SALE 





ROSS STRADDLE CARRIER 
Series 90 
20,000-lb. capacity 
$2900.00 
LAWLER COMPANY 
Durham Ave. & Lawler Place 
Metuchen, New Jersey 
Me 6-0245 





ELECTRICAL MACHINERY 

Large stock t and g t New and 
Guaranteed Rebuilt. Gear motors, speed re- 
ducers, V-belt drives, ptastese, _euseapecion, 
re r . Expert re service. ° ° 
N SsBAUM & CO., Fort eens 2, Ind. 








TRACTOR WITH DROTT SKIDLOADER 
1 040966 Allis-Chalmers 1950 Model HD 7W 
Diesel 63” Tread Track T Tractor Serial No. 
HD7W-17988 Motor No. 3A-4229 equipped with 
15” Semi Grousers Long Rigid Truck Frame 
Model 60—Drott Skidloader #60 D2R-460 
equipped with Lumber rack and hydro 
spring mounted on above tractor Bulldozer 
Blade. Can be seen at Lake Linden Lumber 
Company, Lake Linden, Michigan. Price 


$6.500.00. 
Boehm-Madisen Lumber Company. Milwaukee, 
Wisconsin. 


FOR SALE 

One 100 H.P. Kewanee Locomotive type boiler 
(California State Certified) 100 Ib. pressure. 
Equipped with: #7 Ray Oil burner, gas pilot 
and automatic cut off, Hi-Low water alarm 
with automatic cut off, Pressure trol fire con- 
trol, 1-3 phase boiler feed pump. Hays com- 
bustion control, stack damper and forty feet 
steel stack in good condition. All other acces- 
sories complete. Can be fired before dis- 
mantling if desired. Fully automatic. Price 
f.o.b. A . California, on truck $2500. 
Pacific Union College, L. C. Christensen, Engi- 
neer, Phone, St. Helona 300, California. 


We are changing to a 72°’ carrier and lift 
truck package and offer for sale 3 one year 
old Ross strad/ile carriers Series 70 model 
6663 — 60° capacity. Prices quoted upon re- 
auest. 
These machines are like new and we also 
have plenty of 4’x4''x60" bolsters with bolted 
legs to go with the machines at $1.50 each. 
HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 





MISCELLANEOUS FOR SALE 


ADVERTISING YARDSTICKS 
Basswood, 2-color. Same prices as |-color. 
Also Paint Paddles. | diate shi rl 


R. J. DUMONT CO. 
156 Se. Melrose Ave., Elgin, Il. 








Y 


R-V-LITE 
(Window Materials) 


Safe Hardware 
Dura-Flex Thresholds 
Belson Legs (Wrought Iron) 
Miracle Anchor Nails 
STORM WINDOW VENTS 
Sliding Door Hardware 
Pocket Door Hardware 


$75.00 Orders Freight Prepaid 
(Selling Only to Dealers) 


HOSKING PAPER & SUPPLY 
. O. Drawer 43 Wilmette, Ill. 





LUMBER & DIMENSION 
FOR SALE 





me ht ove FL eeerteom 
Also 


Extension Ladder Rails 
Mouldings Cut Deer Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 


Phone 5-3317 





PLYWOOD CUT-OFFS. Large quantity %” 

Exterior Weldtex—also ie and ie Plyscord. 

Box Y-32 Ameri 1 nc. 

Ontario White Cedar. Can be cut into poles, 
ts ,or lumber. Write Box No, X-63 American 

umberman, Inc. 

Air Dried—Kiln Dried Rppaeeen White Pine 

4/4 through | 16/4 Packaged 8 it. Paneling 











TRIPLETT LUMBER COMPANY 
LEN . c. 
Plaza 4-4571 P. O. Box 738 


QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 
Stair Treads and Risers 


Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 
2,000,000 feet of hardwoods and 
soltwoods in stock 


m= wens 
111 











ROCKPORT) 2252°5"= 
REDWOOD Cra) CEPTI FED gz 
Cc oO M be A N Y ROCKPORT REDWODD’ COMPANY 


(ROUNDS LUMBER COMPANY EXCLUSIVE SALES AGENTS) 9233 Denton Drive 430 N. Wace Ave. 
DALLAS, TEXAS WICH . KAN 
Crocker Building, 620 Market St. — Sen Francisco 4, Calf. a ane 























PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Trade Mert High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 





Registered 
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e a (GP) Tannewitz Works 
A d Vv e r t | Ss e r Ss | n d e x (GQ) Truscon Steel Div., Republic 
Steel Corp. . 

Ahonen Lbr. Co 2 (OH) infra Insulation, In¢ 
American Cabinet Hardware (DJ) Ives Co., The H. B 

Corp 
American Floor Surfacing (DK) Jeffreys-McElrath Mfg. Co (HA) Valentine & Co.. 2 

Machine Co., The 26 (DL) Johns-Manville . < (H8) Vital Products Mfg. Co 
American Lumberman 97 (HC) Webster Lbr. Co., H. E 
American Screen Products Co.. (ON) Kaiser Aluminum & Chemical (HE) Wells Lbr, Co., J. W 
American Sisalkraft Corp 96 Sales, Inc. .. (HG) Wells Lbr. Co., J. W 
American Welding & Mfg. C 26 (00) Kentile, Inc. .... } (HH) Wagner Mfg. Co..... 
Andersen Corporation . 56-57 (OP) Keystone Steel & Wire Co 29.92 (HJ) Western Lock Mfg. Co 
Armstrong Cork Co... 21 (OR) Keystone Wire Cloth Co (HK) Western Products, Inc 
Armstrong Co., The... .. 44 (EB) Knape & Vogt Mfg. Co 7 (HL) Westinghouse Micarta 
Arrow Fastener Co., Inc... - (EC) Kochton Plywood & Veneer (HN) Weyerhaeuser Sales Co 
Arrowsmith Tool & Die Corp 78 Co., Inc (HO) Winfield Door Corp..... 
Arvey Corporation 19 (ED) Kyanize Paints, In (HP) Wisconsin-Michigan Page 
Associated Plywood Mills, Inc 101 Ca . : ‘ (HQ) Woodco Corporation . 
Atlas Press Co (EE) Louisville Cement Co 116 (HR) Wood Products Co 


(GR) United Metal Box Co 


Baldwin-Hill Co z (EF) Macklanburge-Duncan Co 102-103 
Barclay Mfg. Co ‘ : . (EG) Malta Mfg. Co., The 98 
: (EH) Marsh Wall Products, In¢ 
Belson Mfg. Co - ! 8, : 
Bessler Disappearing Stair Sub. of Masonite Corp 
way Co., The 9 (EJ) Masonite Corporation 
Setter Farming ‘ (FN) Mauk Lumber Co., The C. A 
Black & Decker Mfg. Co., The : (PN) Mauk Seattle Lbr. Co 
Boehm-Madisen Lbr. Co 2 (EK) McCloud Lbr. Co 
Bonifas Lbr. Co., Wm (EN) Michigan Pole & Tie Co 
Brewer Co., E. F z (EO) Miracle Adhesives Corp 
Bruce Co., E. L 5 (EP) Mobile River Saw Mill Co., In« R0 
Bugher Mfg. Co 


(EA) National Brass Co. (Dexter 
sunyan Lbr. Co., Paul 2 Lock Co.) ° 


9 
Buss Machine Works (EQ) National Mfg. C 115 
Cadillac-Soo Lbr. Co (FA) Oregon Lbr. Co. a 
(F8) Owens-Corning VFiberglas Corp..45 
(FC) Owens-Illinois, 

Glass Block Div 42,43 
‘Yonsumers Glue Co (FD) Ozan Lbr. Co... ee 106 
Continental Steel C (FE) Ozark Oak Flooring Co., The 83 
Copeland Lbr. Co 
‘ountry Gentleman ‘ (FF) Pacific Lbr. Co., The 24 

(FG) Padgett-Smith Flooring Co 

lexte ock C S oO 
Nat fae ‘bran Co . i (FH) ow Glass Co 


or-Set Corp., The ; ‘ (FK) Pullman Mfg. Corp......... 7 : RS ae." 
Jouglas Fir Plywood Assn 53 . 


Ceco Steel Products Corp 
Christiansen Co., C. M 

Conifer Lbr. Sales 
( 


as WRN) 


BAAN we 





winwaiie Cadun tdmited (FL) Quaker State Metals Co . 63 For installing asbestos cement- 
Fletcher-Terry Co., The Ot Wadtek Beaten es type wallboard use Hassall 
Formica Co., The (FP) Rockport Redwood Co wallboard drive screws. Spe- 
WOE ise. Co., Ansett (FR) Roddis Plywood Corp | cifically designed with spiral 
Gillies Bros. & Co., Ltd (FO) Roseburg Lbr, C a threading for better holding 
Goodman Lbr. Co 9 (GA) R.O.W. Sales Co . g : 4 : 

antxinhs Cn. i O. Dieevinn (68) Royal Factories power. Supplied with nickel- 


Div P : P “ 
Grand Rapids Hardware Co ar (GC) Saturday Evening Post plated finish with either cas 


(GD) Schubert Co., H. A . 82 ing or button heads. Advise 


Hager & Sons Hinge Mfg. Co . (GE) Seward Hardware & Metals (o..104 quantities. Prompt delivery. 
Hassall, Inc., John 3 (GG) Sheffield Bronze Paint Corp . 69 


Hines Lbr. Co., Edward 2 (GH) Silent Hoist & Crane Co is | JOHN HASSALL INC 
— W reo ‘ - c (GJ) Skil Corporation 10-11 - ’ . 
elt tawdweed Go. pga ; 9 (GK) Standard Conveyor Co oe WW P.O. Box 216! 
Home Maintenance & Improve (GL) Stanley Works, The. 62 ; hates 


ment Magazine . (GN) Strand Garage Door Div. (De Westbury, Long Island, N. Y. 
Howell Mfg. Co., The ' UP (GO) troit Steel Products Co.). 











... ADDS PRIVACY . 1 Timber has to become dens«r 
TO URBAN HOMES... HARD and closer grained to sur- 
j r vive bitter Michigan winters. That's 
Screens against unsightly views. i : nN | what makes Dizmond Hard floor- 
Around play areas, swimming pools, 1 apa ing so remarkably strong. 
etc. Contains small animals. Attrac- ‘ 
tive background for plantings. MAPLE FLOORING 


FOR EVERY NEED HARDER! 


© Home Able to “take it’ without deterio- 
@ Commercial ration makes Diamond Hard floor- 
@ Industrial ing Ideal for all industrial and 
commercial uses. Beautiful, too, 
eect Pessend AT SAVINGS UP a quemy or economy home in- 

ore mi 4 Rall end Hustle TO 50%! stallations. 
truction. Stringers, posts 
sod balf-rousd palings are all 
peeled, white Cedar. Shipped 


| Eib‘arin samt | c hee J. W. WELLS LUMBER CO. 


details today 
ing heights, etc. a ee et MENOMINEE, MICH 
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1 feller was practicing on his saxophone late at night when thi 
landlord came in. “Do you know there’s a little old lady sick up 
stairs?” asked the landlord 

Vo,” answered the feller. “Hum a little of it.” 


* * * 


hen there was the day at school my teacher kept me in after 
class for something I had never done—and it was fun 


* * * 


1t the huge aircraft plant the pretty young lady was 
filling out the application form for employment and was 
having lots of trouble pussling over the question. “Are 
you a natural born citizen of the United States?” Finally 
she scribbled her answer 
Vo Caesarean.” 
” * + 


Maybe she will and 
Maybe she won't 
But at least you Canasta! 


* * * 


One attachment that seems to fit all cars is that of the 
finance company 
* * 


So here it is November which naturally makes us think of 
Thanksgiving, which reminds us of turkeys, which brings up Puri- 
tans, which leads to Indians, which brings to mind tall pines, 
which is a perfect lead in to Ponderosa pine, preferred by all 
Indians, Puritans and turkeys and especially preferred by smart 
lumber dealers everywhere 

MAUK Lumber Co. is better prepared than ever to service 
customers with Ponderosa pine and allied species. Try us and see 
You'll be glad you did 

* + o 


Simple Celia says give a guy a free hand and he has it 
all over a girl 
oF * > 
“l am a model for an artist who specializes in painting, sculptor- 
ing and etching nudes.” 
“Doesn't he do one thing better than another ?” 
“Oh, yes. But he is very good at painting, sculptoring and etch- 
ing too,” 
* * o 
If all the lady horses say “neigh” where do all the little 
horses come from? 
e686 
Do You Know What Dep't: ’ 
Do you know what an Arab is? The man who, when he gets 
out of bed, takes the sheet with him. 
Do you know what a harem is? A floor show with a husband. 
Do you know what MAUK is? The timber treat that can't 
be beat 
e »s 


MAUK Seattle Lumber Co. 
Seattle 5, Washington 


* * * 


The C. A. MAUK Lumber Co. 
Toledo, Ohio 


(To obtain more data on advertised products see page 112) 


Signs Help Sell 


California 





Nebraska 








SUFFERING 
FROM ROOM -A- 
TISM? asks this 
billboard sign 
erected by the 
Landy Clark Co., 
Lincoln, Nebr. 
Cartoon shows 
homeowner suf- 
fering from room- 


Washington 





EXPENSIVE NEON SIGN was erected 
by the Atlantic Lumber Co., Bell, Calif., 
to tell public about its products and 
services. Copy can be changed as de- 
sired. Vertical letters on side of the 
sign say “Thank you.” 


a-tism and the same homeowner who 
has been cured by a remodeling job. 


CROW LUMBER CO., Seattle, Wash., 
not only creates attention with its old 
crows roosted atop this piece of 
dimension, but the sign affords an ex- 
cellent chance to list a number of the 
major departments of the store. 


November 1, 1954, AMERICAN LUMBERMAN 











They’re new —They’re smart—and made,by National 
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SLIDING DE J AKDY 
Exclusively for interiors 


In the home, when precious slumber should be undisturbed, 
you can be assured of hushed quiet in the operation of sliding 
closet doors equipped with this hardware. This innovation 
in swift, quiet and efficient sliding door action is the most 
advanced step in modern hardware design for the office or 
factory as well as the home. 


Your trade will appreciate the many exclusive features of | j ‘4 
these new products. Hangers are made in single and tandem 
wheel styles with special adjustment features and fit every 


thickness of door. View showing complete assembly 
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7 No. 182 Sliding Door Hanger No. 185 Sliding Door Hanger 
oo, 
Ad 
Large Nylon wheels 1% inches in diameter carry the door-load 
hel with ease and fewer revolutions in operation. Wheels have solid 
we rivet axle and all hardware is zinc plated. Track is 16-gauge Steel 


Hot Galvanized and fits all doors, regardless of thickness. Furn- 
ished in 44, 56, 60 and 68 inch lengths. 


ORDER YOUR SUPPLY NOW.—THE DEMAND IS SENSATIONAL! 











SEND TODAY FOR ATTRACTIVE, ILLUSTRATED FOLDER! 








Possibly half the masonry-work currently 
being done in the U. S. utilizes concrete 
blocks. 

Despite this wide usage, very little informa- 
tion has been issued on the type of work- 
manship required for good concrete-block 
construction. 

The booklet shown above contains a full 
description of good block workmanship. It 


is completely illustrated. It is endorsed by 


Published as an Industry Service 


by the Manufacturers of 


BRIXMENT 
tr MORTAR 


leading officials of the American Institute 


of Architects, Mason Contractors Associa- 
tion of America, National Concrete Masonry 
Association, and the Bricklayers, Masons 


of 
\merica. It should be in the hands of every 


and Plasterers International Union 
architect. contractor and bricklayer. Use 


the coupon today for getting your free copy. 
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Louisville Cement Company — Dept. 2 
Second and Walnut Streets, Louisville 2, Kentucky 


Please send me a free copy of “Type of Workmanship 
Recommended for Conerete Block Walls” 


Name 
Firm 
Address 


City 





